SS en eee 
% . e , ; ee zs ee 


FECHNOLOGY DEFS, 
* * 


|. A. Show Draws 
er 200,000 for 


9nd Year in Row 


» 100,000 Philadelphians 
_ Attend °58 Exhibition; 
eS Openings This Week 


By John E. Walsh 
4 Staff Writer 
HE season’s first major auto 
® show, at Los Angeles, closed an 
y run at the Pan Pacific Audi- 
forlum Sunday (Nov. 24) with an 
attendance estimated at more than 
p00. 
It was the second straight year 
attendance had topped 200,- 
The show was sponsored by 
; Los Angeles Motor Car Deal- 
‘fs Assn. at a cost of $150,000. 
| Meanwhile, the Philadelphia show 
acted more than 100,000 specta- 
during an eight-day run. 
hows will open this week in five 
e cities—St. Paul (Nov. 27-Dec. 
San Francisco (Nov. 29-Dec. 8), 
ton (Nov. 30-Dec. 8), Manches- 
N. H. (Nov. 29-Dec. 1), and 
x Falls, S. D. (Nov. 26-Dec. 1). 
> . > 


O S and motors will share the 

spotlight at the Boston show 
the Commonwealth Armory. 

J. Gordon MacKinnon, show 

, said a million-dollar fur 

show will be a major at- 


Special exhibits by all American 
firms and an extensive display 
foreign cars have been sched- 
’ Kinnon said. 

Visitors to San Francisco's Inter- 
Auto Show at the Cow 
will see exhibits of 43 dif- 
t autos, the largest number 

ever assembled in the Coast city. 


Austin - Healey, 


Buick, Cadillac, Chevrolet, Chrysler, 
: (Continued on Page 42, Col. 1) 


The Newspaper a the Industry 


Published Weekly at 
2666 Penobscot Bidg. 


Sponsors of Carlsbad Show— 


DETROIT, 


Dealers who sponsored the first auto show in Carlsbad, N. M., included: Back 
row, left to right, Ray N. Thomas, president of the Carlsbad New Car Dealers Assn.; 
M, E. Trice, Hilty Motors; V. L. Pruit, Pruit-Thompson Oldsmobile, Inc.; Dick and Jim 
Pollard, Carlsbad Auto Co., and John Goard, Gateway Motors, Inc. Front row, left 
to right, Bill H. May, Import Motors, Inc.; Everett Hilty, Hilty Motors; J. A. Oden jr., 
Oden Motor Co., and Tom M. Bush jr., Tom Bush Motor Co. 
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ENGINEERING SECTION 


All GM Units Soar 


By Martin L. Whitmyer 
Staff Writer 
U S. CAR output soared to the 
® year’s high of 154,911 assem- 
blies last week as all manufacturers 
increased corporate schedules. 

The upsurge not only repre- 
sented a 9.2 percent boost from 
the 141,904 cars turned out the 
previous week, but also marked 
the first time since the week 
ended Dec. 22 last year that 
industry-wide operations have 
produced more than 154,000 cars 
in one week, During that week 
the manufacturers turned out 
154,332 cars. 

Last week’s output was 125.5 per- 
cent of Automotive News’ three- 
year index, as compared with the 
114.9 percent compiled on the pre- 
vious week’s assemblies. Last 
week’s output also was 30.2 percent 
above the same week a year ago, 
when the makers rolled 118,949 cars 
from the assembly lines. 

> = > 
== the loss of a work day 
this week because of the 


*| Thanksgiving hiatus, the industry 


is almost certain of assembling in 
the neighborhood of 591,000 cars 
during November. If that figure is 
attained, it would mark a 80.5 per- 


‘| cent increase over the 327,362 cars 


rolled from the lines in October 


, and a 1.8 percent boost from the 


Checking floor plans for the Boston auto show starting Nov. 30 are, left to right, 
AKES to “pe “shown include! 5 Gordon MacKinnon, chairman and show manager; Robert P. Feely, co-chairman, 


show sponsors. 


New-Model Sales Linked 


Again to U. C. 


By Robert M. Lienert 
Associate Editor 
used-car market, after 
blithely following its own 
@ourse for several years, may be 
Teturning to its traditional role of 


+ 


Top Cars 


New-car registrations for nine 
months, plus 7 states for Oc- 
tober: 


1956 Pos. 
1,021,931— 2 
Chev. 1,220,753— 1 
Plym. 330,308— 4 
Buick 434,690— 3 
Olds. 353,724— 5 
Pontiac 285,391— 6 
Mercury 221,439— 7 
Dodge 171,990— 8 
Cadillac 110,734— 9 
87,184—10 
79,570—11 
55,387—13 
62,801—12 
33,552—14 

71,380—18 
5,160—19 


Make 
Ford 


1957 Pos. 


20,489—16 


4,656,141 
Further details on Page 38. 


Market 


bellwether for new-car retailing, 
dealer field reports indicated last 
week. 

Dealers in many lines are find- 
ing the ’58 selling season slow 
going, and while a variety of 
explanations are offered, most 
trace back to the used-car situ- 
ation. 

Up until 1955, it had long been a 
rule of thumb in auto retailing that 
new-car action followed the pattern 
set by used cars. As used-car sales 
activity quickened, new-car sales 
picked up; if used-cars slowed 
down, so did new cars. 

* * + 

Tas past few years, which saw 

the growth of easy credit, of 
two-car families and of retailing 
bazzazz built around discounts, 
overallowances and price packs, 
also witnessed a split in the rela- 
tiouship.between new and used 
cars. 

Activity im the two markets 
developed quite independently. 
Gradually, the used car became 
incidental to the new-car deal. 
Dealers in the early weeks of the 

‘58 season, however, have noted that 
ts are once again 

“s their used cars, rather 

thin merely “buying” new cars. 

Many dealers feel that this traces 
directly to the ’58 round of price 

on new models. The 
Set... given the tradein in- 
(Continued on Page 4, Col. 1) 


Borgwardiond Nishan Atamian, president of the Greater Boston Automobile Dealers Assn., 


Lead Shew Parade— 


Julie C. Driscoll, left, executive secre- 
tary, Philadelphia Automobile Trade 
Assn.; Raymond P. Scott, PATA president, 
and Elsa Maxwell, world-famed party 
giver, led a parade of distinguished 
celebrities and civic, social and auvtomo- 
tive leaders into Philadelphia's Conven- 
tion Hall to preview the 1958 Philadel- 
phia Auto Show. The show, which ended 
last Saturday (Nov. 23), was Philadelphia's 
first since 1949. 


580,803 units assembled during 
November a year ago. 

November also will go down as 
the second highest production 
month of the year, second only 
to the 642,090 cars assembled in 
January. 

A breakdown of assembly opera- 
tions last week showed General 
Motors with 81,366 assemblies; 
Ford Motor Co, with 45,065; Chrys- 
ler Corp., despite threats of a 
strike that would hamper output 
operations, with 23,700; American 
Motors with 3,300, and Studebaker- 
Packard with 1,480 assemblies. 

> 7 * 

HE estimated 81,366 cars turned 

out by GM’s five divisions last 
week marked the highest outturn 
of autos by that ccrporation since 
the week ended Dec. 8 last year, 
when 82,736 cars were rolled from 
the assembly lines. 

Last week’s output also was 
14.4 percent above a week earlier, 
when GM assembled 71,139 cars. 
Chevrolet’s production of an esti- 
mated 42,800 cars and 8,900 trucks 
last week also marked a two-year 
high in both weekly car and car- 
truck assemblies for that division. 

* * * 
OT since the week ended Nov. 
19, 1955, when the division 
rolled 43,500 cars and a combined 


Inside Automotive News. 


Auto industry’s 14 


chief engineers reveal re- 


cruiting methods. Page 17. 


Page 8. 


2 
s 
. 
€ 
New-car and truck registrations and new-car prices, Page 38. 


Used-car auctions, Page 34 (Detroit, Page 6). 
Preduction by makes, Page 46. 


GM’s Wiles urges dealers to revise techniques. 


Practical Problems of Selling. Page 14. 
Dealer credit rates eased. Page 2. 
Du Pont pushes Lucite paint sales. Page 17. 


| total of 52,363 cars and trucks from 
|the lines, has Chevrolet output 


reached that level. Its combined 
car-truck output last week totalled 
51,700 units. 

The upsurge in Chevrolet car 
output from the 38,945 units pro- 
duced a week earlier was aided 
by six-day operations at all as- 


Other GM divisions also made 
large strides—Buick upping its out- 
put from 10,946 units the previous 
week to an estimated 12,772 
assemblies last week; Oldsmobile 
jumping from 9,704 to 11,294 units; 
Pontiac rising from 8,233 to 10,500 

(Continued on Page 46, Col, 3) 


Below-Cost Sales 
To State Hit 


They Upset Market, 
N. Y. Dealers Say 


LBANY.—The board of directors 

of the New York State Auto- 
mobile Dealers, Inc., has asked auto 
makers not to let the state and its 
subdivisions buy new vehicles at 
below net dealer cost, either 
through direct negotiation or by 
dealer subsidy. 

In another resolution, the board 
attacked present build-out bo- 
nuses as unfair to dealers and 
disruptive to the market. The 
resolution will be forwarded to 
NADA for action. 

Under a new purchase plan, the 
board said, the state will replace its 
vehicle fleet annually instead of on 
a basis of mileage and/or age as in 
the past. The state now is soliciting 
bids. 

“The new method of replacement 
will place hundreds of one-year-old 
autos on the market each year at 
abnormally low prices which will 
disrupt the used-car market and 
jeopardize the sale of new vehicles,” 
the board said. 

“It will depress the market value 
of all used vehicles, both those held 
by dealers and those owned by indi- 
viduals.” 

. > ” 

URTHERMORE, the Board con- 

tinued, reduced-price lists gen- 

erally are distributed by the state 
to every local government and 
many of its agencies, thereby plac- 
ing the information in the hands 
of thousands of individuals. 

“As a result,” the board said, 
“a false impression of dealer costs 
and potential profits is created, 
adding a dangerously distorted 
picture to our already consider- 
able problems.” 

The board said the new purchase 
plan will “make the state a formi- 
dable competitor of every fran- 
chised dealer, inasmuch as the 
state will enjoy an unfair and un- 
realistic price advantage.” 

& * * 
vos board urged manufacturers 
to place future build-out bo- 
nuses on “a straight-car basis so 
that the dealers of any specific 
(Continued on Page 4, Col, 1) 
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Holding Price Line, Ads Say 


By John K. Teahen dr. 
Staff Writer 
DETROIT last week, Frank 

‘Alter (DeSoto) displayed a huge 
sign on the window of its Kercheval 
Ave. showroom. “No price increase 
here for '58,” it read. 

In Pittsburgh, Oldsmobile shop- 
pers doubtless were happy to 
read: “There’s no price increase 
for the 1958 Oldsmobile at Bay- 
sek Oldsmobile, Inc.” 

Alter and Baysek were but two 
of many dealers who found an 
advertising advantage as well as a 
sales tool in the moderate price 
boost on their 1958 lines. 

And Oldsmobile and DeSoto re- 
tailers were in a better position 
than many of their competitors to 
absorb price hikes in their closing 
offices as well as in their adver- 
tising. — 

aa 


LDSMOBILE’S 1958 prices 

climbed only 2.05 percent with 
five Series 88 models rising $38.53 
each. DeSoto’s overall hike was 2.28 
percent, and only $41.25 was added 
to two models in the high-volume 
Firesweep series. 

Another dealer offering “58 
models at ’57 prices” was Jonnet 
Mercury in the Pittsburgh area. 
The firm’s introduction-week ad- 
vertising also mentioned roses for 
the ladies, prizes for the children, 
a wrist watch with every pur- 
chase and a drawing for a color 
television set. 

Gene-Arthur Ford, Greenfield. 
Mass., declared: “We will deliver 
you a brand new 1958 Ford and will 
give you the same big tradein al- 
lowance that you've been offered 
toward a 1957 car.” 

Other dealers spoke of their im- 
ported offerings in efforts to swell 
showroom traffic. P 

* 

RAJENKE BUICK, Detroit, 

trumpeted: “Achtung — first 
Midwest showing of GM’s German- 
made Opel.” The ad continued, 
“Don’t get tied up until you have 
checked our deal on the beautiful 
air-born '58 Buick.” 

In St. Louis, Ray Rixman invited 
one and all to see the 58 Dodge 
and Plymouth and the German- 
built Tempo Matador station wag- 
ons and trucks. 

In Charleston, W. Va., Roger 
Dean Chevrolet urged Korea vet- 
erans to “buy now, pay later.” 

The firm explained: “Roger Dean 


Business 
Barometer 


Aste Production—178,260 cars, 
trucks in week vs. 136,200 the year 
before. 

Business Failures—306 in week 
vs. 240 the year before. 

Depertment Store Sales — Down 


one percent from the year before. 

Freight Loadings — 675,273 cars 
in week, down 97,577 cars from the 
yeor before. 

Gasoline $ t o c k s—180,805,000 
barrels, down 605,000 barrels from 
the week before. 

New-Cer Registrations—4,647,- 


065 in 1957 to date vs, 4,656,141 the 
year before. 

New-Truck Registrations—<74,- 
367 in 1957 to date vs. 702,032 the 


year before. 

Oil Stocks — 284,295,000 barrels, 
an increase of 1,184,000 barrels in 
week. 

Steel Output—76.8 percent of es- 
timated capacity vs. 77.7 percent the 
week before. 

Used-Car Prices — $755 in No- 
vember to date vs. $795 in October.’ 

Wholesale Prites—117.8 percent 
of the’ 1947-49 index vs. 117.5 percent 
the week before. 

ee. 


Common Stocks 


Nov. Nov. 

20 13 Low 

Am. Motors 6%. 6% 5% 
Chrysler 68% 67% 64 

Ford 425% 42, 

GM 354% 35% 

S-P 3% 3% 


Average 31.40 31.45 


1957 





has a plan where you can buy your 
1958 Chevrolet now and drive it 
while you are awaiting your bonus 
check. When the check arrives, you 
can apply it on your downpayment.” 


“Trust financing” was offered by 
Weiss Ford, Baltimore. The ad 
listed terms of $100 down and $14.40 
a week and said, “No cosigners, no 
side notes, no small loans, no gim- 
micks ... your good name is all 


you need.” 
* * * 


T JUDD PLYMOUTH, Cincin- 

nati, visitors were urged to 
inquire about the dealership’s 
“Factory-Invoice-Pricing Plan.” 


“It works very simply,” Judd ex- 
plained. “We give you an actual 
photostatic copy of our original 
factory invoice for your new Plym- 
outh . .. It shows exactly what’s 
on the car and what we had to 
pay to get it. 

“To this factory price, we add 
$25 standard service fee plus 5 





Auctions Handle ’58s 


In Growing Numbers 


DETROIT.— The 1958 models 
are appearing at wholesale auc- 
tions in increasing numbers, ac- 
cording to reports to Automotive 
News. 

Last week’s reports included 26 
Fords at an average of $2,610; 20 
Chevrolets averaging $2,605; eight 
Plymouths averaging $2,375; five 
Edsels averaging $2,615; two 
Buicks averaging $2,895; two Pon- 
tiacs averaging $2,855; two 
Dodges averaging $2,705, an Im- 
perial at $4,300 and an Oldsmo- 
bile at $3,535. 





percent to cover our overhead and 
profit—and the car’s yours. 


“Want to know what this means 
to you in dollars and cents?” Judd 
asked. “Just stop around at a 
couple of the ‘big-deal’ spots and 
get their price, then come to us 
and get the FIP price. Chances are 
you'll be as open-mouthed as the 
ae amazed people who tried 

is.” 


+ * * 
T= of the week’s more intri- 
guing advertising stories came 
from New York where the Better 
Business Bureau cited an ad that 
said: 
“Why pay $1,988 when you can 
get your (brand-new car) at 1884?” 
The 1884 turned out to be the 


dealer’s address. His lowest-priced 
car was listed at $2,150. 
+ * * 


Edsel Ads to Stress 


Lowest Price in Field 

DEARBORN.—Edsel is revamp- 
ing its advertising to take advan- 
tage of the fact that it offers the 
lowest-priced models in the 
medium-priced field. The campaign 
was kicked off on the division’s 
television show and will be con- 
tinued in newspaper ads. 

The ads will not quote prices. 
Edsel Ranger and Pacer models are 
priced $37 to $114 below correspond- 
ing Dodge Coronet and Royal and 
Pontiac Chieftain and Super Chief 
units. 

Rangers also are $108 to $151 
below Buick Specials and $129 to 
$176 under Mercury Montereys. 
When Mercury brings back its 
Medalist series (about Jan. 1), it 
will have a pair of sedans only $25 
to $28 above the lowest-priced 
Edsels. 





Dealers Warned on Hiring 


‘Bums’ in Showroom 


By Mack Webb 
Staff Correspondent 

RALEIGH, N. C.—An NADA area 
conference on “Controlling Dealer- 
ship Expenses” was told that deal- 
ers should hire salesmen not ped- 
dlers or “showroom bums” who 
won’t get up off their seats to pro- 
mote sales. 

The speaker, Bill Burgess, Ford 
dealer from Lansing, told some 
200 dealers from North Carolina 
and six nearby states, “We have 
all hired people we never should 
have hired.” 

Before replacing some of his 
former salesmen with men of “pres- 

tige,” he said he was “ashamed of 
some of the salesmen we had.” 

“We had to take all the chairs 
out of the showroom in 1954 to get 
them up off their seats,” he said. 
“We had a table left in the room 
and they broke the table down sit- 
ting on it. We even had to put the 
phone on the floor.” 

He said his salesmen no longer 
want to spend time in the show- 
room, and that his business has im- 
proved greatly. 

Another speaker, N. L. Watling- 
ton, Ford dealer of Roanoke, Va., 
said he was “100 percent sold on 
newspaper advertising” but that 
“about 50 percent of the used-car 


French Firm Picks 
Wheels, Inc., as 
U.S. Distributor 


NEW YORK.—Wheels, Inc., has 
been appointed warehouse distrib- 
utor for the automotive ignition 
and electrical products manufac- 
tured by Ducellier of France. 

The U.S. firm has branches in 
New York, Albany, Syracuse and 
Clifton, N. J. 

Through this arrangement, 
Wheels, Inc., will be able to supply 
Ducellier distributors, generators 
and voltage regulators as well as 
the electromagnetic control box for 
the Ferrodo automatic clutch that 
is standard equipment on Renault 


cars. 

Wheels, Inc., plans to establish 
distributors and dealers who will 
render replacement and repair 
services, 


advertising is just thrown away.” 
He said he had found it more 


“By advertising every day, you 
get better rates and the best deal 
for your dollar. All this whooping 
and hollering is sickening.” 

Answering a question from the 
floor on whether he reset used-car 
speedometers, he said, “Yes, we do, 
but we tell our customers that we 
have done it. When we tell them 
the speedometer has been reset, it 
doesn’t seem to faze them. But, 
when we don’t reset and they see 
all those miles on there, it kills 
them.” 

Asked if he thought new-car 
dealers should sell used cars on 
the auction block, he said: “No. 
Used-car dealers come in and 
take the cream of the crop and 
leave you with those old black 
dogs of high mileage.” 

Other speakers and their topics 
included: Walter A. Deal, president 
of Deal Buick, Inc., Asheville, N. C., 
president of the North Carolina 
Automobile Dealers Assn., who 
opened the conference; Dave Reese, 
Oldsmobile dealer of Drexel Hill, 
Pa., “Expense Control Do-It- 
Yourself Kit,” and S. W. Kelly sr. 
of Dodge Brothers Corp., Marietta, 
Ga., “Service Department Expense 
Control.” 


Coming Dec. 2... 


Lead Cleveland Independents— 


Officers who will guide the Cleveland Independent Auto Dealers Assn. during 1958 
are, seated, from left, William Scher, treasurer, and Harry Halpert, president. Stand. 


ing: Seymour Terrell, counsel; Lov Katz, 


vice-president; Mannie Weiser, secretary, 


and Larry Skall, vice-president. Trustees include Mannie Berk, Allen Friedman, Joe 
Terman, Leo Sebransky, Ben Glassman, Leonard Derin, Elliot Weisenberg, Irv Etk, 
Mark Durschlag, Milton Leiken, John Chicker, Pat Coughlin, Jerry Bresler, Peter 
Weinberger, Norman Berlin, Sid Landers, Joe Chizek, Buddy Simon, Carl Dubin, Paul 
Shrubb and Jim Barber. Sam Messerman, outgoing president, was named trustee 
chairman, and Irv Rubin was elected to the newly-created post of executive chairman 


of the association. 





Finance Firms Cut Interest 
On Money They Borrow 


NEW YORK.—The easing of 
tight-money policy has lowered one 
of the costs paid by finance com- 
panies but brought no indication 
of aid for auto dealers. 

Leading finance companies last 
week cut the rates on commer- 
cial paper by one-fourth of one 
percent. Commercial paper is a 
short-term note on which the 
finance companies borrow money, 
usually for short periods, Other 
businesses and financial institu- 
tions normally provide most of 
the money obtained on commer- 
cial paper. 

Commercial paper provides only 
a part of the money used by 
finance companies. There was no 


Potter Is Ready 
To Offer Bill on 
Dealer Security 


DETROIT.—If there is strong 
dealer sentiment for territorial se- 
curity, Senator Charles E. Potter, 
Michigan Republican, is ready to 
introduce a bill to exempt fran- 
chised dealers from antitrust regu- 
lations, he told Automotive News 
last week. 

He said he realized that such a 
measure would have tough sledding 
in Congress, but added that similar 
bills have been enacted in the past. 

Senator Potter said he recognizes 
territorial security as a major prob- 
lem, but is awaiting information 
that NADA’s membership has ex- 
pressed an “overwhelming desire” 
for such legislation. 

NADA’s Special Consulting com- 
mittee, appointed recently after a 
“wedding” of ADSA and NADA 
forces, currently is studying a pro- 
gram to overcome cross-selling and 
bootlegging, but there has been no 
report from the committee for 
some weeks. 


Auto Selling Guide for ’58 


All 1958 American-built cars in four colors, with top selling features 
emphasized—photos of 69 foreign-built cars with top specifications—engi- 
neering advancements on the 1958 models—major specifications and prices 
—-stories on materials and accessories on ’58 models . . . 58 truck photos... 

These are the topline attractions in the second annual Auto Show Issue, 
to be published by Automotive News on Dec. 2. 

The selling guide for 1958 will be a must for every dealer, salesman, 
manufacturer and supplier—for constant reference throughout the year. 
So you'll probably want an extra copy or two of this Show Issue. Extra 


copies will sell for 75 cents each. 


To make certain you get your extra copies of the Dec. 2 show iss 
please address your request immediately to— 


t 


AUTOMOTIVE NEWS 
2666 Penobscot Building, 
Detroit 26, Michigan 





word of lower rates on other 
finance-company borrowings and 
no indication that floor-plan and 
retail auto credit rates would be 
cut. 

The reduction in commercial 
paper rates was anncunced by Gen- 
eral Motors Acceptance Corp., CIT 
Financial Corp., General Electric 
Credit Corp. and Associates Invest- 
ment Co. and was expected to be- 
come the pattern of the industry. 

The reduction was linked to 
an easing of the money market 
The easing of the money market 
can be traced to a reduction in 
the discount rate by four Federal 
Reserve Banks. 

(The discount rate is the interest 
banks pay when they borrow from 
the Federal Reserve Bank.) 

The change in the discount rate 
was heralded as the first step away 
from the tight-money policy which 
the Federal Reserve System has 
been following in an effcrt to curb 
inflation. 


Volkswagen Plans 
To Boost Ouput 
With Longer Week 


WOLFSBURG, West Germany.— 
Volkswagen announced that it 
plans to increase output by intro- 
ducing longer working hours in the 
first quarter of next year. 

Heinz Nordhoff, managing direc- 
tor, told a workers’ meeting 
competition from Britain, France 
and Italy has increased consider- 
ably. He said workers and the com- 
pany’s workers’ council had agreed 
that longer working hours are 
necessary to retain VW’s position 
in foreign markets. 

In 1956, Volkswagen produced 
395,211 vehicles, of which 218,540 
were sold abroad. 

The company’s 40,000 workers 
now are on a 45-hour week. 
VW spokesman said the additional 
hours would be introduced only “in 
some departments, as and when 
needed to keep production flowing 
smoothly.” 


9,500 Face ’59 Lay Off 
As Ford Ends Jet Output 


CHICAGO. — Approximately 9,500 
Ford Motor Co. employes at the jet 
aircraft plant here will be unem- 
ployed when the company closes the 
plant in February, 1959, when cur- 
rent contracts expire. 

Ford said the plant’s operations 
would cease as a result of the Gov- 
ernment’s cut back in its aviation 
requirements. Ford has manufac- 
tured aircraft engines at the plant 
since the fall of 1950. 
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FY Deal 
ns 


sag days bring to mind a} 
man with a mission of bygone 

ars. George Mason, former presi- 
dent of American Motors, liked to 
buttonhole auto men to talk about 
the “day when the cost of dcing 
things would mean something to 
the man in the street.” 

“You can’t tell me that the day 


Tax Relief Urged 
On Senators as 


Spur to Dealers 


CHICAGO.—Some form of tax 
relief for auto dealers, like other 
small businessmen, is imperative in 
order to permit their businesses to 
survive. That is what C. J. Mc- 
Corkle, Chicago Buick dealer and 
former president of the Chicago 
Automobile Trade Assn., said in a 
statement before a hearing of the 
Select Small Business subcommittee 
of the U.S. Senate here. 

McCorkle, a CATA director, urged 
enactment of HR-5735 now pending 
in Congress, which would, in part, 
provide an incentive to small busi- 
nesses to invest more taxable net 
income in depreciable assets or 
inventory. 

“We are not seeking a subsidy, 
but only an opportunity to permit 
fuller utilization of our own re- 
sources so as to keep pace with and 
to participate more effectively in 
our growing economy,” McCorkle 
said. 

“One of the most important rea-| 
sons for the condition we find our- | 
selves in is the oppressive effect of 
income taxes which prevents us | 
from retaining enough of our earn- | 
ings to provide for growth capital. | 
Very often there are no reserves to| 
draw upon even to offset cash work- 
ing capital depletion caused by 
inflationary trends —high income 
taxes make the retention of re- 
serves difficult or impossible.” 

The one-day subcommittee hear- 
ing on small business was for the 
purpose of hearing local small busi- 
ness views on Federal taxation. 
Senator Wayne Morse, Oregon 
Democrat, presided, aided by Sena- 
tor Edward J. Thye, Minnesota 
Republican. Illinois Senators Paul 
H. Douglas, Democrat, and Everett 
M. Dirksen, Republican, also were 
present. 


Orwig Is Elected Chairman 


Of Dealer Group in Ohio 

ALLIANCE, O.—Richard Orwig, 
Orwig Motors, has been elected 
chairman of the auto dealers divi- 
sion of the Alliance Area Chamber 
of Commerce. He succeeds C. W. 
McKinley. 

Other officers are Richard Schoell- 
horn, Schoellhorn Ford Sales, vice- 
chairman, and Glen Allen, general 
manager of the Chamber, secretary 
and treasurer. 
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won’t come,” Mason would say 
with table-thumping enthusiasm. 


The day, of course, has arrived. 
In the process of preparing for it, 
American Motors learned a good 
deal about the automotive thinking 
of the man in the street. 

= * . 


Cars Talk 


— example, on the whole he 
isn’t a likely prospect fcr 
stripped versions of American cars. 
Cars speak for people, and he 
doesn’t want his car to say that he 
is buying “cheap” transportation. 

By and large, however, he'll go 
‘for the economy pitch if his car 
tells the neighbors he is different 
rather than cheap. That’s one of 
the reasons why foreign cars are 
booming. They carry an “import” 
flavor rather than a “cheap” con- 
notation. 


We've been checking with dealers | 


as to whether economy is likely to 
grow as an important selling fea- 
ture, or whether it is just a passing 
fancy. 

A strong majority of dealers said 
economy is moving up as a selling 
factor. Most think this trend will 
ecntinue. 


One put the paradox of the} B. 


American buyer this way: 


“He wants economy in foreign 
cars, but luxury in U.S. cars.” 
Such a buyer, after looking at 

both, may well find that he likes 
both but can pay for the foreign 
car. 

> > > 


The Soft Pedal 


freee upward march of horse- 
power in the face of diminish- 
ing opportunity to use high horse- 
power may well have reached the 
turning point. 

As one dealer said: “Very few 
prospects are interested in a lot 
of horsepower today.” 

Up until recently we had the car 
buyer who as a citizen deplored 
high horsepower, linking it with 
high speed, while at the same time 
he rushed out to buy “the hot one.” 

“We're going to be hearing 
about economy from now on,” 
another dealer ventured. 

In some cases, buyers are in- 
fluenced more by an economy feel- 
ing than any dollar-and-cents con- 
cern over gasoline bills. Fcr in- 
stance, some speak of how often 
they have to haul their hungry 
gas tanks to the filling station. 
They are annoyed by the effort 
rather than frugal. 

Several dealers asserted that 
economy has become more impor- 
tant in customer thinking and will 
continue so, but added: 

“Buyers are interested mcst in 
styling.” 


* * > 


Riding Both Horses 


ANY American dealers are rid- 

ing both horses. They have 
added a foreign economy car to 
their stable and are prepared to 
go either way with the public. 

To others, the foreign car will 
represent increased competition for 
the customer’s dollar and they 
must improve their selling efforts. 

Many dealers have been at- 
tracted to the eccnomy foreign 
cars because they represent an 

easier sale and a higher markup. 
If this situation continues, Ameri- 
can cars may soon feel the bite of 
the market which foreign cars are 
taking. 

With the greatiy expanded 
dealer networks, it will be inter- 
esting to see whether dealers in 
foreign cars will maintain their 
markups, or whether foreign-car 
selling will take on the profitless, 
deceitful tactics that are causing 
trouble for dealers in American 
cars. 

As we've pointed cut many times, 
there is nothing wrong with the 
volume of sales of American cars. 

The difficulty comes in retailing this 
volume on a profitable basis. And 
that problem remains to be solved. 











Carolina Dealers Adopt 
Shop Safety Program 


RALEIGH, N. C.—A Dealership 
Safety Program, designed to 
eliminate commonplace garage 
hazards, has been approved by 
the board of directors of the 
North Carolina Automobile Deal- 
ers Assn. 


Safety guidance and materials 
will be available free to dealer 
members who participate in the 
program. Members of the safety 
committee are: John F. McNair 
Ill, Laurinburg, chairman; W. F. 
Yarborough jr., Fayetteville; J. A. 
Vann jr., Rocky Mount; Winslow 
G. Ballew, Marion, and William 
M. Sanders, Raleigh. 
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Paulin ‘Crew’ Donates Blood— 


When the Tucson (Ariz.) chapter of the American Red Cross sent out a call for 
blood donors, employes of Paulin Motor Co. (Oldsmobile-Cadillac) responded im- | 
mediately. The employes are shown at Red Cross headquarters as they were processed. | 
| Seated is Tom Muchmore. Standing, from right, are Tom Greaves, Al Sierra, D. L. 
Owen, C. J. Tressel, Jack Speigner, Tito Galarza, Robert Paulin, dealership president, 


and leroy Nardwiche, socretery-tronswrer. 


Alleged Shop ‘Kickbacks’ 
To Adjusters Bring Probe 


COLUMBIA, 8S.C—A special 
Senate investigating committee has 
turned its attention to an alleged 
kickback system between “body 
repair shops and insurance ad- 
justers on auto-repair jobs.” 

Chairman J. Ralph Gasque said 
there was evidence that shops 
“kick back” to adjusters in order 
to obtain repair jobs under auto 
liability insurance coverage. 

The five-member committee is 
conducting a probe of the insur- 
ance business and finance com- 
panies. 

The committee heard what 
Gasque called an “example of the 
kickback system” from a West 
Columbia salesman, J. Bryan Wof- 
ford. 


Woffcrd complained “about the 
treatment I received” from an in- 
surance firm after a Columbia 
motorist, covered by the same com- 
pany, crashed into his auto. 

Three repair estimates were 
obtained, Wofford said, but were 
turned down by the company ad- 
juster in favor of a fourth—a 


Montana Dealers 
To Honor Chaffin 


HELENA, Mont.—Special cere- 
monies honoring Dean Chaffin, 
B zeman, Mont., will be the high- 
light of the annual convention of 
the Montana Automobile Dealers 
Assn. Dec. 6-7 here. 

Chaffin, a Chevrolet-Buick dealer, 
is first vice-president of NADA and 
has been acting president during 
the illness of Frederick M. Sutter. 


Among the convention speakers 
will be Warren King, of Life maga- 
zine, who will talk on “Romance of 
the Automobile” and “Opportunities 
Unlimited.” 


Ford Cites Mellinger 
NEW HOLLAND, Pa.—Ford 
Motor Co. has presented its Four 
Letter Award for the fifth year in 
a rew to B. Z. Mellinger, Inc. 





Maryland Dealers Hear Crowley .. . 





Merchandising Called — 


Key to Banner Year 


BALTIMORE.—Auto dealers who 
keep abreast of new merchandising 
trends should enjoy a banner year 
in 1958, Patrick J. Crowley told the 
Automobile Trade Assn. of Mary- 
land. 

Crowley is administrative assist- 
ant to Ivan L. Wiles, General 
Motors dealer relations executive 
vice-president. He declared that 
prospects for the immediate future 
are “splendid” in the automotive 
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lower estimate carried out by a 
Columbia body shop. 


Wofford said he decided to accept 
the estimated sum “rather than 
argue about it. But then they told 
me that I would have to have the 
work done at the . . . body shop. 
The shop, they said, had pulled in 
a wreck and was going to take 
parts’ cff it to repair my car.” 

Wofford told the committee he 
wouldn’t agree to this “but the 
adjuster told me the law makes no 
provision for you ... you don’t 
have any say about it.” 

The salesman said he later 
notified the firm he was cancel- 
ling his policy and that he would 
take the case to court. 

“They told me I wouldn’t win the 
case (which is pending), that they 
were too big for me,” Wofford 
added. 

He charged that the company 
has “a castle with a fence around 
it. They can treat people any way 
they want.” 





industry. He mentioned GM’s -re- 
styled 1958 models, the continuing 
increase in national income and sav- 
ings and the fact 
that many of 
1955’s buyers are 
again new-car 
prospects. 

“Certainly by 
all normal 
standards 1958 
should be a ban- 

ner year for 
those dealers 
who match our 
new models 
with the new P. J. Crowley 
models in retail marketing,” he 
said. 

Crowley also called the long- 
range outlook for the retail auto 
business “extremely bright.” 

He said GM has had much suc- 
cess in combatting bootlegging, 
cross-selling and reckless advertis- 
ing, but he asserted that these mal- 
practices were the main causes of 
dealer complaints in what he 


| termed the “good old days” of pro- 
| tected territories. 


They should not be ,permitted 
Crowley insisted, to distract atten- 
tion from the significant underlying 


|changes that are taking place in 


retail marketing. 

“Today’s customer is more know- 
ing, more sophisticated, more price- 
conscious, more mobile and faced 
with more choices of different lines 
of goods—from cruises to clothes 
and appliances to automobiles— 
than ever before,” Crowley said. 

“We must get at the task of 
finding out what the customer 
really wants—and expects—when 
he sets out to buy a new car,” he 
continued. 

“Successful retailers in other 
fields have had to change their 
methods and strategy in order to 
stay in the good graces of the con- 
sumer. They have come out with 
new models in marketing. Wouldn’t 
we be better off today learning how 
they manage to garner in the cus- 


'tomers’ dollars at a profit instead 


of merely aping the tactics of pan- 
icky competitors in our own busi- 
ness?” 

Among “thought starters” which 
Crowley offered to the Maryland 
dealers was the suggestion that 

(Continued on Page 4, Col. 3) 


Carlsbad Dealers Protest 


Parking Fines on Demos 


CARLSBAD, N. M.—The Carlsbad 
Automobile Dealers Assn. has com- 
plained to the Carlsbad City coun- 
cil that it is being dealt with 
unfairly. 

Dealers said their demonstration 
cars are being ticketed for parking 
violations while customers and em- 
ployes are using them. The dealers 
said they know nothing about the 
tickets until a warrant arrives for 
them to appear before the city 
judge to pay a minimum fine of 
$5.50. 

In reply, one councilman stated 
that the problem was “part of the 
dealer's cost of demonstration.” 


On the House... 


Jim Gorman tells 
“don’t forget the 
in the auto busin 


closed dealership 
that it is a fact.” . 





John Lehman, 
tion declares dealers must begin to pay mechanics 
something less than 50 percent of customer labor. 


Wemhoft 
He calculates that fringe benefits, 


“In pricing those beautiful 1958 models,” Manager 


his Missouri association members, 
primary purpose of your being 
ess—that is, to make a fair profit 


on each unit sold at a fair price. Profit is an ac- 
kncwledged reward for being in business, a lifeline 
of business without which survival is impossible. 
If you disagree with this theory, we can show you 


buildings in dusty mute evidence 


manager of the Akron associa- 


paid holidays and vacations, and 


health and welfare programs amount to 11 percent, thereby actually 
giving mechanics 61 percent of customer labor ... Got a telegram 
last week—in German—from R. H. Peterson. president of Goliath- 


Werk, concerning a press preview for the 


liath car in Detroit. 


Fortunately, details had been given—in English—in a prior letter... 
Bill France, who has just announced plans to build a 2%-mile 


speedway in Daytona Beach, Fla., 
acreage in any city limit (450 acres) 


says he now leases “the largest 


, —Pere Wemuorr, Editor, 
Automotive News 
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More Tradein Dickering. . 





AUTOMOTIVE NEWS, NOVEMBER 25, 1957 


New-Car Sales Tied 


Again to U. 


C. Market 


(Continued from Page 1) 
creased importance in a growing| off another $2,000 on a new car is 


number of deals, retailers say. 


+ > oo 

Pent this month often 

have been disappointed when 
they learn the true market value of 
the car they have been driving. 

Said one dealer: 
shocks a guy like learning that 
the car he has just spent three 
years paying for is worth only 


$1,100. The idea of signing up for 
another 24 or 30 months to pay 


Below Cost Sales 
To State Ripped 
By N.Y. Dealers 


(Continued from Page 1) 


make car will have an equal, com- 
petitive opportunity.” 

A bonus based on quotas stimu- 
lates over-allowances by the 
dealer on some cars so he can 
qualify for the bonus, the board 


In a case where the bonus starts 
on the second half of a 100-car 
quota, a board spokesman pointed 
out, a dealer eager to qualify could 
lose what he might gain by selling 
the first 50 cars at too low a price. 

He said present practices also 
favor the small-quota dealer who 
does not have to sell as many cars 
to become eligible. 

> - > 
OME of the “outlandish” deals 
advertised by some dealers can 
be traced to the quota-system bo- 
nus, the spokesman added, and the 
results can have a “chaotic effect” 
on the market. 

He said the board would request 
that the NADA consider the resolu- 
tion at a board meeting soon. 


. . 

2 Firms Acquired 
By King-Seeley 

ANN ARBOR. — King-Seeley 
Corp., producer of automotive 
equipment, has purchased Queen 
Products, Inc., of Albert Lea, Minn., 
and its associated company, Albert 
Lea Building Corp. It was erron- 
eously reported in Automotive News 
Nov. 18 that the Minnesota firms 
had purchased King-Seeley. 

Queen Products produces ice- 
making machines, finishing and de- 
burring equipment, camping equip- 
ment and oil and gas heaters for 
domestic space heating. King- 
Seeley also makes power tools, do- 


mestic fans and electrical control 
devices. 








Regional Managers— 

Joseph C. Smith, left, and W. Frank 
Gentle have been appointed regional 
service managers for Standard-Triumph 
Moter Co. Gentle will be assigned to the 
eastern service region with headquarters 
in New York. Smith will be in charge of 
western operations and will be based in 
* Los Angeles. With the distributors, they 
will set up special dealer instruction 
schools on the servicing of the Triumph 
TR-3 sports car and the Sedan and Estate 
Wagon which will shortly be introduced 
into the U.S. market. 


scaring off some customers.” 


In discussing his new price sched- 
ule, a Detroit dealer said, “It may 
not have been the straw that broke 
the camel’s back, but we’ve noticed 
the camel has been sagging pretty 
badly on a couple of deals we 
missed recently.” 

Another dealer commented: “The 
size of the discount we could quote 
along with the credit terms have 
been the dominant factors since 
1955. All of a sudden, it seems that 
how we handle the tradein is what 
counts.” 

+ * : 
[BALERS are quick to note that 
the used-car market, which has 
been bullish for two years, has 
suddenly turned cold. 

Used cars, of course, are cur- 
rently in the throes of adjust- 
ment to new-model introductions. 
Prices and sales activity have not 
yet stabilized. 

Many dealers believe that the 
new-car market will remain sticky 
until used cars firm up. 

The big question, of course, is 
what turn used cars will take. The 
used-car market has been riding 
high, with sales and prices in the 
past two years the highest in his- 


tory 


Market observers are uncertain 
as to whether used cars can hold 
their strong position in 1958. If 
volume and price do hold up in the 
ecming year, they believe, every- 
thing will be all right in the new- 


car market. 


If used cars are going sour, it 


could be a tough year all around, 
they say. 


> > 
N INDICATION of how one 
dealer views the 1958 market 


can be gathered from details of a 


“raid” of his, of which he is rather 
proud. 

This dealer “stole” the new- 
car sales manager of a neighbor- 
ing dealer by offering a fancy 
salary boost and an assortment 
of fringe benefits. 

His only reason was that the 
new-car sales manager had a long 
and enviable reputation for pos- 
sessing plenty of used-car savvy. 

The dealer’s newest employe is 
no longer a new-car sales manager. 


He is the used-car appraiser. 


He is also the highest-salaried 
man in the dealer’s employ. In 
addition, he is probably the only 
used-car appraiser in town who is 
provided by his dealer with a no- 
cost, no-strings-attached '58 for his 
personal transportation. 

“He is the key to my whole oper- 
ation,” the dealer explained. “The 
dealer who tolerates mistakes on 
used cars from now on is gcing to 
be in trouble.” 

> > > 

NCERTAINTY in the used-car 

field found wholesale prices de- 
pressed again last week, according 
to Automotive News’ index. 

Average prices fell $16 to $755, 
the lowest point reached in more 
than two years. 

With the exception of ’51s, which 
held unchanged from the previous 
week at $218, all models were 
pushed lower in price. 

The average price cf 57s was 
down $25 to $1,886; ‘56s dropped 
$20 to $1,306; ’55s were off $33 to 
$1,011; ’54s declined $25 to $694; ’53s 
fell $11 to $448; ’52s were set back 
$14 to $277, and '50s retreated $4 
to $196. 


Sales-Testing 
The New Models 


To provide selling ammunition 
for dealers and auto salesmen, 
Automotive News is starting 


next week a new feature, “Sales- 
Testing the New Models.” 

Our goal is to seek out the 
sales features that may appeal to 
the average man-behind-the- 
wheel. Watch for this series. We 
believe it will be a real contribu- 
tion to the industry. 





Chrysler Dealer Council Gathers— 






Members of the National Chrysler Dealer Council met in Detroit last week to discuss 
1958 sales and merchandising programs with Chrysler division executives. Standing 
on the stairway at the executive offices are (left row, top to bottom) Charles Koeppel, 
Northern Boulevard Motor Sales Corp., Great Neck, N. Y.; Fenner Tubbs, Fenner Tubbs 
Co., Lubbock, Tex.; Jay F. Smith, Smith Brothers Co., Austin, Tex.; C. J, Thompson, 
Thompson Chrysler Sales Co., Pittsburgh; Erwin T. Brooks, Brooks Motors Inc.; Jackson- 
ville, Fla.; John T. Condon, director of council activities, Chrysler Division; (second 
row) E. J. Craigo, Craigo Motors, Jackson, Miss.; George Harger, Harger Haldeman, 
Inc., Los Angeles; Monroe L. Nute sr., Nute Motor Co., Kennett Square, Pa.; Everett 
Steven, Steven Motor Co., Tacoma, Wash.; C. E. Briggs, vice-president, Chrysler 


division; (third row) Hamilton Lamont, Lamont-Wray Motors, 


Inc., Buffalo; Oscar 


McGahey, McDonald Motor Sales, St. Paul; Wes J. Gordon, John Schleifer, Inc., 
Huntington Park, Calif.; A. L. Duckett, Duckett Sales and Service, Provo, Utah; Maurice 
Perkins, Perkins Motors, Inc., Lovisville; Fred F. Cain, Fred F. Cain, Inc., Wilmington, 
Mass.; Burton R. Durkee, director of advertising and sales promotion, Chrysler division; 
(fourth row) Edward H. T. Crowder, Crowder Motor Co., South Charleston, W. Va.; 
Marvin E. Pollard, Pollard Motor Co., Inc., Elmhurst, Ill.; Paul W. Lawall, Lawall Motors, 
Ridgewood, N.J.; Lyle Harris, Lyle Harris, Inc., Worcester, Mass.; David Blaushild, 
Blaushild Motor Co., Shaker Heights, O.; C. G. McKimmie, McKimmie Motor Co., Inc., 
Richmond, Va.; (fifth row) Charles C. Osborne, A, H. Jones Co., Hastings, Neb.; Martin 
Leach, Leach Motors, Fresno, Calif.; William C. Vaughan, Vaughan Motor Co., Inc.; 
Lynchburg, Va.; Allan P. Stuart, A. P. Stuart Motor Co., Wood River, Ill.; James D. 
Moulder, Mouider Motor Co., Tonawanda, N. Y., and E. C. Quinn, president, Chrysler 


division. 





Merchandising Key to 58, 


Crowley Tells 


Md. Parley 


(Continued from Page 3) 


they consider the advantages of 
“multiple selling.” He explained 
that this meant taking advantage 
of an expanded market by multi- 
plying sales instead of inviting addi- 
tional competition by limiting sales. 

“Intelligent multiple selling of 
automobiles does not mean ‘blitz’ 
selling or selling at cost,” he said. 
“It does involve recognition of the 
expanded and expanding automo- 


Dual Headlamps, 
Backup Lights Hit 
Inspection Snag 


DETROIT. — Two states have 
called dual backup lights illegal 
under Uniform Vehicle Code regu- 
lations, and Cincinnati has found 
fault with the aiming of dual head- 
lights on several makes. 


In Pennsylvania, the Bureau of 
Highway Safety has ruled that 
models with four backup lights will 
not pass inspection. The ruling 
specified the 58 Oldsmobile and the 
Ford Thunderbird. 

In Dearborn, a Ford spokesman 
said the '58 Thunderbird does not 
have dual backup lights. Pennsyl- 
vania Oldsmobile dealers reportedly 


were removing the bulbs and dis-|* 


connecting the inboard lights. 

Claude R. McMillan, South Caro- 
lina’s chief safety commissioner, 
agreed that the dual backup lights 
violate the Uniform Vehicle Code 
which has been adopted by many 
states. 

He added, however, that the four 
lights “may actually be of some 
help and assistance.” McMillan said 
he would not enforce this provision 
of the code until it is studied 
further. 


The four-headlight systems on 
several makes ran into trouble at 
Cincinnati’s auto inspection lane. 
Thomas Frey, supervisor, said, “We 
turned down 100 percent of the 
cars from one manufacturer be- 
cause the headlights were out of 
adjustment.” 

He said the high beams were 10 
to 15 inches too high. He added 
that dealers can adjust the lights 
so they will pass. 


bile market and the importance of 
realistic costing and pricing to take 
full advantage of it. 

“The same number of General 
Motors franchised dealers today, 
for example, is selling twice the 
number of General Motors cars 
sold in 1940,” Crowley said. “If 
the dealer is to grow with the 
market, therefore, it is essential 
for him to increase his sales.” 
Crowley also urged dealers to 
continue to cultivate their “dual 
advantage” of service and good cus- 
tomer relations. In stressing the 
importance of these factors, he re- 
ferred to a recent survey showing 
that successful retailers generally 
regarded them as among their 
greatest assets and that even appli- 
ance discount houses were growing 
more conscious of their importance. 

He complimented dealers on the 
fact that in the past year, for the 
first time since 1954, there was an 
overall improvement in the rating 
customers accorded franchised deal- 
ers from whom they bought their 
cars, for service rendered. 


Fords Go to College— 
Cars supplied by Hammes Ford Sales 


Chrysler Aides 
Meet 3 Days with 


Dealer Council 


DETROIT.—Members of the Na- 
tional Chrysler Dealer Council con. 
vened here last week to discuss 1958 
sales programs with Chrysler divi- 
sion executives. 

They elected E. J. Craigo, Craigo 
Motors, Jackson, Miss., new chair. 
man of the council. Maurice Perk- 
ins, Perkins Motors, Inc., Louisville, 
was named vice-chairman, and 
Oscar McGahey, McDonald Motors 
Sales, St. Paul, was elected secre. 
tary. 

The three-day meeting was called 
to order by the outgoing national 
chairman, A. L. Duckett, Duckett 
Sales and Service, a Chrysler deal- 
ership in Provo, Utah. 


Organized in 1951, the council is 
made up of chairmen of the 18 
regional Chrysler Dealer Councils 
from coast to coast, plus five dealer 
members appointed at large. 


John T. Condon, director of coun- 
cil activities, represented Chrysler 
division throughout the meeting. 


Hankla, Borth 

DETROIT. — William B. Hankla 
and Christy Borth have been named 
to new positions on the staff of the 
Automobile Manufacturers Assn, 
Harry A. Williams, managing direc- 
tor, announced. 

Hankla was appointed manager 
of the public relations department 
and Borth was named special as- 
sistant to Williams. 

A member of the AMA public re- 
lations staff since 1950, Hankla 
formerly was with the employe re- 
lations department of the Ford Mo- 
tor Co. and spent several years as 
a news reporter. 

Borth joined the AMA staff in 
1941 as a writer and information 
specialist. For several years prior 
to World War II he worked in De- 
troit as a free lance writer. He is 
also a former reporter, feature 
writer and Time correspondent. 


Chrysler Sets Up 
Sales HQ in South 


DETROIT.—A Southern market- 
ing area, covering 15 states and 
some 1,900 dealers, has been formed 
by Chrysler Corp. 

The new Southern area, which 
opens headquarters offices Dec. 1 
in Atlanta, includes the Charlotte 
and Atlanta marketing zones (for- 
merly in the Central area), Mem- 
phis zone (formerly in the Mid- 
west area) and the Dallas zone 
(formerly in the Western area). 

Frank J. Suslavich, who has been 
assistant director of field operations 
for Chrysler Corp.’s automotive 
marketing organization, has been 
appointed Southern area director. 


Frank Buick Folds 


BATON ROUGE, La — Frank 
Buick, Inc., Lake Charles, has filed 
notice of dissolution, it was an- 
nounced by Secretary of State 
Wade Martin’s office. 





in Kankakee, Ill., were used to illustrate 


four key periods in the history of Olivet Nazarene College in a homecoming parade. 
Leading the parade was a Model T carrying Dr. T. W. Willingham, the oldest living 
former president of the school who served from 1926 to 1938. Second was a Model A 
driven by Dr. A. L. Parrott, president from 1938-1945. A 1958 Ford carried Dr. 
Harold W. Reed, president since 1949, while a new Continental pulled a float showing 
the new buildings to be constructed by the college. Fred Chalfant, a zone sales 
manager in the Ford division Detroit district sales office, helped plan the progrom. 
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*,..they’re actually the credit 
department of our company” 


**We have used ComMERCIAL CrepIT PLAN so long and worked with the 


local office so closely that we have come to feel that they’re actually 


says DON KOSTERMAN, 
Howerton Motors, 

Ford dealer, 

Paris, Texas 


the credit department of our company. We get fast credit checks that 
enable us to give immediate service, immediate coverage and 
immediate delivery on car sales. They are on the ball when it comes 
to collection and know how to handle this problem so as to minimize 
repossessions and hold customer good will. Their cooperation has 
been extremely important in helping us realize extra, valuable 


service business, particularly on wrecked automobiles.” 


Commercial Credit dealers 
are successful dealers 







Write or call our nearest office for complete 
information on the benefits of ComMMERCIAL 
Crepit Pian. Why not do it today? 


aN —— 
A ae A service offered through subsidiaries of the 
& Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 


CREDITPLAN J | 
e AS cities of the United States and Canada. ton 4 eta 
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Market Rise Over °56 To 


75% ... 





Imports Near 7% of Wash. Sales 


(Eprror’s Nore: This is another 
in a series of reports from the 
nation’s major marketing areas 
on the merchandising, distribu- 
tion and servicing of imported 
cars.) 

* * * 
By Martin Trepp 
Staff Correspondent 

EATTLE.—Imported cars, an 

ever-growing force in the auto- 
mobile picture here, accounted for 
6.8 percent of total new-car regis- 
trations in the State of Washington 
during the first nine months of this 
year. 

It was a significant increase 
over the 1956 performance when 
nine-month registrations totalled 
3.8 percent, and was more than 
four times the 1.5-percent pene- 
tration recorded in 1955. 
Numerically, sales reached 3,700 
units during the first three quarters 
of this year, compared with 2,100 in 
the 1956 period. That's a gain of 76 
percent. 

Volkswagen is by far the most 
popular of the imports, but several 
other makes are winning friends 
rapidly. It is interesting to note 
that these other lines accounted for 
the 1957-vs.-1956 sales gain, since 
VW registrations were about the 
same in each period. 

> * * 


IMPETITIVE makes that are 
very much in the picture here 
include Simca, Hillman, MG, Eng- 
lish Ford, Renault, Triumph, Aus- 


Dealer’s Plate 
Left on Sold Car 
Costs Him $18,500 


ROCHESTER, N.Y. Because 
the dealer’s plate was still on a 
used car sold for $125 a week 
before an accident, a Rochester 
auto dealer was ordered to pay 
$18,500 in settlement of injury suits. 

Neither the driver nor the owner 
of the car contributed to the settle- 
ment. The question of why the 
dealer plate remained on the car 
was an issue in the suits, but no 
testimony on that subject had been 
presented up to the time compro- 
mise was effected. 

The suits were brought over in- 
juries suffered by two women ped- 
estrians struck by a car in 1955. 
The women and their husbands, 
who sought medical expenses, sued 
Miller-Ford Inc., the dealer; Dom- 
inick Velards, the owner, a used- 
car dealer who had bought the car 
from Miller Ford, and Rosemary 
Viavattine, who was driving it at 
the time of the accident. A settle- 
ment was reached after two days 
of trial in Supreme Court here. 

Within certain limitations under 
New York State law, a person who 
sells a car is barred from denying 
ownership when his license plate 
remains affixed. 





General Tire Cited— 


For “leadership in the nationwide effort 
to focus public attention on prevention of 
crippling accidents to children,” General 
Tire ,& Rubber Co. was cited by the No- 
for Crippled Children and 
annual convention in Chi- 
award was presented on the 
the company's national-magazine 
advertising campaign in which the. trag- 
edy of children crippled through auto- 
mobile accidents was dramatized. Here 
L. A. McQueen, left, General Tire sales 
vice-president, and John Ragsdale, ad- 
vertising manager, admire the award after 
it was presented to McQueen in Chicago. 


tin, Morris, Lloyd, Volvo, 
Goliath and Borgward. 

Worthy of note is the fact that 
nearly all are in the passenger or 
family-car class, rather than the 
sports-car field which Americans 
associated with all European cars 
just a few years ago 

Some 30 makes of imported cars 
were registered in the State dur- 
ing the first nine months of 1957, 
ranging from about 1,630 for 
Volkswagen down to five or less 
for several other lines. 

With the increased acceptance of 
foreign cars in this area, the dis- 
tributors have kept the pipelines 
full so that there are very few 
shortages and practically no wait- 
ing period for any of the leading 
makes. 


DKW, 


* * * 


T te one exception is Volkswagen. 
Passenger-car models are in 





Dealer Lets All Know 


He Dropped Price ‘Pack’ 


NEW ORLEANS.—A number 
of dealers here have removed 
the “pack” from the selling price 
of 1958 cars, but only Mossy 
Motors, Inc. (Oldsmobile), is pub- 
licizing the fact. 

Wiley L. Mossy, president of 
the dealership, is running radio 
spots and newspaper advertise- 
ments inviting the public to pick 
up a free imprint of Reader’s 
Digest article: “The Art of Buy- 
ing a New Car.” He also has a 
sign on his window reading: “No 
padded prices or notes. Do not 
be fooled by high trade-in allow- 
ances. Unfair sales methods. Buy 
with confidence. Factory prices 
only.” 





Utah Dealers Warned: 


Don’t Sell to 


SALT LAKE CITY.—Utah new- 
car dealers were warned last week 
by the Utah Automobile. Dealers 
Assn. that discount houses in the 
state are attempting to buy new 
vehicles at wholesale prices. 

The association warned dealers 
that if they sell cars to discount 
operators, they could be a party 
to filing a false document when 
the registration is filed with the 
State. | 

Said the UADA: “Several dealers | 

have reported ... that (discount 
houses) representatives have made 
the positive statement that they 
have already lined up to buy ve-| 
hicles of certain makes. 

“Apparently this has been an ob-| 
vious attempt to play one make) 
against the other.” 

Dealers were reminded that not 
one discount house in Utah is 
bonded or licensed or qualified to} 
sell vehicles, either new or used. 

The association said that some 
discounters have attempted to be- 
come licensed dealers, but that they 
must first qualify by having a 
designated space, meeting require- 
ments of state law, for the display 
of the vehicles; by having a bond, 
and by employing bonded and li- 
censed salesmen. 

“Discount houses cannot sell 
new cars if they do not have a 
factory franchise,” the association 
said. 

“Dealers,” the association contin- 
ued, “canhot at the present time 
sell vehicles to the discount houses 
at wholesale because they are not 
a bonded licensed dealer and there- 
fore cannot register vehicles or take 
part in vehicle-sales tax reporting.” 

Should a dealer sell through a 
discount-house source and represent 








Standard Transmission 
Now Costs Extra 


NEW YORK.—An indication of 
what may happen someday 
among U.S. makes is provided by 
the Facel-Vega, an imported 
French luxury car with a Chrysler 
power train. 

Automatic transmission is 
standard. Straight-stick transmis- 
sion’ is optional at extra cost. 





short supply but the station wagon 
and commercial vehicles are readily 
available. Volkswagen dealers have 
months-long waiting lists and are 
severely allocated. 

The distributor here, serving 
Washington, Northern Idaho and 
Alaska, allows 50 units per month 
for his own retail sale and has 
been forced to adopt a policy of 
not accepting retail orders beyond 
an 11-month waiting period. 

Dealers in the other best-selling 
lines generally can make immediate 
delivery or can get cars from ware- 
house stocks maintained by dis- 
tributors in the Pacific Northwest. 

Dealers whose foreign cars are 
warehoused in California (as sev-| 
eral are) must wait a bit longer to| 
make delivery, but the customer’s 
waiting period usually is less than 


30 days. 
= + * 


OREIGN-CAR advertising at the 
local level by dealers is, on the 
whole, very light. Some distributors 
have a cooperative program with 
their dealers utilizing media on a 
local basis, but even this is limited. | 
One foreign-car factory has a 
policy of paying for local announce- 
ment advertising when a new dealer 
is appointed, but from then on the 
dealer is on his own insofar as ad- 
vertising is concerned. 
Domestic-car dealers do more 
advertising than the exclusive 
foreigns, and those with imported 
makes include foreign-car adver- 
tising in their regular programs. 
In the main, foreign-car dealers 
depend on the national factory ad- 
vertising to extol the makes they 
represent, while they hold their ad- 
vertising to classified sections in 
(Continued on Page 43, Col. 1) 


Discounters 


that he, the dealer, was the sales- 
man, he would, according to state 
law, be “covering up” for the dis- 
count house and therefore would 
become a party to filing a false 
document, the association warned. 





“A dealer's Report of Sale is an| 


official State of Utah document re- 
quired by law for registering ve- 
hicles,” the UADA said. “These Re- 
ports of Sale can be filed only by 
bonded and licensed dealers.” 
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By Frank Gawronski 
Staff Writer 
NIAGARA FALLS (N. Y.) 

Chevrolet dealer has closed his 
dealership as the result of a con- 
| tract dispute with United Auto 
| Workers Local 55. 

The firm, Kellogg Motor Co. 
closed its doors several weeks ago 
| after 50 parts and service employes 
|'walked out at two of its offices. 

According to Wil- 
liam Mort, union 
committeeman, the 
walkout was called 
over a disagreement 
on wage and fringe 

benefits to be included in a new 
contract. The basic one-year agree- 
ment between the dealership and 
the union expired Aug. 19. 

“The strike was called without 
any notification to us,” William 
T. Few, treasurer, said. “When 
negotiations broke down several 
weeks ago over the wage provi- 
sions, the union asked for a post- 
ponement. We agreed to it and 
the next thing we knew the men 
walked out. 

“We are not attempting to do 





Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Nov. 20 


(Sold 61 percent of 278 cars en- 


tered.) 

BUICK—’57 Special sedan, $1,600°. '56 
Super sedan, $1,575* (ps); Century 
Hardtop, $1,515*; Special conv., $1,- 
285°; 2-dr., $1,230°; 2-dr., $1,185°. 
‘55 Super Hardtop, $1,175*, $1,170* 
(ps); sedan, $1,100° (ps); Century 
Hardtop, $1,060* (ps); Special sedan, 
$930°. ‘54 Special station wagon, 
$940°; Hardtop, $675*; 2-dr.. $560°. 
"53 RM sedan, $530° (ps); Special 
Hardtop, $515*; sedan, $425°. 

CADILLAC—’'53 coupe de Ville, $625* 
(ps). 

CHEVROLET—’'58 
$2,450°. ‘57 Bel Air 
$1,855° (ps), $1,825*, 
775*, $1,710*, $1,670°; 
Bel ‘Air (6) 2-dr., $1,600, $1,550. 
*56 Bel Air (8) Hardtop, $1,390*; Bel 
Air (6) sedan, $1,125°; Two-ten (8) 
sedan, $1,050*, $1,025; Two-ten (6) 
2-dr., $1,060*, $1,050°, $1,050. ‘55 
Bel ‘Air (8) Hardtop, $985*, $775; 
2-dr., $830, $600. ‘54 Bel Air (8) 
Hardtop, $685*, $560°, $500°; 2-dr., 
$545*; Two-ten sedan $505; 2-dr., 
$350. '53 Two-ten sedan, $275. 

CHRYSLER—’'56 NY sedan, $1,650* 

"55 NY Hardtop, $1,320*; se- 
"52 NY sedan, $130* 


Bel Air (8) sedan, 
(8) Hardtop, 
$1,810*, $1,- 

conv., $1,810°; 


‘57 Firesweep Hardtop, $1,- 
965°, $1,935°. "56 Firedome Hardtop, 
$1,275*, ‘53 Powermaster sedan, 
$290*; Firedome 2-dr.. $235. 

DODGE—’57 Coronet (6) 2-dr., $1,550*, 
‘55 Royal (8) sedan, $975*; conv., 
$775*; Coronet Hardtop, $950; conv., 
$810°; 2-dr., $760*. ‘54 Royal (8) 
sedan, $600. '53 Coronet sedan, $300, 


$275°*. 
FORD—'57 Fairlane (8) 500 Hardtop, 
$1,860*, $1,820*, $1,810*, 


$1,875*, 
$1,720*; $1,705*, ' $1,700°; conv., $1,- 


805°; 2-dr. sedan, 
| Custom 300 sedan, 
$1,450°. 
$1,340°*; conv., $1,165*; Custom (8) 
2-dr., $1,030° (ps), $825. ‘55 Fairlane 
(8) Hardtop, $1,075*; Victoria, $915*; 
2-dr., $915; conv. $900°, $760; Main 
(8) station wagon, $900; Custom (8) 
sedan, $805. ‘54 Custom (8) sedan, 
$600, $570, $520; Crest (8) cunv., 
$565; Main (8) 2-dr., $375; Main 
(6) 2-dr.. $400. '53 Custom Hardtop, 
$510, $450°. ‘52 coupe, $340; 2-dr., 
$275, $160. '51 2-dr., $210. 
HUDSON—’'53 Hornet sedan, $350*. 
LINCOLN—'56 Capri Hardtop, $1,875°. 


MERCURY—’'57 Montclair Hardtop, $2,- 
280° (ps). ‘55 Monterey Hardtop, 
$1,115*, $1,065*; Montclair Hardtop, 
$1,100* (ps). ‘54 Montclair station 
wagon, $800*; sedan, $500. 

NASH—'55 Ambassador sedan, $875°. 
"53 Ambassador sedan, $325* (ps). 


OLDSMOBILE—’'57 (88) Super Hard- 
top, $2,250°, $2,150*; (88) Hardtop, 
$2,075* (ps), $2,055°. ‘56 (98) Hard- 
top, $1,660°; (88) Hardtop, $1,505*. 
"55 (88) Super 2-dr., $1,060*. '54 (98) 
sedan, $765° (ps), $650°. ‘53 (88) 
2-dr., $510*, $485*°. "51 sedan, $155*. 

PACKARD—'54 Clipper 2-dr., $340*. 

PLYMOUTH—’57 Belvedere (8) 2-dr., 
$1,610*; Plaza (6) sedan $1,300. '56 
Fury Hardtop, $1,550*. °55 Belvedere 
(8) sedan, $775*; Belvedere (6) se- 
dan, $720. "54 Belvedere Hardtop, 
$450, $385*. 

PONTIAC—'57 Star Chief Hardtop, 
$2,225* (ps). '56 Chieftain Hardtop, 
$1,385*, $1,040*. '55 Star Chief Hard- 
top, $1,025*, $970* (ps); Chieftain 
2-dr., $730. '54 Star Chief Hardtop, 
$825*, $700*. °'53 Chieftain sedan, 
$380°*, $330; Hardtop, $305*, $275*; 
2-dr., $260; conv., $275*. 

STUDEBAKER—’57 Commander sedan, 
$1,635*. °53 coupe, $250°. 


$1,780°*, 
$1,540*, 
"56 Fairlane (8) 


$1,630° ; 
$1,475*, 
Hardtop, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 34, 35, 36, 37. 








Chrysler Spencers Imperial Ball— 


Imperial dealers in the Los Angeles area turned out for the Imperial Ball which, 
under the sponsorship of Chrysler division and the Waif Adoption International 
raised $75,000 to bring orphans to the United States for adoption. Actress 
Jane Russell, head of Waif, chose a black Imperial convertible as top prize for the 
ball. Shown at the microphone are the host and hostess of Chrysler Corp's television 
show “Climax,” Bill Lundigan and Mary Costa, as they narrated the fashion show 
at the swank offair. For the third consecutive year, Chrysler will sponsor the Imperial 
Ball in New York, held under the auspices of the Musicians Emergency Relief Fund, 


Dealer Closes His Doors 
In Contract Dispute 


any business,” Few declared. “We 
have cancelled all orders for new 
cars and will remain closed until 
the men agree to work for wages 
we can afford to pay.” 

He said the union is asking for 
increases of “25 to 40 cents more 
than we can afford.” 

According to Few, the dealership 
has made its final offer consisting 
of a 2%-cent package covering 
Blue Cross, Blue Shield and life 
insurance, Neither side has called 
for a negotiating meeting since 
the iast cone was held two weeks 
ago. 

. > . 


[oom 55 is also conducting an 
organizational strike against 
another Niagara Falls dealer, 
Duncan Motors, Inc. (Ford). 


Charles Cina, senior business 
representative of Local 55, said 
the firm’s mechanical workers 
went out on strike because “the 
company would not grant them 
the right to hold a representa- 
tion election and because it had 
fired two men for union ac- 
tivities.” 

Clarence Duncan, president, de- 
nied the union charges. 

“Both the National Labor Rela- 
tions Board and the New York 
Labor Relations Board ruled they 


} could not conduct an election be- 
|} cause the dispute was out of their 
| jurisdiction,” Duncan contended. 


“As far as the two men are con- 
cerned, they were laid off when we 


| decided to clcse our painting de- 
| partment. We have no intentions 
of reopening it,” Duncan explained. 


Although the firm is being pick- 
eted, its service department is oper- 
ating on a limited basis. The sales 
department is not affected by the 


| dispute, according to Duncan. 


In Philadelphia, Teamsters Local 
596 and Machinist Local 724 were 
defeated in a NLRB election 
among all employes of Mobile 

(Continued on Page 43, Col, 4) 


U.S. Rubber Plans 
Foreign-Car Tire 
Production Here 


DETROIT.—U. S. Rubber Co. will 
begin domestic production of tires 
for foreign cars in December. The 
tires will be tubeless, ranging from 
13 to 16 inches in diameter, and 
will fit the rims of 85 percent of the 
car makes being imported, the com- 
pany said. 

At present, the company is sup- 
plying tires on a limited basis to 
car dealers selling the English Ford, 
Vauxhall, Opel and the Swedish 
Volvo from stocks sent here by its 
British subsidiary, North British 
Rubber Co., Ltd. 


The tires manufactured here will 
be marketed by U. S. Rubber’s in- 
dependent tire dealers. 





.. they kissed the girls 
—and made them buy. 
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HERES YOUR VALUE FINDER! 


NEW PLYMOUTH QUALITY CHART 





| life Es This fomous Quality Chart is your No. 1 oid 

-alled 8 in weeghing cor valves. It gives you the focts , 

oe bs ond figures. Read right ocross the list of ing low-priced cars hes half os mony of these 

since f feotures. You identify every one of them with features ot the newest Plymouth. Yes, if it's 

veeks America’s finest cars. Read right down the  Velve you wont, it's Plymouth you wont. 
es list of cors. You see thet low-priced Plymouth PLYMOUTH Division of CHRYSLER CORPORATION 


YOUR NEARBY PLYMOUTH DEALER WHL ACCEPT YOUR ORDER. AND HELL TAKE GOOD 
CARE OF YOUR PRESENT CAR WHILE YOURE WAITING FOR YOUR NEW PLYMOUTH 


paler, } sili ein un Si a iatiis coil sublbamaubgmpieatteealyatieh gate tady ead 


you'll be a different woman with 





This advertisement for the 1958 Plymouth appears in the December, 1957 issue of McCall's. 





yper- Not too many years ago, automotive advertisers lived in a man’s world, filled with terms like “chain camshaft drive’’ and 
“hypoid rear axle’’. Today—well, just look at the Plymouth ad, above, right. Plymouth, like other automotive manufacturers 
obile —in their advertising, and in the designing of new cars—now appea!/s to the woman in terms of her family interests. This 
ns is recognition of the importance of the woman in shaping the buying decision—powerful evidence of the fact that today's 


market is a Togetherness* market. 


tires F More and more advertisers in all fields are going after a larger share 
of today’s market realistically. They are putting more of the spirit of 
Togetherness into their advertising ...and they target their advertising 


' the 

nami q at the woman who does the family buying—in McCall’s. These advertisers 
sup- C; ad K have invested over 3% million dollars (25%) more in McCall's during 

ord, the first 10 months of 1957 than the same period last year. 
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y its “Registered trademark of McCall's 


itish 
will THE MAGAZINE OF TOGETHERNESS, REACHING MORE THAN. 5,000,000 FAMILIES 
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By Maynard M. Gordon 
News Editor 

DETROIT. — Franchised dealer- 
ships must adopt modern tech- 
niques to meet the challenge of 
“cross-buying” by consumers, Ivan 
L. Wiles believes. 

Wiles, General Motors executive 
vice-president in 
charge of dealer 
relations, ad- 
dressed the De- 
troit Sales Execu- 
tive Clublast 
week. He advo- 
cated the follow- 
ing dealership 
changes: 

1. Larger new- 
car_ inventories, 
with lower over- 
head costs. 

2. Outdoor displays of new mod- 
els, with bigger driveways and am- 
ple parking space. 

3. Better lighted and decorated 
showrooms to appeal to feminine 
tastes. 

1 4. Introduction of self-serve prac- 
tices. 

Wiles said that widespread con- 
sumer “mobility” had sparked the 
development of what dealers call 
“cross-selling” but what the GM 
executive believes is really cus- 
tomer price shopping. 

“Take the wheels off cars and 
you automatically solve the prob- 
lems of bootlegging and cross- 
selling,” he said. 

The GM executive reiterated the 
corporation’s view that existing 
antitrust laws forbid any restric- 
tions on extra-territory sales. But 
he said this was no reason for pes- 
simism about the future of the fran- 
chise system. 

Factors such as the necessity of 
pre-delivery service, the tradein and 
the pre-sale acceptance of product 
by customers remain forces in favor 
of the franchise system, Wiles said. 

“Today’s customer is a changed 

* individual,” he added. “He doesn’t 
respond ... or do business in the 
; same way as he did in pre-World 
War II days. He is more knowing, 
more sophisticated and more 
price-conscious than ever before.” 

Declaring that supermarkets have 
conditioned customers to exposure 
to large stocks of merchandise, 


Dealer, Maker 
Sued in Crash 
Fatal to Buyer 


TORONTO.—Damage actions for 
more than $350,000 have been filed 
here against General Motors of 

® Canada, Ltd.; Pink Buick, Ltd., 
Toronto, and other companies by 
the estate of the Rev. Reginald S. 
K. Seeley, late provost of Trinity 
College, Toronto, and Mrs. Seeley. 

The estate’s administratcr and 
the widow claim damages for the 
death of Mr. Seeley in an auto 
accident July 12. The widow also 
asks damages for injuries she 
suffered in the crash. 

The plaintiffs allege that the 
defendants breached a warranty 
and contract by selling an automo- 
bile to Mr. Seeley which was “de- 
fective in workmanship and unsafe 
for normal use” and by “negligently 
: servicing the said automobile.” 

} Pink Buick, Ltd. negligently 





Ivan L. Wiles 





serviced the car and completed a|~ 


500-mile checkup without inspect- 
} ing and adjusting the brakes, it is 

alleged. The car was purchased 
} from Pink. 


—— 


unspecified damages are sought 
from General Motors of Canada, 
Ltd., Oshawa; General Motors 
Services (Canada), Ltd. Oshawa; 


Sets 


ada, Ltd., Oshawa; Vauxhall Motors 
Ltd, Toronto; Pink Buick, Ltd., 
and Ray Cosgrcve, service man- 
ager for Pink. 
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Fitzpatrick Selling Imports 

Paul Fitzpatrick, who has oper- 
ated Milwaukie Auto Sales, Mil- 
waukie, Ore., is going into the 
foreign-car field and will handle 
Hillman, Triumph, Isetta and Sun- 
beam. 
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Modern Methods Listed . . . 
Wiles Urges Dealers 


To Revise Techniques 


Wiles warned dealers against keep- 
ing new-car inventories too low for 
on-the-spot deliveries. 


“Adequate parking space for cus- 
tomers is a must,” he asserted. “The 
customer expects it, and demands 
it, and will usually go only where 
he gets it. Stores with good parking 
facilities will survive, those with 
cheaper prices but difficult parking- 
may not.” . 

Wiles said that dealers might 
make use of feminine “decor and 
selling assistance” to entice women 
shoppers into their showrooms, 


“For many years,” he explained, 
“we have recognized that about 
two-thirds of all new-car sales are 
directly influenced by women. 
And yet, I suspect that women 
don’t feel comfortable visiting 
automobile showrooms.” 


Dealers must accommodate their 
business operations to suit people 
“who answer questionnaires one 
way and do the opposite—who revel 
in the new freedom of choice 
brought about by mobility,” Wiles 
said. 

At the speakers table for the 
talk, which marked the second an- 
nual selling tool fair of the Detroit 
Sales Executives Club, were four 
GM general managers: Chevrolet’s 
E. N. Cole, Pontiac’s S. E. Knud- 
sen, Buick’s E. T. Ragsdale and 
Cadillac’s J. M. Roche. 

Chrysler Corp. was represented 
by Vice-President C. L. Jacobson, 
Ford division by Dealer Relations 
Manager C. J. Seyffer and Ameri- 
can Motors by Distribution Vice- 
President Roy Abernethy. 


Contracts Are Let 
For Chrysler Plant 


DETROIT.—Awarding of primary 





contracts for the design, engineer- | 


ing and construction of Chrysler 
Corp.’s new 1.3 million-square-foot 
assembly plant, southwest of St. 
Louis was announced contingent 
upon rezoning the plant site for 
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Featured at Los Angeles Auto Show— 

Top attractions at the Los Angeles International Automobile Show included this 
1933 MG K-3 Magnette at the British Motor Corp. exhibit. John R. D. Beasley, 
general manager of the automotive division, Gough Industries, distributor of MG, | 
Austin Healey and Morris cars, shows the fabulous car to a rather fabulous blonde— | 


Stasia Lamont. 
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Dealer Profit Sag Feared 
By Banking Editor 


By Kenneth C. Kelley jr. 
Staff Writer 

DETROIT. — Record low profits 
for auto dealers in 1957 and even 
more serious trouble if auto pro- 
duction is not cut back by 500,000 
units in the next six months have 
been predicted by Otto C. Lorenz, 
associate editor of American 
Banker. 

Speaking at the annual conven- 
tion of the Michigan Consumer 
Finance Assn. here, he said that 
with the “overproduction of 
1957s” in dealers’ hands and the 
1958s coming in on top of them, 
“I expected the dealers’ profit 
ratio for 1957 to hit a new low.” 
He lashed out at “overproduction” 

and “the sales race” cf 1955 and 
said that dealers are still suffering 
from oversaturation of the market. 
The dealers “would have collapsed 
like a house of cards” if banks and 








General Motors Products of Can-| 


finance companies had not accepted 
the auto paper written on easier 
terms in 1955, Lorenz said. 

Lorenz said those who charge 
credit were to blame for the 1955 
situation “missed the root of the 
problem—overproduction.” 

He said later that he feels that 
demand for autos is falling while 
demand for such things as home 
H. D. Tousley, Indianapolis, | improvements, appliances, sporting 
builder of Chrysler Corp.’s Indian-| equipment and even home swim- 
apolis and Kokomo (Ind.), trans-|™Ming pools is growing. He said 
mission plants, was named general| that he felt sure auto company 
contractor for the construction of | Officials would take heed cf the 
the manufacturing building. The| falling demand and the plight of 
Tousley Company will take bids | dealers and would cut production. 
from local St. Louis firms for sub-| He suggested that auto stocks 


industrial use. 

Named as architectural engineers | 
for the design of the administration 
building was Sverdrup & Parcel, | 
St. Louis. Albert Kahn Associated | 
Architects & Engineers, Detroit, 
was awarded the architectural engi- | 
neering contract for the design of | 
the assembly building, powerhouse | 
and related manufacturing facilities. 





contract work on this portion of| would be brought in line, if pro- 
the project. The plant is scheduled| duction in the next six months 
for completion in the spring of 1959. 


were held 500,000 units below the 


General damages cf $350,000 and|_ a 
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The "Open Book’ Business Method— 


Paul A. Ziegler jr., of Paul A. Ziegler, Inc. (Dodge-Plymouth), West Los Angeles, is 
solving his dealership problems through “open book" business methods. Everyone, 
right down to the porters, has been called in on management meetings, told about 
goals of the firm, the profit margin, the overhead and all other financial details, 
even Ziegler's salary. The system permits Ziegler, at the beginning of each year, to 
set the dealership's break-even and normal-profit goals, and to point out that any 
additional sales is clear profit to be split up among the employes. From left are 
Mel Ott, sales manager; Gordon Roberts, salesman; Ziegler, and Pat Patterson, 
salesman. 


total for the comparable period 
@ year ago. 

Lorenz also said that the easing 
of the tight money policy will not 
help auto dealers very much. He 
said banks and finance companies/| 
are worried about floor-planning 
large inventories for dealers who 
are making slim profits. 


The speaker opened his remarks}. 


by observing, “I think we are on 
the edge of a very tough, hard six 
to eight months of business condi- 
tions.” 


He added that the business world 
must not panic in the face of these 
conditions. The readjustment period 
will pass without much damage if 
panic is averted, he said. The cut 
in auto production was the only 
change that he suggested in meet- 
ing the downturn. 


He said that the fate of auto 
dealerships is in doubt, if pro- 
duction is not brought into line. 
Lorenz said that credit controls 

such as the late Regulation W not 
only won't work and won't help the 
economy but also “tend to debase 
the morality of the American 
people.” 

“I am tired of hearing inexperi- 
enced men, cld enough to know 
better, advocate measures which 
they know nothing about,” he said 
of the supporters of credit controls. 

Controls can’t help the economy, 
he said, because it’s impossible to 
tell in advance what segments of 
the economy should be retarded by 
the ccntrols. 

If it were possible to find the 
parts of the economy that need 

retarding, the controls applied 
would not work due to evasion on 
the part of some businessmen 
and their customers, he said. 
This evasion not only destrcys 

the supposed benefits of the con- 
trols, the speaker charged, it also 
undermines honesty of business and 
the entire consumer-credit pro- 
gram. 

Lorenz also took a poke at those 
who “think credit is bad” and “want 
to tell us what’s too good for us.” 
He said no group should be allowed 
to tell consumers how they will 
spend their money and how to use 
credit. 

‘ Another convention speaker, Dr. 

Alfred L. Seelye, dean of the 

College of Business and Public 

Service at Michigan State Uni- 

versity, said that increases in 

productivity have made possible 
the improvement in the American 





§ | did not contain enough information 
| to determine exactly the fate cf the 


|who were in convertibles which 





standard of living in recent years. 

He said that productivity had 
gone up by 2 percent a year for 
nearly 100 years and by 3 percent 
a year since 1947. 

“This is the fundamental source 
of our real prosperity—the reason 
why wages and salaries can be 
increased,” he said. 


Edsel Signs Streuli 
Irve Streuli Edsel Sales, 1535 
Douglas Ave., Racine, Wis., is a 
new Edsel dealership. Irving W. 








Streuli is general manager. 






Seat Belts Seen 


As Saver of Lives 


Study of Fatalities 
Made by Tennessee 


NASHVILLE. — (UTPS)—Use of 
seat belts would have saved the 
lives of 13 of the 587 persons killed 
in Tennessee traffic in 1956 a 
another 371 cculd possibly have 
been saved, had they used belts. 

This is the conclusion offered 
after a study of the mishaps in 
which the 587 were killed. The 
study was ordered by State Safety 
Commissioner Hilton Butler. 

The study team reported that in 
some cases reports of the accidents 










































































victims, had they been wearing the 
belts. , 
This breakdown of the 587 deaths 
was offered. 
1. The lives of 13 or 2.2 percent 
would definitely have been saved, 


2. Another 87 or 148 percen 
would probably have lived. 


The largest group—2S4 or 484 
percent—could possibly have been 
saved. 

4. The lives of 152 (25.9 percent) 
would have been lost even with seat 
belts. This group includes thcse 


were rolled over. 


5. There was not enough infor- 
mation available to permit any 
judgment in the case of 51 victims 
(8.7 percent). 

The study team had this to say 
about use of seat belts: 

“The wearing of a seat belt tends 
to target the head toward the dash- 
board. It is believed, hcwever, that 
seat belts would lessen the 
force with which the occupant 
strikes the dashboard, top and 
other interior objects in the car. 

“ ... Seat belts can prevent the 
occupant from being thrown from 
the car. It is a well-established fact 
that a person has a greater chance 
of surviving if he remains within 
the steel envelope of the car. 

“Evidence shows that the wear- 
ing of seat belts can substantially 
reduce head and chest injuries 
in automobile accidents. Of the 
fatalities studied, approximately 

410, or 69.7 percent, received head 
and chest injuries.” 

Regarding the position of an 
automobile occupant, the report 
said, “There is little doubt but what 
a person in the rear seat of an 
automobile stands a much better 
chance of escaping injury than 4 
perscn in the front seat where he 
is subject to impact with the steer- 
ing column and dashboard.” 

The Tennessee analysis had little 
to work with in actual experience 
with seat belts. The report mentions 
only two instances in which ve- 
hicles were equipped with seat belts 

and, in one of these, an occupant 
credited the seat belt with saving 
him from serious injury. 


Makers Report 
Good Reception 
For New Models 


DETROIT.—High consumer inter- 
est in 1958 models has been reported 
by various makers. Last week’s re- 
ports included the following: 


Pontiac 


Pontiac dealers sold “well ove 
11,000” new cars on the first day 
that 1958 models went on display, 
S. E. Knudsen, general manager) 
said last week. 

The first-day showing drew 2% 
million persons into Pontiac show- 
rooms, Knudsen said, to make the 
debut Pontiac’s biggest in recent 


years. 
> > 


Chevrolet 


Chevrolet dealers took orders for 
more than 100,000 cars during the 
three-day introductory period, ac- 
cording to E. N. Cole, division 
general manager. 

He called it the most successful 
introduction in Chevrolet history 
and said the three-day orders 
totalled 103,699 units, including 
some preannouncement fleet sales. 

Impala models accounted for 17.9 
percent of the total, Cole said. He™ 
added, “This was considerably 
higher than we had expected.” 
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Assure 
non-slip customer confidence 
in you and the cars you sell 


—DELIVER YOUR CARS FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 





STOPS DANGEROUS SLIP 





Non-Slip Differentials are offered in most 1958 cars 
under several different names. But whatever they are 
called in the car you sell, Non-Slip Differentials are the 
most impressive car-selling and good-will building 
demonstration devices you have had in a long, long 
time! 


THAT 


STOPS DANGEROUS SLIDE 





STOPS DANGEROUS SWERVE 


[. I | 
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Here’s why: 
Non-Slip Differentials end slipping, sliding and get- 
ting stuck in mud or sand if either rear wheel can 
catch hold. 

Non-Slip Differentials end slipping on ice or wet 
hills and pavements if either wheel can catch hold. 


Non-Slip Differentials end dangerous swerve and 
unbalance resulting from “wild wheel” hop and spin 
on rough, bumpy roads. 


Non-Slip Differentials will make the cars you sell 
perform better in amy weather . . . will keep your car 
buyers from being dangerously ‘‘ditched,”’ im- 
mobilized or stalled under a wide variety of driving 


conditions. 


Non-Slip Differentials will keep your cars moving 
off the floor... 

. will keep your customers happy with you and the 
cars you sell them. 


will keep them moving on the highway 


Specify that your 1958 cars be delivered factory- 
equipped with the revolutionary Non-Slip Differential 
—for non-slip customer confidence in you. 


DANA CORPORATION 


TOLEDO 1, OHIO 








AUTOMOTIVE WASHINGTON 
Legislators to Study 
Standby-Controls Law 


By William Ullman 


Washington Correspondent 


a to provide 


wages, rent and production will receive serious atten- 
tion from Congressional leaders next session. The new 
emphasis on U.S. scientific and defense preparedness is 
being accompanied by insistence on economic preparedness 


as well. In addition, the De- 
fense Production Act, which 


embraces what few controls 
are still in existence, will expire 
June 30, 1958. Congress must make 
its decision on controls soon. 

Even conservative Senatcr 
Homer E. Capehart, Indiana Re- 
publican and a man who says he 
“abhors controls,” will work for a 
new standby law next year. He is 
ranking minority member of the 
Senate Banking and Currency 
Committee, which would have the 

job of drafting 
the new bill in 
the upper house. 

In a_ recent 
address, Cape- 
hart declared 
“that in the 
present situ a- 
tion, the nation 
must be realis- 
tic enough to 
recognize the 
chaos that 

—_——_—wes would exist if 
war suddenly should be thrust 
upon us without the legal frame- 
work of an organization to set up 
and administer quickly the eco- 
nomic controls that always are 
necessary in wartime.” 

He warned that it will take long 
and arduous study to enact a sound, 
fair control law. 

“It is too intricate—too impor- 
tant to the people of America—to 
enact haphazardly,” he emphasized. 
“Preparation of such legislation 
and its consideration by Congress 
should begin, not when an emer- 
gency faces us, but when, in our 
wisdom, we detect such perils as 
those which face us today.” 

+ . > 


A ‘Week’ for Every Purpose 
OME 350 business - promotion 
events, holidays and other 

Observances are listed in the 
1958 edition of “Special Days, 
Weeks and Months,” just published 
by the U.S. Chamber of Commerce. 
For the first time, it has been com- 
bined with the Chamber's trade 
promotion planning calendar. This 
makes it a compact package for the 
retailer who wants to plan ahead to 
get the greatest possible support 
out of special national advertising 
campaigns. 

As usual, there are a number of 
automotive promotions, including 
Clean Oil Month, Apr. 15 to May 

_ 15; National Transportation Week, 

May 11-17; Good Car-Keeping 

Week, May 21-31, and Antifreeze 

Week, Sept 23-28. 

The growing number of sea- 
sonal promotions has led to some 
strange bedfellows. Next year, 
for instance, National Weight- 
Watchers Week overlaps Kraut 
and Frankfurter Week, and Save 
Your Vision Week coincides with 
National Arithmetic Week. Tav- 
ern Month is also going to be Na- 
tional Water Systems Month and 
unfortunately for lovers of si- 
lence, National Noise Abatement 
Week will also be National 
Laugh Week. 

A special section of the chamber 
book, which costs 50 cents, des- 
cribes the sponsor and purpose of 

» each promotion, offering leads to 
' where promotional materials can 
be obtained. The explanations are 
helpful, since National Save A Wife 
> Week turns out to be nothing more 
serious than a paper plate sales 
| campaign. 

In October, the popcorn and 
pretzel sellers will be competing 
during the same week, and, believe 
it or not, Save the Horse Week 
comes at the same time as Oil 

_ Progress Week. 

* 


7 a” 
Billboarders Fight Back 
‘HE billboard spokesmen are 
fighting back hard. The Road- 
side Business Assn. hired Data Un- 
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standby controls on prices, 





limited, a professional research 
outfit, to survey Washingtonians to 
learn what drivers really think 
about highway signs. 


The survey revealed, reports 
RBA, that only 16 percent of the 
Washington sample favored abol- 
ishing advertising along the high- 
ways. 

More than half, RBA con- 
tinues, thought that highway ads 
help drivers and passengers by 
preventing monotony and fatigue 
—“thus cutting down the acci- 
dent potential.” 

Says RBA: “Despite one of the 
loudest propaganda campaigns in 
many years, aimed at convincing 
Washington that ‘The people’ dis- 
like highway ads, it is clear that 
the people favor them. Most of 
those behind this drive to destroy 


depend on this advertising have 
selfish interests.” 
* * 


The Old Order Changeth 


wa the completion of the Bal- 
timore tunnel next month, one 
bus company expects to cut its 
time from Washington to New 
York City down to four hours. For 
the first time, a bus will be able 
to make it to New York as quickly 
as most trains. 

It isn’t too surprising, there- 
fore, that the Baltimore & Ohio 
Railroad has asked permission to 
cancel its passenger service be- 
tween Baltimore and New York, 
retaining only Baltimore- 
Washington commuter service. It 
will leave the business to the 
buses and the Pennsylvania Rail- 
road and officially say goodby to 
an era. 

There was a time when the B&O 
offered the last word in travel lux- 
ury to Washingtonians journeying 
to New York. 

+ = aa 

7 Million Miles of Safety 

DWARD O. UNGERMAN, who 

has driven a 66-passenger 
school bus nearly seven million 
passenger miles without an acci- 
dent, was honored in a White 
Hcuse ceremony for being picked 
as “Mr. Safety.” 

His 32 years of accident-free 
driving led to his being picked 
from 154,000 school-bus drivers 
in a contest sponsored by the 
School Bus Body Manufacturers 
Assn. 

The Ferndale (Mich.) driver re- 
ceived a $1,000 savings bond and a 
special letter of commendation 





the thousands of businesses that 


from President Eisenhower. 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


jaa my 30 years of active 
law practice, I have known 
many intelligent men who amassed 
fortunes through keen business 
judgment and 
ability, only to 
lose their entire 
fortune because 
of defective and 
poor legal judg- 
ment and proce- 
dure. 
For example, in 
a recent higher 
court case an 
automobile dealer 
was held liable in 

L. T. Parker $100,000 damages 
for injuries to an employe because 
he failed to abide by a well-known 
state law. 

In ancther recent case, a manu- 
facturer was held liable for $136,000 
to a person injured while using the 
manufacturer's emery wheel not 
made according to standards pre- 
viously established by the industry. 

In another late higher court 
case, an automobile dealer who 
had no property insurance was 
held liable to an employe in 
$87,500 because he failed to re- 
pair an overhead garage door. 

Soon in these pages, I shall re- 
view several higher court cases, 
decided during the past six months, 
which clearly illustrate heavy dam- 
age allowances against automobile 
dealers who failed to have proper 
legal protection. 

. * a 


Seller Has Superior Lien 

| Figpntel month a higher court held 
that a recorded chattel mort- 

gage, or conditional contract, is 

superior to a mechanic’s lien. 

For illustration, in Goff-McNair 
Motor Co. v. Phillips Motor Co., 
294 S. W. (2d) 342, it was shown 
that the Goff-McNair Motor Co. 
sold, on the installment payment 
basis, an automobile to one Laney 
and retained title for the unpaid 
purchase money. 

The car was damaged in a 
collision and Laney had Phillips 
Motor Co. make necessary re- 
pairs. 

In subsequent litigation the 
higher court held that the mech- 
anic’s lien was secondary to the 
lien of Goff-McNair Motor Co. 
Hence Phillips Motor Co. lost the 


amount due for its repair bills on 
the automobile. 
> > > 
Jury Decides Who’s Right 
UITE frequently the testimony 
of the buyer and seller of an 
automobile in litigation is very con- 
tradictory. Under such circum- 
stances the jury will decide whose 
testimony is truthful. On the other 
hand, the higher court will uphold 
the jury’s decision. 


Fcr instance, in Driver v. An- 
thony Motors, 302 Pac. (2d) 387, the 
testimony showed facts, as follows: 
An automobile dealer, named An- 
thony Motors, sold to a _ buyer, 
mamed Driver, a Mercury auto- 
mobile. 

The contract stated that the 
cash price was $1,425.13 and the 
downpayment was $475.13. Driver 
failed to make the agreed pay- 
ments and the automobile dealer 

repossessed the automobile. 
Driver filed suit on the basis of 
conversion. 


During the trial the automobile 
dealer’s agent testified that Driver 
did not cbject to giving up the 
automobile and when he stated the 
reason for his visit at Driver's 
home, Driver handed to him the 
keys to the automobile and told 
him to “take it” as he had no 
money for future payments or for 
insurance payments. 


On the contrary, Driver testified 
that on the day before the automo- 
bile dealer had repossessed the car, 
an arrangement had been made 
whereby Driver would keep the car 
and pay all overdue payments, and 
further that he had not permitted 
the automobile dealer-to take pos- 
session of the automobile. 

> + . 

Jury's Verdict Upheld 
Tt! jury listened to all testi- 

mony and believed Driver’s 
testimony, to the effect that he had 
not consented to the taking of the 
automobile, and held the automo- 
bile dealer liable in heavy damages 
for conversion, The higher court 
appproved the jury’s verdict, and 
said: 

“Appellant (Anthony Motors) 
argues that there was no conver- 
sion because plaintiff (Driver) con- 
sented to the taking of the auto- 
mobile. The lower court found that 
the plaintiff did not consent. 
Whether the plaintiff (Driver) con- 
sented to the taking was a question 
of fact for the lower court.” 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


PUBLICATIONS PROVIDE COMPLETE 
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Overhaul Instructions 
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Complete Flat Rate 
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Hydra-Matic Transmissions 
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Merc-O-Matic and Turbo-drive 
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Ask your jobber for Ace Custom Wagon Mats 
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Profit Squeeze Laid 
To Expansion, Debts 


By Kenneth C. Kelley Jr. 
Staff Writer 

Te! postwar trend toward lower 

corporate profits cannot be ex- 
plained in terms of an overall in- 
crease in costs, observed the Fed- 
eral Reserve Bank of Chicago in its 
November survey of business con- 
ditions. 

The bank listed two major con- 
tributorstothe 
profit squeeze: 

News 1. Huge capital ex- 

OF penditures in the 

FINANCE postwar period. 

Money which might 

otherwise have gone into the earn- 

ings column has been spent to pay 

high postwar costs of construction 
and improvements. 

The more a company has in 
plants and equipment, the more it 
has to set aside for depreciation. 
This has led to a big boost in de- 
preciation funds which would have 
been in the profit column, had there 
been less expansion. 

2. Dependence on borrowing, 
rather than stock issues, to raise 
needed funds. It seems to have be- 
come cheaper, easier or in some 
way more desirable to raise money 
by borrowing someone’s money 
rather than selling him shares in a 
company. 

The bank says figures on the 
“gross capital returns” give a more 
encouraging picture of how U. S. 
corporations are doing than figures 
on net profit. Gross capital returns 
are made up of amounts set aside 
for depreciation, interest paid on 
debts plus profits after taxes. 

The bank found that gross capi- 
tal returns averaged 7.4 percent 
of sales in for U.S. corporations 
in 1946-48 and increased to about 
7.6 percent in 1955-57. 

The auto industry's Big Three 
give an example of how companies’ 
profits can be compressed drasti- 
cally when declining sales hit them 
at a time when their expansion and 
depreciation costs are high. Such 
was the case in 1956. 

General Motors increased the 
book value of its facilities by $614,- 
780,716 (26.1 percent) in 1956 over 
1955 and stepped up the amount 
that it set aside for depreciation 
by $53,415,402 (18.2 percent). These 
moves were made while sales were 
falling by $1,646,834,845 or 13.2 per- 
cent. 


= a. 
Ford Sales Drop 16.9% 
) saw sales fall by $947,055,- 

735 (16.9 percent) while depre- 

ciation was up by $17,519,617 (15.1 
percent) and $493,650,626 (41.4 per- 
cent) was added to the value of its 
facilities. 

The Chrysler picture is much the 
same, except for a sharper drop in 
sales. Chrysler depreciation was in- 
creased by $13,114,334 (23.9 percent) 
and $155,507,378 (33.9) percent was 
added to its plants and equipment. 
Sales were off by $789,887,919 or 
22.8 percent. 

General Motors’ debt picture 
remained about the same through 
1956 while Ford had $58.6 million 
in promissory notes on the books 
at the end of the year after show- 
ing no debt at the end of 1955. 

Chrysler increased its long-term 
debt by 50 percent ($62.5 million). 

All of the Big Three showed 
sharp declines in the net-profit col- 
umn. General Motors’ net income 
was down $342,080,980 (28.8 percent) 
from 1955. Ford profit was down 
$200,394,739 (45.9 percent) while 
Chrysler had $80,110,361 (80.1 per- 
cent) less profit. 

Each of the Big Three spent less 
to produce vehicles and run the 
company in 1956 = in 1955. 

oF 


‘Auto Boom’ Doubted 


A MICHIGAN STATE UNIVER- 
SITY professor has joined the 
ever-increasing number of observ- 
ers who have reached the conclu- 
sion that the economy is tapering 
off. 
However, Dr. John H. Hoagland 
has added a note that has not ap- 
in other summaries. Hoag- 
land doubts that sales of 1958 cars 
“will provide the needed boost to 
our lagging economy.” 
He lists these factors which he 
says point away from any busi- 
ness upswing based on booming 


car sales: The downturn in most 

business statistics, reduced over- 

time, declining stock market, 
large consumer commitments to 
pay off debts and price cutting on 

1957 cars. 

Dr. John M. Hunter, another 
MSU professor, has pointed out 
that not all statistics on the econ- 
omy point downward. Total busi- 
ness activity began to move up in 
October and early November, he 
said. In addition, farm income is 
expected to be about as high in 1958 
as it was in 1957, he said. 


* * * 


Rather Bright Future 


HRINKING sales in 1958 but a 

,rather bright long-term outlook 
for the truck industry’s independ- 
ents is the prediction in Value Line 
Investment Survey. 


The investment-advice publica- 


tion sees total truck demand in 
1958 running below 1957 sales 
which have been trailing those of 
1956. Heavy-duty trucks are ex- 
pected to “do no better than hold 
their 1957 market share.” 

Over the long pull, Value Line 
sees independent producers being 
able to stand up to the Big Three, 
particularly in production of heavy- 
duty models. Factors pointing to 
steady or increased truck sales in- 
clude export demand, increases in 
the amount of freight hauled in 
trucks, the Federal highway pro- 
gram and the need for trucks in 
heavy construction work. 
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Increase in Sales, Profits 
Is Reported by Gabriel 


Increases in sales and net earn- 
ings for the third quarter and nine- 
month period ended Sept. 30 have 
been announced by Gabriel Co., 
Cleveland. 

Third-quarter sales were reported 
at $5,676,162, a 21 percent increase 
over the $4,674,644 reported for the 
comparable period last year. Nine- 
months sales were $17,285,164, 
nearly 28 percent above the $13,- 
545,878 last year. Net profit for the 
third quarter was $234,551, com- 


pared with $69,975 a year ago. 
Nine-month net profit was $659,545, 
compared with $175,089 last year. 


* * * 


National Malleable 


National Malleable & Steel Cast- 
ings Co., Cleveland, nine-month 
report, 1957 vs. 1956: Net profits, 
$2,477,378 and $2,618,361; net sales, 
$49,640,091 and $48,295,942. Third- 
quarter report, net profits, $606,288 
and $603,589. 


* * * 


Flintkote 


Fiintkote Co., New York, nine- 
month report, 1957 vs. 1956: Net in- 
come, $4,717,091 and $5,284,804; net 
sales, $89,306,462 and $86,498,672. 
Third-quarter report: Net income 
$1,884,371 and $2,519,593; net sales 
$33,243,251 and $33,493,535. 


General Finance Reports 


Record Profit; Volume Up 

General Finance Corp. reported 
record profit of $2,209,000 for the 
first nine months of 1957, com- 
pared with $1,873,000 in the like 
period of last year. 

Retail auto receivables amounted 
to $106,441,000 on Sept. 30, up from 
the $100,130,000 total a year earlier. 


The company said retail auto. 
financing volume was $91,374,000 in 
the first nine months of this year, 
an increase over the $77,111,000 in 
the first similar period of 1956. 


+ * * 

35% Gain in Profit Reported 
By Clevite for Nine Months 

Clevite Corp. earned $3,553,000 in 
the first three quarters of 1957, an 
increase of 35 percent over the 
$2,630,000 earned a year ago. 

Sales and other revenues for the 
nine months set a record of $57,- 
071,000, compared with $53,790,000 


in the same period last year. 
+ * + 


Fibreboard Paper 


Fibreboard Paper Products Corp., 
San Francisco, nine-month report, 
1957 vs. 1956: Net profits, $3,344,000 

| and $4,525,000; sales, $96,265,000 and 

$94,811,000. Third-quarter report: 
Net profits, $1,383,000 and $1,699,000; 
sales, $35,366,000 and $34,218,000. 


* + > 


Hercules Motors 


Hercules Motors Corp., fiscal year 
ended July 31 vs. previous fiscal 
year: Profit, $293,125 and $153,199; 
sales, $27,949,334 and $29,797,981. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


New Orleans 


New-car registrations for Octo- 
ber in New Orleans totalled 2,191, 
compared with 2,285 in September 
and 1,830 in October a year ago. 

Truck sales amounted to 302 in 
October, which was 40 more than 
in the corresponding period of last 
year and five more than in the pre- 
vious month. 

New-car registrations by 
makes were: Ford, 788; Chevrolet, 
616; Pontiac, 149; Plymouth, 143; 
Oldsmobile, 100; Mercury, 88; 
Buick, 70; Dodge, 48; Chrysler, 
$2; Cadillac, 32; Edsel, 30; Stude- 
baker, 23; DeSoto, 17; Volks- 
wagen, 16; Imperial, 11; Rambler, 
11; Lincoln, 7; Renault, 4; Metro- 
politan, 4; MG, 4; Morris, 2; Aus- 
tin-Healey, 2; Packard, 1; Hud- 


son, 1; Mercedes-Benz, 1, and 
Jaguar, 1. 
Truck registrations were: Ford, 


*... also parking light lenses, 
instrument dials, hood ornament, 


horn button, and decorative medallions 





121; Chevrolet, 116; International, 
39; Mack, 8; White, 8; Volkswagen, 
4; Willys, 3; Dodge, 2, and Diamond 
T, 1—(Gordon Hebert.) 

* * * 


Providence 


A total of 1,116 new cars were 
registered in the Providence area 
during October, compared with 
1,133 in’ September, according to 
figures furnished by the Rhode 
Island Automobile Dealers Assn. 

New-truck registrations totalled 
141 in October, compared with 109 
in the previous month. 

By make, new-car registrations 
were: Ford, 327; Chevrolet, 231; 
Plymouth, 128; Oldsmobile, 61; 
Buick, 55; Pontiac, 42; Dodge, 40; 
Edsel, 39 (including September 
registrations not previously re- 
ported); Cadillac, 37; Mercury, 
28; Chrysler, 20; Rambler, 19; 
DeSoto, 17; Imperial, 7; Stuade- 
baker, 4; Nash, 4; Hudson, 1; 





Detroit Representative: R. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road, BRoadway 3-0674. 


Chemicals for Industry 


EM ROHM & HAAS 

—— COMPANY 

WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreygn countnes 


PLexicias is a trademark, Reg. U. S. Pat. Off. and in 
other principal countries in the Western Hemisphere. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 
Queen's Quay East, Toronto, Ontario, Canada. 


Lincoln, 1; Packard, 1, and mis- 
cellaneous, 54. 

New-truck registrations were: 
Ford, 53; International, 29; Chev- 
rolet, 23; GMC, 16; Dodge, 6; Mack, 
6; Diamond T, 4; White, 3, and 
Willys, 1.—(Thomas L. Forbes.) 

* 


Pittsburgh 


New-car registrations in 11 coun- 
ties of Western Pennsylvania fell 
from 10,917 in August to 9,347 in 
September, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The decrease, amounting to 14 
percent, is in line with the aver- 
age drop between the two months 
in the past 10 years. 

September registrations exceeded 
those in September last year by 14 
percent, 

Many dealers expect sales during 
the rest of the year to continue 
ahead of those in the same period 





in 1956. Three percent fewer new 
passenger cars were registered in 
the district in the first nine months 
of 1957 than in the same months 
last year.—(Leon M. Leffingwell.) 

* + . 


Akron 


Automobile sales in Summit 
County (Akron) are running 4 
percent ahead of 1956 and indica- 
tions are that they will be the sec- 
ond highest in history, which is 
contrary to the national trend. Lat- 
est U. S. figures show 1957 regis- 
trations slightly behind last year. 


For the first 10 months of the 
year, Summit sales totalled 20,719 
units. Combined sales in November 
and December will have to amount 
to only 2,600 to eclipse last year’s 
23,279, which is the second highest 
on record. In recent months, regis- 
trations have averaged 1,800 a 
month. 

Ford has the No. 1 sales spot 
sewed up in the county with 4,778 
deliveries to date, some 20 per- 
cent ahead of Chevrolet’s 3,965. 
Plymouth is a strong third with 
3,245, while Buick is fourth with 
1,585 and Oldsmobile holds on to 
fifth with 1,191. 


In the next five places are Mer- 


cury, 1,164; Dodge, 1,146; Pontiac, 
1,063; DeSoto, 646, and Chrysler, 
394. 

Indicative of the reception for- 
eign cars are receiving is that sales 
of the Volkswagen totalled 141 up 
to Nov. 1, ranking 14th, Sales of all 
foreign cars for the period were 
363, a new high. 

Edsel sales, which reached 71 in 
September, fell to 45 in October.— 
(Joe Kuebler.) 

+” * * 
Louisville 

New-car sales in Louisville in 
October totalled 1,351 units, com- 
pared with 1,773 in September. 

The total for the first 10 months 
was 15,840, compared with 17,156 in 
1956 and 21,881 in 1955. 

Louisville figures, however, 
cover only sales made by Louis- 
ville dealers and do not begin to 
show the total sales of new cars 
in Louisville. Dealers in the area, 
including Jeffersonville and New 
Albany, Ind., are selling a lot of 
new cars across the river in 
Louisville. 

Dealers in these cities of South- 
ern Indiana have a low overhead 
expense and advertise freely in 
Louisville newspapers. 

After trailing Ford for months, 
Chevrolet grabbed the sales lead in 
October with 390 units. Ford had 
375. 

Other registrations were: Plym- 
outh, 115; Buick, 73; Oldsmobile, 
61; Pontiac, 59; Mercury, 50; Edsel, 
43; Dodge, 29; Rambler, 26; Chrys- 
ler, 23; Volkswagen, 18; Cadillac, 
17; Checker, 14; DeSoto, 10; Stude- 
baker, 10; Lincoln, 8; Metropolitan, 
6; Imperial, 5; Isetta, 5; Simca, 3; 
Lloyd, 2; Nash, 2; Packard, 2; Tri- 
umph, 2; Austin-Healey, 1; 
Mercedes-Benz, 1, and Morris, 1. 

New-truck registrations in Oc- 
tober totalled 111, compared with 
200 in September. The 10-month 
total was 1,715 for 1957; 1,964 for 
1956, and 2,257 for 1955. 

By makes, October registrations 
were: Ford, 37; Chevrolet, 24; Inter- 
national, 18; Mack, 4; Dodge, 3; 
GMC, 3; Reo, 3; Volkswagen, 3; 
Studebaker, 1; White, 1, and mis- 
cellaneous, 12—(A. W. Williams.) 

* e = 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Nov. 7 totalled 1,381 
units, compared with 1,327 in the 
previous week. 

A total of 587 new cars and 42 
new trucks were registered, com- 
pared with 522 new cars and 48 new 
trucks in the week ended Oct. 31. 

A total of 721 used cars and 31 
used trucks were retailed during 


the previous week. 

Repossessions surged upward to 
110 units during the period, or 51 
units greater than in the previous 
week and 80 above the year-ago 
week. Repossessions during October 
totalled 266, compared with 172 in 
the previous month and 267 in the 
like month of 1956—(Frank Kap- 
pel.) 

+. . * 
Omaha 

Omaha dealers sold 1,091 new 
cars in October, compared with 
1,071 in the previous month. 

The ’58s are receiving a lot of 
buyer attention and dealers are go- 
ing all out on advertising. 

In October, Chevrolet, Ford and 
Plymouth ran one-two-three, with 
$21, 306 and 109 sales, respectively. 
Oldsmobile was fourth, with 59, 
and Buick fifth, with 51. Edsel, in 
its second month, had 34. 

In the truck field, Ford had 39, 
Chevrolet, 33, and International, 22. 
—(Arthur R. Oleson.) 

* : 


Medina, O. 


New cars purchased in Medina 
County (Medina), O., during Octo- 
ber totalled 221, compared with 260 
in September, according to the 
clerk of courts. 

The following units were regis- 
tered: Chevrolet, 50; Ford, 45; 
Plymouth, 24; Pontiac, 18; Mer- 


New-truck sales totalled 23, com- 
pared with 24 in September. By 
makes, they were: Ford, 11; Chev- 
rolet, 4; International, 3; Diamond 
T, 1; Dodge, 1; GMC, 1; Volks- 
wagen, 1, and Willys, 1——(Ernest C. 
Kish.) 
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Will Auto Price Hearings 
Shed Light on Subject? 


LITICIANS and labor leaders seem to live in a wonder- 

ful world of lopsided economics, in which other people 

(not politicians or labor leaders) can pay more for the cost 

of doing things and still charge less for the products they 
sell. 

It is understandable, therefore, that the auto makers are 
looking forward with some misgivings to the price hearings 
called by Estes Kefauver, Tennessee Democrat and chair- 
man of the Senate Antitrust and Monopoly subcommittee, 
for Kefauver has invited Walter P. Reuther, president of 
the UAW, to testify at the same time. 


Reuther has gained a reputation as a sincere and honest 
labor leader, yet his school of economics is not of the real- 
istic type in which prices go up along with the cost of doing 
business. 

For many years now, Reuther has been fighting for higher 
wages for the millions of auto workers—and winning the 
higher wages rather consistently. Yet at the same time he 
has been advising auto makers to cut prices of autos. 

And for years the price of autos has been rising along 
with the cost of doing business. 

Undaunted, Reuther is still telling the makers that they 
should be cutting prices. 

The vicious cycle of inflation—wages chasing prices and 
prices chasing wages—by no means has been confined to the 
auto industry. Other prices have gone up at a more accel- 
erated rate. 

It may be hoped that the hearings Dec. 17-19 will shed 
some light on this matter, but the odds lean more toward 
confusion than light. 








Coming 
Events 


Dealer Conventions 
Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 
Dec. 4—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 
Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 
Feb. 23-24—Louisiana Automobile Dealers 


Assn., Inc., Roosevelt. Hotel, New 
Orleans. 
Apr. 10-li—lillinois Automotive Trade 


Assn., Springfield, Ill. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 11-13—JIdaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hali Hotel, Atlantic City, N. J. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

Sept. 1416—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


* * * 


Auto Shows 


Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 26-Dec. I—Sioux Falls Auto Show, 
Coliseum, Sioux Falls. 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Com 
monwealth Armory, Boston. 

Dec. 2-7—Troy Auto Show, New York State 
Armory. Troy, N. Y. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 1t1-19—Nationa!l Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg.. State Fair 
Grounds Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
sores. a. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


neti. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 22-25—Huntington Automobile Show, 
Memorial Field House, Huntington, W. 


Va 
Jan. 23-28—Tampe Auto Show, Fort Hes- 


ony, Somer. Tampa. 
Jan. Feb. 2—Houston Automobile Show, 
Houston. 


Feb. 1-6 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 
 .¥ 


Feb. 1-9 — Louisville Automobile Show, 


State Fair Exposition Center, Louisville. 


Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Bidgq., Columbus, O. 

Feb. uas—Cyocete Auto Show, Syracuse, 


a. Se 

Feb. 19-23—Autorams, State Armory, 
Hartford, Conn. 

Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1|-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
Apr. 5-13—International Auto Show, New 

York Coliseum, New York. 


General 


Dec. 1-5—Annua!l manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 

Dec. 8-i!—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Jan. 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 

Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 


30 Years Ago... 








Automotive Cartoon 


Of the Week 


ae 


“Thank heaven for new models, without which personnel 
would wither away and die on the vine!” 





‘Ostriches and Sand ... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


*‘Cinderella’s’ Answer 


Your wishful-thinking article on 
Cinderella Volkswagen’s midnight 
was a nice try but, we believe, will 
only tend to cause Volkswagen 
dealers to take a harder look at 
their operations rather than to be- 
come alarmed. 


Your article may give solace to 
other dealers and factory person- 
nel who, like yourself, have been 
hopefully making dire predictions 
for Volkswagen's future since its 
phenomenal rise. We are not un- 
accustomed to seeing the disap- 
pointment registered by our dealer 
friends when we reply to their 
hopeful questions, “Isn’t it soften- 
ing just a little?” or “Do you still 
have two months’ backlog of or- 
ders?” 

Eventually people like yourself 
will have to come to the realiza- 
tion that, tough as it is to eat 
crow, Volkswagen is not going to 
be driven from the American 
market by snide and slanted arti- 
cles such as the Cinderella story. 

Don’t feel too badly, however, 


The Big Stories 


Highways throughout the country will eventually be painted with a 
luminous paint, thus eliminating the glaring headlight evil, Dr. Gerald 
Wendt, dean of the school of chemistry and physics at Pennsylvania 


State College, predicted. 


Gasoline at 12 cents a gallon was offered in New York in 1927. The 
price was the lowest retail quotation of the year and compares with 
23 cents a gallon in the first three months of the year. 

Two stock model Studebaker Commander roadsters set a record 
for 2,000-mile runs at the Atlantic City Speedway. Each of the cars 
broke the record of 70.08 m.p.h., one averaging 72.2 m.p.h. and the 


other 73.3, m.p.h. 


Retail sales of automobiles by General Motors dealers in October 
were 153,833, compared with 99,073 in October, 1926, and 86,281 in 
October, 1925, according to Alfred P. Sloan jr., GM president. 





—From the files of Automotive News. 





about reversing your opinions. No 
less a personage than Mr. Curtice 
has gradually pulled his ostrich- 
like head out of the sand, If you 
would be interested in doing like- 
wise we would like to set forth for 
you a few facts that you are obvi- 
ously now missing from complete 
lack of information or not being 
disposed to face up to them. 

Take your “hard facts” numer- 
ically: 

1. That Volkswagen may be fac- 
ing its toughest competition is cer- 
tainly not denied nor unexpected. 
Since they have led the way in put- 
ting over the small economy car to 
the U. S. public, it is only natural 
that competition should follow. 
Volkswagen dealers are not unpre- 
pared for competition. 

2. As for the “beetle-backed” de- 
sign you complain of being 20 years 
old, it might surprise you to know 
that the “certain ugliness about it” 
has merit. Not all car buyers want 
the yearly model change Detroit 
has been fobbing off on the Ameri- 
can public for years to stimulate 
sales. The unique and constant de- 
sign has much to do with the re- 
markable resale of these cars. Per- 
sonally we hope they never change 
the despised basic design. 


3. The availability of used 
Volkswagens you refer to cer- 
tainly does not exist in this area. 
We have inquiries daily for used 
VWs that neither we nor other 
dealers have. 


4. We have no crystal ball to pre- 
dict political or economic futures 
either in the U. S. or abroad, but 
unless you are better informed on 
that subject than you are the rest 
of the article, we are disinclined to 
worry much on that score. 

5. Faulting VW’s nonadvertising 
policy is one of the best laughs of 
all. That they should have accom- 
plished what they have without 
advertising should only point out 
to you that there must be real 

(Continued on Page 41, Col. 4) 
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SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EASIER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 
POWER STEERING MAKES 
‘GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive control that blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained sched- 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the hazard of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix Savieson South Bend IND. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we have prepared 
an interesting folder on the a ag 

Write for your copy today. We think 
you'll be convinced. *REG. U.S. PAT. OFF. 
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Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
---Can now get plus profits from selling 
STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
‘one of the very best manufactured to- 
day. A complete line of coaches, with 
‘merchandising aids that back you up, will 
assure you, os an exclusive Stewart dealer 
in your area, of real sales potential. 








EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
focturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


I WAS sitting in the showroom 
at a table—trying to decide 
whether to get a cup of coffee or 
look for a prospect— when in 
walked an elderly couple and 
asked for the manager. 

I told them he was out and 
asked what I could do. The old 
man, about 70, said he always 

preferred to do 


Sales business with the 
top man. 

Case I told him that 

Histories 25S sometimes a 


good idea but that 
if you were buying a car, for 
instance, the manager would just 
quote one price and quit. On the 
other hand, a salesman, for in- 
stance like myself, could act as 
a go-between and always get a 
customer a better deal. 

His wife said they were in- 
terested in buying a new car 
and that they lived about 80 
miles away in a small country 
town. So I gave them a deal. 
Then we got along to the point 
where I appraised their car, and 
then the old man buttoned up 
and wouldn’t talk any more. 

As they left he said I could call 
him the next morning if I decided 
to split the difference. 

The next morning I went over 
my figures again and saw that I 
had a pretty good deal. So I de- 
cided to call the man. We'll call 
him Smith. 


_—— phone call got to be a 
challenge. He had no phone in 
the town which he gave me as 
his mailing address, but I finally 
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SELL. SZoaweh 
MOBILE HOMES! 





VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN °¢ 


Bristol, Indiana 





found that the telephone operator 
at an exchange in another little 
town knew him and finally got 
him to the phone. 


I asked him if he had bought 
a car yet. The man said he 
hadn’t and I asked him how 
far apart we were now. He said 
$48. I told him we could fix that 
and he said he didn’t want to 
talk any more about it then. 
But he said he would be in the 
next morning. 

The next morning Smith, his 
wife and their grown son breezed 
into the office. 

He shook hands and said: 


“If you take that much trouble 
to get me on the phone you must 
be interested in selling me a car. 
Now I'll take this car we picked 
out but I won’t sign no papers, 
I won’t sign an order and I won’t 
make a deposit.” 

oa > * 


— sort of staggered me. The 
car he wanted had to be 
ordered and I mumbled some- 
thing about having to have rules 
and the son spoke up and said: 


“If you can’t take his word 
for it you can just forget the 
whole thing.” 

I'm on the ropes gasping for 
air. I knew he would take the car 
and probably pay cash for it, but 
we couldn’t get a special order 
through without a deposit and a 
signed order. 

I told them that in order to get 
a new car shipped we had to have 
a deposit and a signed order from 
the customer. I told them I 
wanted to make the sale and 
would do everything within my 
power to please. I talked for al- 
most two hours and finally asked 
him his main objection to signing 

an order and making a deposit. 

His wife spoke up before he 
could get his mouth open. 

> * > 


“Hs AFRAID that delivery 
will be delayed if he makes 
a deposit. Thinks it'll come 
quicker if he holds back the 
money. Go ahead and pay him, 
Pa,” she said, “and let’s go home.” 

“All right, Ma,” he said, taking 


out his check-book. He waved the 
book in front of me and said: 

“Now you look here, young 
man, when that car comes don’t 
you call me up on the phone 
and tell me about it. You send 
me a postal card. The reason I 
ain’t buying this car in my home 
town is because everybody in 
town knows all about your busi- 
ness when it’s talked over the 
phone. 

“Last car I bought at home 
three years ago, folks around 
knew when it was coming before 
I did and how much I paid for it. 
My son here had the same ex- 
perience, and so he won’t buy 
there no more. We don’t want all 
the neighbors to know about this 
til we come down the road in it.” 

When the car arrived, I sent 
them a postal card. They came 
for it the next morning and he 
wrote a check for the difference 
and left his trade. 


Ford Aide Sees 
Sales Potential 
Stronger in 758 


SAN FRANCISCO.— The poten- 
tial market for 1958 auto sales is 
strengthened by the fact that 900,- 
000 more new-car credit contracts 
are scheduled to mature in 1958 
than in 1957, a Ford Motor Co. offi- 
cial said here. 

G. P. Hitchings, manager of Ford 
Motor’s economic analysis depart- 
ment, made the statement in a talk 
to the Security Analysts of San 
Francisco. 

Hitchings also said “business ac- 
tivity is likely to remain on its cur- 
rent high plateau at least into early 
1958. 


“There are no dynamic forces 
developing at the present time 
either for renewed expansion or 
for contraction,” he added. 

Hitchings said dynamic spending 
segments in the economy will have 
to be Watched carefully in the 
months immediately ahead for clues 
to the direction of the economy 
after the first quarter of 1958. 





How They're Pushing Sales . . . 





Dealer Ad Ideas 


Lions Share in Glory 


7 Lions Club of Eugene, Ore., 
was praised in an ad by Par- 
menter Pontiac Co. as an aggres- 
sive group of men who “promote 
themselves by promoting all Ameri- 
can business.” 

“Let's look upon the Lions Club 
as a vital factor in the advance- 
ment of everybody's interests, and 
give them the support they richly 
deserve,” the ad said. 

* > 
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Group Promotion Launched 


EVEN new-car dealers in a 

seven-block area of the Oak Cliff 
section of Dallas have launched a 
cooperative program to publicize 
the area as “one of the highest vol- 
ume automobile sales concentra- 
tions to be found anywhere.” 

The concerns’ activities are car- 
ried on under the name of the Oak 
Cliff Auto Circle. Group advertising 
carries the name of each firm. The 
group estimated that about 60,000 
units are sold annually by the 


seven firms in the area. 
= 7 = 


Buyers, Please Note! 


ATTACHED to the steering wheel 
of every new car delivered by 
Downey Sales and Service (Dodge- 
Plymouth), Downey, is a card out- 
lining the customer cooperation de- 
sired in handling warranty service. 
A reduction in the number of cus- 
tomer complaints about warranty 
service time, leveling of the work 
load of warranty mechanics and 
channeling of requests for service 
to the service manager (not the 
new-car salesman) are benefits of 


the system. 
* ” * 


7 Dealers Join in Preview 


Gavan dealers in Lafayette, Ind., 
joined in issuing an eight-page 


tabloid section in the Lafayette 
newspaper previewing 1958 models. 

The dealers are Bill Andrews 
Oldsmobile, Inc.; Beck Auto Sales 
(Rambler), City Service Motor 
Corp. (Buick), Fireproof Garage 
Co. (DeSoto), Walter L. Gray, Inc. 
(Dodge-Plymouth), Horner Motor 
Co., Inc. (Chevrolet), and Charles 
L. Snyder, Ine. (Chrysler- 
Plymouth). 


Utica Likes Welk 

A LAWRENCE WELK program 
on WRUN in Utica, N.Y. will 

assist members of the Dodge Deal- 

ers Advertising Fund in selling 

their 1958 line. . 

This program consists primarily 
of Welk records and conversation 
by one of Utica’s leading disc jock- 
eys. Welk is on daily from 6:15 to 
6:30 p.m. Monday through Friday. 

On the remaining two major 
radio staticns—WIBX and WTLB 
—the dealers have purchased a 
series of five-minute newscasts 
throughout the day timed to coin- 
cide with high traffic hours. 

* > > 


A Teen-Age Tonic 


"[Set-AGERS were the target in 
a. uSed-car campaign Ken- 
more Motors (Ford), Buffalo. A 
newspaper ad was built around a 
prescription theme. 

Art work featured a large pre- 
scription bottle labeled “RX Teen 
Tonic.” Sketched in a spoon was @ 
flashy convertible. The ad was cap- 
tioned: “Kenmore Motors’ Teen 
Tonic Works Fast. Teen-agers Be- 
come Mature Adults—Young at 
Heart.” 

The ad listed a wide variety of 
used models suggested for teen- 
agers. 

















eer aT ae es 


We can't keep this under 


Our Hat... 


St 
CHRONICLE 


CTCL Sy me TiN 
a MUM het 
CIRCULATION in TEXAS! 


16,206° 


MORE THAN THE POST 


62,999 


MORE THAN THE PRESS 


AND on Sundays the 
Houston Chronicle has 
the LARGEST CITY 
ZONE CIRCULATION 
in Texas ... with 
28,041.* MORE THAN 
HOUSTON’S OTHER 
SUNDAY NEWSPAPER! 
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71.4 Million Vacation 
By Car in U.S. in ’57 


Approximately 71.4 million Ameri- 
cans used the automobile for vaca- 
tion travel during the 1957 vacation 
season, according to Curtis F. 
Proud, director of the Chicago Mo- 
tor Club’s Travel & Touring 
Bureau. 

In 1957, an estimated 80 mil- 
lion American vacationists will 
have spent $12 billion on foreign 
and domestic travel by Dec. 31, 
Proud said. The average car car- 
ries three passengers and covers 
1,400 miles in 12 days in pursuit 
of pleasure, he added. 

Vacation habits remained un- 
changed during the season, with a 
few noteworthy exceptions, Proud 
said. 

National parks ranked first in 
popularity, luring an estimated 55 


more people are taking summer 
vacations in Florida, he said. 

From inquiries requesting camp- 
ing and trailer sites, it appears that 
house trailers are becoming more 
popular, and vacationists desire a 
taste of the rugged, outdoor life. 

A shift was also indicated in 
regard to the travel dollar. Motor 


Decatur Dealers 
Donate 3 Autos 


DECATUR, Ill.—Three automobile 
dealers here have donated cars to 
the city’s senior high schools to be 
used in driver-training courses this 
year. 

The schools received a Chevrolet 
from El Bauer, a Pontiac from B. 


million tourists as compared to 26|B. Burns and a Plymouth from 


million visitors 10 years ago. Also,| W. C. Starr. 
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WELDS LIKE THIS 


DEMAND A 
UNIFORM STEEL 


Automatic high-speed welding techniques, common in 


many industries, can work to maximum efficiency only 
when the steel is quality-controlled to give the best weld- 
ing characteristics. Great Lakes Steel has had long ex- 
perience in satisfying the exacting needs of a wide variety 
of customers in this respect. 


Great Lakes quality-controlled steel has the uniformity 
of grain structure, surface and thickness that facilitates 
bigh-production welding. 

But uniformity is only one of the important characteristics 
of Great Lakes steel. Others, such as strength and ductility, 
combine to bring to you dependable performance during 
fabrication and in the end product. When you get Great 


vacationists seems to be looking 
for cheaper accommodations in 
order to have more money to 
spend on recreation, the motor 
club director said. 

At present, the motorist’s travel 
dollar is broken up six ways: food, 
28 cents; lodging, 22 cents; retail 
stores, 20 cents; gas and oil, 19 
cents; entertainment, 8 cents, and 
tires, parts and repairs, 3 cents. 

In another travel survey, the Chi- 
cago Tribune found that when 
Chicago-area residents take a trip, 
the woman of the family plays a 
dominant role in deciding where to 
go, what means of transportation to 
use and where the family will stay. 

What’s more, when the husband 
takes a business trip, his wife or 
family accompanies him 43 percent 


of the time. This announcement, | 
based on a comprehensive travel | 


study just completed was released 
by Arthur B. Olsen, manager of the 


paper’s classified - display -| 


advertising division. 

The study covers personal and 
business travel habits and plans 
of 1,747,000 households in the Chi- 
cago market, which last year ac- 
counted for approximately 3,348,- 
000 trips of more than three days 
duration. 

When asked to name places they’d 


the welded tube stock. 





sito Tames / 





“It formerly was owned by a 
little old contractor who never 
made the lowest bid.” 





consider traveling to during the 
next five years, Olsen reported 
some 18 percent mentioned Europe, 
Canada, Mexico, or some other for- 


|}eign spots; 27 percent mentioned 
|places in the western part of the 


country; 23 percent in the South; 21 





Tailpipe is butt-welded (left) in a continuous seam at the 
rate of 150 feet per minute as it travels through a tube mill. 
Finished passenger car tailpipe (right) is then bent from 


Lakes steel you get steel that fits your specifications, delivered 
on time. For the full story of Great Lakes quality-controlled 
steel, make it a point to call your Great Lakes Steel repre- 
sentative soon. He’s as near to you as your telephone. 


GREAT LAKES STEEL CORPORATION 


Detreit 29, Michigan « 


NATIONAL STEEL 


Division of 


CORPORATION 





District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand 


Rapi Houston, Indianapolis, Lansing, 


Angeles, New York City, 


Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 





— 


and 11 percent in the northeastern 
region. 

During 1956, Olsen said, extended 
travel by metropolitan Chicago 
households increased 19 percent 
over the previous year. Two out of 
every three households took at least 
one extended trip during 1956, the 
study showed. 

Personal travel (up 21 percent) 
accounted for most of the trips. 
However, 8% percent of the house- 
holds reported at least one business 
trip during the year, an increase of 
4 percent over 1955. 

The Tribune survey showed that 
one-third of the traveling families 
thought about where they were 
going more than three months in 
advance, with nearly one out of 
five making actual arrangements 
more than a month ahead of time. 

While approximately half (53.5 
percent) of the families stayed at a 
private house while traveling out of 
town last year, one out of five 
stayed in a motel, about the same 
number in a hotel, and approxi- 
mately 15 percent in a cottage, the 
study revealed. 


AAA, Red Cross 
Issue First-Aid 


Cards for Drivers 


Hundreds of traffic accident vic- 
tims suffer needless complications 
from their injuries as a result of 
the mishandling of first-aid before 
the ambulance arrives, the Ameri- 
can Automobile Assn. and the 
American Red Cross have warned. 


To educate the motoring public 
in the proper treatment of high- 
way injuries, the AAA and the Red 
Cross have prepared a convenient 
card listing the basic “do’s and 
don’t’s” of first aid in auto acci- 
dents. Motorists are urged to carry 
one in their wallet, purse or car at 
all times. 

Here are the rules prepared by 
Red Cross first-aid experts in co- 
operation with the AAA: 

1. Do not move an injured per- 
son, unless there is immediate 
danger. If you must move him, pull 
him by the shoulders or feet while 
others support trunk and head. Do 
not roll or twist body. 

2. Stop Bleeding by pressing 
against wound with clean cloth. 
Hold until bleeding stops. 

3. If victim is unconscious, even 
temporarily, suspect head injury. 
Keep him quiet. If you must move 
victim, keep him horizontal. 

4. Shock is present in most in- 
juries. Keep victim lying down and 
comfortable. Carefully watch those 
who insist on walking about. 

5. Burns are wounds. Exclude air 
to relieve pain. Cover with clean 
cloths. Treat for shock. 

6. Stoppage of breathing. Try to 
compress and expand the size of 
the chest alternately. Clear mouth 
and throat and keep them clear. 

7. Chest injuries. Limit motion of 
chest by placing wide strip of cloth 
snugly around lower ribs. Do not 
tighten. 

8. Fractures. Keep broken bone 
ends from moving. Keep joints 
above and below broken ends from 
moving. 


A Get 
12-Story, 400-Car 
Parking Garage 


A $15 million parking garage 
with elevators which travel hori- 
zontally, diagonally and vertically 
will open in Montreal next spring. 

The 12-story garage will be air- 
conditioned and will have a maxi- 
mum capacity of 400 cars. Opera- 
tors expect to have a 1,500-car daily 
turnover due to ease of parking and 
delivery. 

A front wall of transparent ac- 
tinic glass will allow passersby to 
watch the three high-speed eleva- 
tors at work night or day. 

The garage will be the first to- 
tally-enclosed, glass-walled, air-con- 
ditioned type ever built, according 
to the owners, Pierre Pouliot and 
two brothers, Emile and Raymond 
Collette. The garage is scheduled 
to open next April. 

Pouliot said the garage would 
have one-car pigeonholes which 
would hold the “biggest cars on the 
market” and assure safety from 
scratch-and-bump damage. 
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ngineering - Production - Material 


A Monthly Section Describing and Interpreting Technical Decelopments 





Auto Makers Press Recruiting Drive .. . 





Shortage of Engineers Persists 


By Joseph M, Callahan 
Engineering Editor 
SUBSTANTIAL shortage of 
engineers still exists in the 
automobile industry, although the 
shortage is not as acute today as 
it was a year ago. 

These are the most important 
facts revealed in an AUTOMOTIVE 
News survey in which the chief 
engineer of each auto-making divi- 
sion or company expressed his 
views about the present, past and 
future demand for engineers in the 
industry. 

In their replies, the chief en- 
gineers were asked temporarily 
to overlook the fact that most 


Plating Equipment 
Output Modernized 


New System Brings 
Improved Design 


NEW system of manufacturing 





A 


equipment on a semi-mass produc- 
tion basis has been developed by 
Wagner Bros. of Detroit. 

According to the Wagner engi- 
neers, this new approach has helped 
pave the way for a number of in- 
novations in equipment design and 
for several advancements in manu- 
facturing procedure. 

The system evolved from build- 
ing a testing and development 
mockup which enabled Wagner 
engineers to take a design ap- 
proach much like the lofting 


techniques that have long been | 


used in the aircraft industry. 
This design reportedly has re- 
duced by 60 percent the time re- 
quired to lay out a custom plating 
machine, regardless of equipment 


length or complexity required for| 


individual installation. 

> > = 
7 key to the successful use of 
this system is a so-called “mod- 
ular” manufacturing technique 
which permits the selection of any 
segment of a desired machine from 

existing lofts. 

Plans for all the individually 
selected modular segments can 


then be transferred to a master 
(Continued on Page 30, Col. 4) 
* * > 
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Organizing Segments— 


: A wagner engineer transfers plans for 
individual modular segments to a master 
biveprint for a custom-made automated 
Plating machine. This system is said to 
reduce engineering time by 65 percent. 


custom, automated plating) 


| companies usually seek out better 
engineers and to phrase their 
answers so that true industry 
trends could be gauged. 

When asked flatly if they felt 
there was a shortage of engineers 
in the auto industry now, 10 of 
the chief engineers replied “yes” 
and four said “no.” 

* * * 
NSWERING in the affirmative 
were Ford division's Hans A. 

Matthias, Plymouth’s Arnold W. 
Steckling, Buick’s Oliver K. Kelley, 
Oldsmobile’s Harold N. Metzel, 
Pontiac’s Elliott M. (Pete) Estes, 
Dodge’s R. Dean Engle, Chrysler 
division’s Robert M. Rodgér, De- 
Soto’s A. Elliott Kimberly, Stude- 
| baker-Packard’s Eugene J. Hardig 
|and Edsel’s Neil L, Blume. 

| Replying in the negative were 
| Chevrolet’s Harry F. Barr, Lincoln- 
|Mercury’s Harold L, MacDonald, 
Cadillac’s Charles F. Arnold and 
|American Motors Ralph H. 
Isbrandt. 

It is very likely that there is 
| more unanimity about the short- 
age of engineers than appears on 
the surface in that some of the 


latter firms have successful chan- 
* > = 








R. H. Isbrandt 
(AMC) 





Cc. F. Arnold 
(Cadillac) 








H. F. Barr 
(Chevrolet) 


0. K. Kelley 


(Buick) 


AN UNUSUAL campaign has been 
started by Du Pont that is ex- 
pected to eventually drive one of its 
principal products—Duco lacquer— 
out of the auto market and replace 
it with the new “wonder” paint, 
Lucite lacquer. 

Lucite was used experimentally 
on a very limited number of 1956 
GM cars. During the ’57 model year, 
it was quietly used on 15 to 20 per- 
cent of the Chevrolet and Pontiac 
production and to a lesser extent 
on Oldsmobiles and Cadillacs, 


This year for the first time 
Lucite lacquer will be available 
on any GM car. The Corvette will 
be painted with Lucite only. How- 
ever, in most cases the buyer will 
have to pay extra for this lacquer, 
as much as $215 extra on some 
Cadillacs. 

Du Pont now has its Lucite pro- 
duction up. to such a level that it is 
going all out in an unprecedented 
campaign to sell about 25 percent 
of the people who will buy GM cars 
this year on the advantages of Lu- 
cite over Duco. 

* * * 
[ Ance ads in Life and Saturday 

Evening Post were used to kick 








nels for the procurement of en- 
gineers and some of them are 
affected by local factors such as 
recently completed engineering 
expansions and divisional mer- 
gers. 

In this connection, Chevrolet’s 
Barr said, “One point we would 
like to repeat to assure complete 
understanding, is that these opin- 
ions are based entirely on Chev- 
rolet Engineering, which is the 
department in Chevrolet which has 
the responsibility for product de- 
sign and engineering and does not 
have responsibility for the manu- 


facture and assembly of the prod- 
* > = 





R. M. Rodger 
(Chrysier) 








A. E. Kimberly 
(De Soto) 


H. A. Matthias 
(Ford) 





R. D. Engle 
(Dodge) 





Du Pont Gives Lucite 


off this campaign last month. These 
are being followed up with Lucite 
press parties and more ads in these 
and other publications. 

“So far as we know,” said a Du 
Pont official, “aside from our an- 
nouncement of Lucite lacquer and 
Dulux 100 enamel a year ago, auto- 
motive finishes heretofore have 
never been extensively advertised 
to prospective car buyers. 

“Last year, nobody heard much 


SAE Parley Eyes 


European Plants; 
Gruenther to Talk 


ves 1958 annual meeting of the 
Society of Automotive En- 
gineers will feature discussion of 
engine design by computer, use of 
radioactivity as a tool, future new 
materials and the small car. 

The meeting, scheduled for Jan. 
13-17 in the Sheraton-Cadillac and 
Statler hotels at Detroit, will have 
coincident sessions in the two 
hotels to accommodate both panel 


discussions and the presentation of 
(Continued on Page 26, Col. 5) 


|uct, or construction and operation 
of the plants.” 

“In Chevrolet engineering there 
is no shortage of engineers at this 
|time. We are adequately staffed 
|; but are placing some emphasis on 
recruiting for future engineers for 
| replacement purposes.” 

= * * 
Divergent Opinions 

ADILLAC’S Arnold said, “No 

| “4(engineer shortage)—at least not 
a critical shortage.” 
Matthias of Ford division de- 
clared, “There is somewhat of a 
shortage of qualified and experi- 
enced engineers, but this shortage 
is not as acute as was the case a 
year or two ago.” 

The strongest affirmative reply 
about the shortage came from 
Dodge’s Engle who asserted, 
“Very definitely so.” 

Commented Edsel’s Blume, “The 
period of rapid expansion of facili- 
ties and activities is about com- 
pleted and thus our need for engi- 
neers is only on a _ replacement 
basis at this time. 

“For the past two years, Edsel 


(Continued on Page 18, Col. 1) 
* * * 











H. N. Metzel 
(Oldsmobile ) 





A. W. Steckling 
(Plymouth) 








| about Lucite because we couldn’t 
supply it in large enough quanti- 
ties. The auto makers only used 
it on a limited basis. However, 
we expect that it will eventually 
be all Lucite and no Duco.” 
Another official said that Du Pont 
had been making Duco since 1925 
and that hitherto the company had 
seen no need to advertise to con- 
sumers because there has been 
| nothing to sell and possibly because 
there was sufficient demand for its 
productive capacity. 
* . * 


Lucite a Harder Finish 


[Score lacquer, on which Du 
Pont has lavished nine years of 
research and hundreds of thou- 
sands of man-hours of scientific re- 
search, is basically a clear plastic 
that is made from acrylic resin 
which, in turn, is the product of 





coal, air and water. 

In contrast, Duco has a base of 
nitrocellulose resin which is made 
from nitrated cotton. 

Simply speaking, the main dif- 
ference is that Lucite has a much 
harder finish that resists chip- 





(Continued on Page 26, Col. 1) 





by Joseph M. Callahan 





How Noise Vibrations 


Are Eliminated 


Nn was actually put on trial 
before a judge and a five-man 
jury by the Fisher Body division of 
GM in its efforts to give 1958 car 
owners a quieter, safer and more 
comfortable ride. 


| Although Fisher, which makes all 
GM car bodies except those for 
Oldsmobile and Buick station wag- 
ons, has been using the “jury room” 
system for eliminating car noises 
for some time. The story of this 
system was first told to AuTomMoTivE 
News. 


While it has been long known 
that automobile rattles are one 
of the most annoying things to 
@ new-car buyer, Fisher sound 
engineers have been spurred on 
recently by information that 
noise creates a comfort and 
fatigue problem directly related 
to safe driving. 

Working with electronic stetho- 
scopes and high-fidelity stereo- 
phonic tape recorders, the Fisher 
Body and GM Proving Ground ex- 
perts feel that by their cooperative 

| labors they have made considerable 
| progress in eliminating annoying 
vibrations and noise. 

Noise and the elimination of 
noise is considered from the first 
moment Fisher begins a new body. 
Engineers know that a good, solid 
oan structure is the first step in 


keeping noise levels at a minimum. 
+. > = 








Long Series of Tests 


Witt this in mind, experimental 
body models are built by hand 
and subjected to a long series of 
tests to determine the strength and 
quality of the complete structure. 
They are subjected to torsion tests, 
bending tests, shake tests. break- 
down tests and numerous static 
tests of the whole structure and of 
individual parts and assemblies. 

As a result of these tests and 
through experience gained while 
making as many as 4 million bodies 
a year, Fisher uses heavy gauge 
box-type girders and roof rails 
anchored to a solid steel founda- 
tion, producing an integrally-joined 
assembly. 

The next step in the prevention 
or isolation of noises is the 
utilization of sound - deadening 
materials. Twenty-three different 
kinds of insulating and sealing 
materials keep body noises down, 
dirt and dust out and the comfort 
level up in Fisher bodies. 

Some of these materials are 
jute, rubber, asphalt felt, spray-on 
deadener, asphalt mastic, wood 
cellulose, Fiberglas, Tuflex felt, K-B 
board and amberlite, a substance 
made of cotton thread, old tire 
cord and resin. 

After hundreds of tests and after 
the experimental bodies are per- 
fected from the sound and other 


standpoints, Fisher finally begins 
(Continued on Page 27, Col, 1) 
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Shortage of Engineers Persists 


(Continued from Page 17) 


division has been building its en- 
gineering organization toward its 
manpower goals. These goals have 
now been attained and thus our 
need for engineers will be for re- 
placements only. 

“However, it is anticipated that 
graduate engineers will gradually 
be placed in technical positions 
now occupied by non-graduates 
which will cause a continuing need 
for engineers, but on a lesser basis 
than in the past.” 

* * * 
IN asked to compare the 
present engineer demand to 
the demand six months ago, nine 
of the 14 chief engineers said there 
Was no change. 

The chief engineers at Dodge and 
DeSoto reported a slight increase 
in the demand in this period and 
the chief engineers of Chevrolet, 
Buick and American Motors re- 
ported a slight decrease. 

In comparing the present de- 
mand for engineers to that of 

@ year ago, eight chief engineers 
said there was less demand, four 

chief engineers (from Oldsmo- 
bile, Dodge, Chrysler division and 
DeSoto) said there was more de- 
mand and the chief engineers at 

Plymouth and American Motors 
said the demand was unchanged. 

They were equally divided as to 
how the present engineer demand 
compared to the demand two years 
ago, Six engineers said the demand 
was greater, six said it was lesser 
and two said the demand was un- 
changed. 


Sputnik Plays a Role 


UT what about the future de- 
mand for enginers in the auto 
industry ? 

Recognizing that the answer to 
this question could not be found 
on their slide rules, some of the 
chief engineers at first appeared 
reluctant to answer—but they all 
eventually did. 

This is a difficult question be- 
cause its answer is so dependent on 
world affairs, the U. S. economy 
and the future of the auto industry. 

An example of how rapidly 
certain events affect this — 


ably increase the engineer 
shortage in the auto 4 

When asked if they expected the 
demand for engineers to increase 
in the next year, six of the chief 
engineers said “yes” and seven said 
“no.” AMC’s Isbrandt expects no 
change in demand. 

Those replying affirmatively were 
Plymouth’s Steckling, Buick’s 
Kelley, Oldsmobile’s Metzel, Lin- 
coln-Mercury’s MacDonald, Dodge’s 
Engle, Chrysler’s Rodger and De- 
Soto’s Kimberly. 

> . 


N COMMENTING on what they 

expected the demand for en- 
gineers in the auto industry to be 
in 1959, eight chief engineers said 
the demand would be greater, two 
said it possibly would be greater 
and four said there would be less 
demand. 

Predicting a greater demand by 





Automatic Glue Spreader— 


This is a view of the outfeed side of a hooded spreader of adhesives made by 
Black Brothers Co., Mendota, Ill. The firm says the machine saves glue normally lost 
in spraying in the lamination of metals. 


1959 were the chief engineers of 
Plymouth, Buick, Oldsmobile, Lin- 
coln-Mercury, Dodge, Chrysler, 
DeSoto and American Motors. Pon- 
tiac’s Estes and Cadillac’s Arnold 
said the demand possibly would be 
greater. 

Since there apparently is an 
engineer shortage in the auto 
industry, the next question put 
to the 14 chief engineers was, 
“Percentage-wise, what kind of 
engineers are most needed?” 
According to the replies, from 50 

to 95 percent of the need is and 
will be for mechanical engineers, 
with 5 to 40 percent of the demand 
for electrical engineers and 5 to 15 
percent of the demand for indus- 
trial engineers. 

The only other types of engineers 
expected to be in demand in the 
auto industry are body engineers 
(by American Motors) and process 
engineers (by Studebaker-Packard). 

> > > 


ERE is what some of the divi-| 


sions’ chief engineers estimate 
the demand for mechanical en- 


gineers will be in the future: Ford, | 


75 percent of the total need; Chev- 
rolet, 95 percent; Buick, 50 per- 
cent; Oldsmobile, 70 percent; Lin- 


and American Motors, 10 percent. 

The future demand for indus- 
trial engineers was estimated at 

15 percent of the total call by 
Ford’s Matthias, 17 percent by 
Buick’s Kelley, 10 percent by 
Cadillac’s Arnold and 10 percent 
by Chrysler’s Rodger. 

The broadest reply to this ques- 
tion came from Plymouth’s Steck- 
ling who said, “We are interested 
in most any engineer who has had 
a good basic background and is 
interested in our type of work.” 

> + * 


10 Recruiting Methods 


YPICAL of the auto industry, 

these chief engineers have 
not sat back and merely submitted 
to this shortage of engineers. For 
the past several years they have 
| aggressively worked to make sure 
that their staffs had at least as 
|}many qualified engineers as pos- 
| sible. 

The following 10 methods of at- 
tracting engineers are used by the 
auto-making divisions or compan- 
ies: 

1, College recruiting—used by 
Ford, Chevrolet, Plymouth, Buick, 
Chrysler division, DeSoto, Stude- 
baker-Packard and Edsel. 








Aluminum Transmission— 


This aluminum transmission - case, on | 
nounced by Buick for some of its 1958 


| commented, 


<—teney 


subsidy program in which it pays 
the school expenses of 100 to 125 
young employes who are interested 
in becoming engineering techni- 
cians. 

Woolson said, “Although Chrysler 
Corp. obtains most of its young 
engineers directly from college 
campuses, it also hires promising 
high school grads who for one 
reason or another do not plan to 
enter a regular four-year college or 
university. 

“Many of these young men en- 
roll for evening courses at the 
Chrysler Engineering Institute. 
Many will become draftsmen in 
the various engineering depart- 
ments. Starting salary for these 
youngsters is around $281 a month 
plus cost-of-living allowance.” 

7. Recruiting of engineers re- 
leased by the armed forces—a 
method used by DeSoto and Chrys- 
ler. 

Discussing this matter, Woolson 
“Some of Chrysler 


models, has set two auto industry records. | Corp.’s most fruitful sources of en- 
The 26-pound case is the largest produc-| Zineers are the separation centers 
tion aluminum casting used by auvto| at military research and develop- 
makers and is the first to combine three| ment headquarters throughout the 
formerly separate parts into a single per-| country. The men obtained here 
manent mold casting, according to Robert| have had valuable experience as 
J. O'Grody, above, automotive sales| military technicians and some of 
manager, Reynolds Metal Co. O'Grody| them move immediately into jobs 
says integration of the torque convertor | comparable to the ones they had in 
housing, gear housing and valve body| the military.” 

into a single component is a major| He added, “There are times when 


coln-Mercury, 50 percent; Cadillac, | 
75 percent; Chrysler, 70 percent, | 
and American Motors, 50 percent. | 

They estimated that the demand) 
for electrical engineers would claim | 
the following portions of the total | 
requirement: Ford, 10 percent;| 
Chevrolet, 5 percent; Buick, 33 per- | 
cent; Oldsmobile, 30 percent; Lin-| 
coln-Mercury, 40 percent; Cadillac, | 
10 percent; Chrysler, 30 percent, | 


Roller Spreader 


Barr said that Chevrolet repre- 
sentatives were interviewing stu- 
dents at recognized engineering 
schools in Michigan, Indiana and 
Ohio. College recruiting produced 
10 engineers for Chevrolet last 
year. After joining the company, 
most of these men participate 
in Chevrolet’s two-year college 
graduate in-training program. 

L. Irving Woolson, president of 
| DeSoto division and ap engineer 
| himself who is intimately acquainted 
|with the problem, said recently: 


Cuts Glue Loss, | 
Maker Declares | 


MENDOTA, Ill. — Roller-ty pe| 
glue-spreading machines eliminate | 
the loss due to overspray of rubber- | 
base contact adhesives in lamina- 
tion of metals, according to Black 
Brothers Co., which makes the) 
machines. | 

The adhesive spread by the ma-| 
chine has a degree of uniformity | 
which spraying cannot achieve,| 
Black says. 

A doctor roll is adjustable in re- 
lationship to the adhesive-applica- 
tion roll so as to provide the desired 
thickness of glue, the company said. 

Black described the operation of 
a spreader installed at Lobdell- 
Emory Mfg. Co., Alma, Mich. 

The application rolls automati- 
cally take the stock, depositing ad- 
hesive on the top side. Passing 
through the machine, the coated 
sheets are automatically fed onto a 
power-driven conveyor on the off- 
bearing side. 

A mechanism in the application- 
roll drive permits it to be timed to 
the travel of the belt conveyor re- 
ceiving stock at the outfeed. 

Moving down the assembly line, 
the coated pieces of stock pass a 
forced draft system. This draws off 
excess vapors, developing proper 





“Chrysler Corp. 
and divisions like 
DeSoto, along 
with every other 
large industrial 
enterprise, has its 
recruiting team 
which visits 
scores of college 
campuses several 
times each year; 

“At each of 

: these campus 
L. I. Woolson sites, personal in- 
terviews with graduating engineer- 
ing students are arranged (and with 
graduating seniors in many other 
fields) and the best qualified men 
(and women) are asked to come 
to the factory. 

“Like every other company hir- 
ing engineers, Chrysler has to fight 
for these men, for the bidding is 
high and comes from many quar- 
ters, 





> * > 


9 ADVERTISING in newspapers, 

* trade publications and maga- 
zines—used by Ford, Buick, DeSoto, 
American Motors and Studebaker- 
Packard. 

3. Personal contact by company 
engineers—-used by Oldsmobile, 
Chrysler and American Motors. 

4. Offering advanced training 
at the General Motors Institute 
and the Chrysler. Institute of En- 





breakthrough in aluminum casting tech- 
nology which is opening to avto makers 
revolutionary concepts in manufacturing 
and assembly. 


training programs—used by Chev- 
rolet and Pontiac._[hese programs 
usually involve some work by the 
student at a respectable salary, 


> 
some training and some discussion | Offer "Em 


on the advantages of working for'| 
these divisions. 

For example, during this past 
summer Chevrolet engineering 
employed 33 college students — 
from seniors to freshmen. At the 

end of the summer they had a | 

lunch with top Chevrolet officials. 

All but one of the students was | 

invited back next year. 

6. Training of high school grad-| 
uates—used by Chevrolet, Plym-| 
outh, and Oldsmobile. This training 
usually consists of courses in de- 
tailing and other subjects which 
will qualify the young men as en-| 
gineering technicians. 

This helps to alleviate the en- 
gineer shortage by freeing graduate | 
engineers for other work. 

Barr said that Chevrolet now has 
20 recent high school graduates in 
a drafting training program. These 
men receive an adequate salary. 
When they complete their 6 to 12 
months’ training, they become 
junior detailers. 


> = > 
N ADDITION, Chevrolet last 
September began a night school | 





| be called an 


Chrysler talent scouts must invade 
other industrial areas for engineer- 
ing help. Such was the case not 
long ago when an optical expert 
was needed. Nuclear engineers, too, 
must usually be sought outside the 
Detroit area.” 

* > > 

a Title ~ 
CONTACTING engineering so- 
® cieties and associations — used 
by Ford division. 

9. Offering interesting jobs to en- 
gineers—a method used by Dodge's 
Engle, who reported that his firm 
offers advantageous and interesting 
job positions worthy of their efforts 
and technical training. 

Although Dodge is no different 
than any other auto maker in this 
respect, it is well known that many 
engineers and engineering gradu- 
ates are lured to.cther jobs by the 
offer of a title. a 

Often these offers involve no 
more salary (and sometimes less) 
and are based largely on a form 
of “snob-appeal” to which en- 
gineering graduates easily suc- 
cumb—the desire to be labeled 
an “engineer.” 

Regardless of any title, most top 
automotive engineers agree that 
the average college or university 
graduate engineer cannot honestly 
“engineer” until he 
has been on a drawing board two 

(Continued on Page 19, Col. 1) 
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tackiness of adhesive before the| gimeering—used by Chevrolet and 
sheets are joined with metal backup| Plymouth. Other GM and Chrys- 
panels to form composite parts, ler Corp. divisions may also be 


desired. | 


| using this method. 


Barr commented, “We have quite 
a group of young men which we 
are sponsoring in General Motors 
Institute on a cooperative basis. 
This group will satisfy a great 
portion of our needs in future 

ears.” 

He added that Chevrolet has no 
hold on these sponsored students, 
although Chevrolet engineers do 
get a chance to sell the young men 
on their prospects at Chevrolet. 
Barr said almost 100 percent of the 
graduates sponsored by Chevrolet 
at GMI do return to the division. 
Barr said several of these have 
upper executive posts today. 

* * * 


2-Year Grad Course 

QTeCRL ING of Plymouth said 
that the Chrysler Institute of 

Engineering offers an attractive 

two-year course for graduate en- 





Five-Station Press— 


This five-station open-gap horn press, built by Hydraulic Press Mfg. Co., a division 


gineers. 

“Right now, Chrysler Corp. en- 
gineers are visiting colleges and 
universities all over the country to 
recruit the most outstanding stu- 
dents for next year,” he added. 

5. Summer engineering student 


of Koehring Co., Mount Gilead, O., was designed for punching and embossing opera- 
tions formerly requiring several presses. One compact welded steel frame houses five 
main cylinder and ram assemblies which are controlled individually by foot pedal 
at the option of the operator. On this multiple-station press, one operator is doing 
the work originally handled by several. Each of the five main rams has a pressure 
capacity of 100 tons. The entire unit is powered by a 50-horsepower electric motor 
and a 100-galion radial type piston pump. 
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Is Pressed ... 


Shortage Persists 
In Auto Engineers 


(Continued from Page 18) 


to five years or has had compa- 
rable experience. 
10. Employment agencies — a 
method used by American Motors. 
* + + 


— 14 chief engineers were 
asked to comment on the fac- 
tors that have changed and will 
change the demand for engineers, 
in their divisions. Here are their 
replies: 

Ford’s Matthias: “Probably the 
main factor is that the original 
staffing of our engineering activi- 
ties has been pretty much com- 
pleted. Our present needs and any 
future needs will be replacements.” 

Chevrolet’s Barr: “Speaking 
from the angle of Chevrolet en- 
gineering, we wish to explain that 
we have just passed through a 
period of five years, from 1952 
to 1957, of constant expansion. 
We have now reached a level 
which we believe will be con- 
stant for the next several years. 

“The overall demand for en- 
gineers has been affected to a great 
extent by the decrease in require- 
ments by the aircraft industry. 
Should the requirements of the air- 
craft industry or another industry 
other than automotive increase, it 
is reasonable to expect that they 
will make certain inroads on the 
automotive industry and thereby 
cause a change in the demands.” 

Plymouth’s Steckling: “As our 
standard of living continues to rise, 
as things become more mechanized 
and specialized, more engineers are 
going to be needed to design, build 
and service the needs of a con- 
stantly expanding population.” 

” > = 


‘Artificial Overdemand’ 


UICK’S Kelley: “Feverish bid- 
ding by defense industries 
caused an artificia] over-demand 
for engineers in the last 18 months. 
The normal course of technologi- 
cal advance anticipates an ever- 
increasing demand for engineers.” 
Oldsmobile’s Metzel felt that the 
increased demand for engineers 
was the result of the “need for 
more new things; need for working 
farther ahead, and increased com- 
plexity of cars (more equipment— 
less space).” 

Pontiac’s Estes: “As far as the 
automobile industry is concerned, 
two factors are responsible for 
increased demand for engineers: 
(1) The major mechanical 
changes in our products almost 
on a yearly basis as compared 
to a three-year cycle a few years 
ago and (2) a major increase in 
the optional items offered on new 
ears, such as air conditioning, air 
ride, etc., which in some cases, 
practically doubles the required 
engineering manpower — both in 
design and development.” 
Lincoln-Mercury’s MacDonald ob- 

served that the automotive market 
has levelled off at a lower annual 
total than anticipated after 1955. 

“Automobiles are, however, going 

through an extensive feature- 


ASME Schedules 
Largest Meeting 


NEW YORK.—The annual meet- 
ing of the American Society of Me- 
chanical Engineers, Dec. 1-6, will 
require the facilities of two major 
New York hotels and will com- 
press into six days presentation of 
More than 250 papers. It will be the 
largest meeting ever sponsored by 
the ASME. 

On most meeting days, from 12 
to 15 simultaneous sessions will be 
Tequired to cover such topics as 
new aircraft, solar power, metal 
Processing, nuclear energy, safety, 
education and plastics. 

Thousands of engineers, scien- 
tists, businessmen, educators and 
others, both members and non- 
Members of ASME, are expected 
to participate. Featured speakers 
include Adm. Lewis L. Strauss, 
chairman of the U. S. Atomic En- 
ergy Commission; Henry T. Heald, 
Ferd Foundation president, and 
William F. Ryan, retiring ASME 
President. 


change era and this has kept the 
present requirements for engineers 
up, but at a leveled-off position,” 
MacDonald said. “But scientific ad- 
vances will make engineers with 
more technical background a re- 
quirement. 


“There is still a dire need for en- 
gineers with experience and the 
ability to handle executive assign- 
ments.” 

+ + * 


[FIjOPcEs Engle: “In the automo- 

tive field the increased compli- 
cations of various components such 
as air conditioning, automatic 
transmission, power steering, power 
brakes ‘and so forth have greatly 
increased the number and skill of 
technical personnel required to de- 
velop and improve these items, as 
well as coming up with new fea- 


KELSEY-HAYES COMPANY 
Gen’! Offices: Detroit 32, Mich. 
Automotive, Aviation and Agricultural 
Parts - Hand Teots for industry and Home 
17 Plants: Detroit and Jackson, 
Mich.; Los Angeles; McKees- 
port, Pa.; Springfield, Ohio 
(Speco Division); Utica, N. Y. 
(Utiea Drop Forge & Tool Divi- 
sion); Davenport, lowa (Farm 
Implement and Wheel Division); 
Philadelphia, Pa. (Heintz Divi- 
sion); Windsor, Ont., Canada. 


tures which the public is demand-| 
ng. 

“A comparison may be made be- 
tween the car of just a few years 
ago—with a single offering to the 
public of power plant accessories 
and convenience features, and with 
its one or two colors and trim 
and other options available—and 
with current cars providing a wide 
range of power assists, safety fea- 
tures, model options, trim combin- 
ations and available features. 


“These developments, which are 
attributed to engineering per- 
sonnel, go a long way in creat- 
ing the ever-increasing demand 
in the market for today’s auto- 
mobile.” 

Cadillac’s Arnold said he thought 
the decline in demand for engineers 

was the result of “less competition 
for available manpower—more 
manpower becoming available as 
the low birth rate of the depression 
era falls further behind us.” 
= * * 


Complex Products 
HRYSLER’S Rodger: “The de- 
mand is increasing because of 
(1) the increasing complexity of 
products particularly in the areas 
of automatic and labor-saving as- 
(Continued on Page 23, Col. 1) 
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Plastic Enclosure for Willys Jeep— 

A fiberglas reinforced plastic enclosure for the CJ-5 Willys Jeep has been announced 
by Reinforced Plastics Corp., Vineyard Haven, Mass. The side doors of the enclosure 
are installed on hinge pins, making it possible to remove or reinstall the doors. The 
rear door is designed so that it slides up under the roof. In addition, the whole 
enclosure is removable. 


Reflected in this modern motor car wheel, hub-and-drum, and brake 
assembly are the precision and excellence of quality which have earned 
for Kelsey-Hayes a respected name among suppliers to the 
automotive industry since 1908. Products representative of the 
specialized skills and facilities of Kelsey-Hayes in the manufacture 
of fine automotive parts and components: include: wheels, brakes, 
hubs and drums, power brakes, transmission bands and other chassis parts. 





The 1958 Chrysler features fine wool broadcloth in its luxury models. 


America’s 
finest cars offer 
wool upholstery 


‘loday’s customers—especially the women—are 
paying more and more attention to car interiors. 
They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


e Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It is highly flame- 





resistant, and it helps the driver keep in 
position on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not sag or wrinkle. Dirt and spots come 
out easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 





Wool suit by Harry Frechtel; gloves by Superb; jewelry by Trifari. 
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Clark Upright Permits 
Ceiling-High Stacking 


A three-section, telescoping fork truck 
upright that raises to permit ceiling-high 
stacking and retracts low enough to pass 
through boxcar doors has been announced 
by the industrial truck division, Clark 
Equipment Co., Battle Creek, Mich. 

Named the “triple lift upright,” the 
device is available in four standard sizes 
and at additional cost in seven optional 
sizes. In the smallest size the maximum 
fork height (the height to which a pallet 
can be raised) is 126 inches. When the 
forks are lowered, the overall height of 
the fork truck is only 65 inches. In the 
largest upright size, maximum fork height 
is 216 inches (18 feet) and overall height 


with forks lowered is 96 inches. 
+. * > 


General Electric Announces 


Gear Motors, Transmissions 


A line of integral horsepower gear 
motors and related transmissions has been 
announced by the gear motor and trans- 
mission components department of Pater- 
son, General Electric Co., N. J. 

Designed in anticipation of industry's 
increasing need for compact and versatile 
speed reduction, the line will be offered 
in three basic components: An integral- 
type unit, functionally equivalent to pre- 
vious GE designs where gear and drive 
motor are packaged into a single unit; an 
all-motor type which features the drive 
motor coupled to the gear reducer and 
mounted on a common carrier; and a 
separate helical speed reducer which may 
be used with a variety of prime movers. 





Precision Height Gage 
Marketed by Standard 


+» As a companion device for use with its 
Check Master test indicator, Standard 
Gage Co., Inc., Poughkeepsie, N. Y., has 
announced a special Check Master height 
gage. 

Because the test indicator responds to 
dimensional variations as low as .00002 
of an inch, it was imperative to have a 
height gage adjustable to consistent 
“tenth” accuracy for use with it, accord- 
ing to the company. The height gage has 
a rigid 5/16 x 11/4 inch column sup- 
ported by a solid cast iron base. The slid- 
ing carriage is extremely simple, but rigid 
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properties available in the nonheat-treat- 
able alloys, it is said. Good resistance 
to corrosion and stress corrosion are 
offered by the alloy. It also possesses 
excellent welding characteristics and can 
be joined by the resistance, tungsten arc 
and consumable electrode methods. Tensile 
strength of welds exceeds the 42,000 psi 
minimum tensile strength guaranteed for 


the alloy in the annealed temper. 
a 





Power Sweeper Model 
Designed for Small Areas 

Wayne Mfg. Co., Pomona, Calif., has 
announced its power sweeper Model 604, 
designed to sweep plants indoors and 
ovt where narrow and congested areas 
would not permit effective power sweep- 
ing by larger sweepers. 

Although the overall width is only 38% 
inches, the Wayne model 604 can sweep 


a 30-inch swath, it is said. 
i. 2 


Hollow-Shaft Gearmotors 
Developed by Cone-Drive 


A line of hollow shaft gearmotors, de- 
signed to take advantage of the high 
load capacity in small center distances 
of double-enveloping worm gearing, is 
now available from Cone-Drive Gears 
division of Michigan Tool Co., 7171 E. 
McNichols Rd., Detroit 12, Mich. 

By combining unique double-envelop- 
ing worm gearing with a helical primary, 
the new gearmotors are said to provide 
high ovtput torque ratings, extremely 
compact housings and a cost below that 
of competitive units of this type. To 
complement the high load-carrying ca- 
pacity of these units, extremely large 
taper roller bearings are used on all 
shofts. 

Cone-Drive gearmotors are currently 
available to handle 1-hp to 15-hp standard 
NEMA D-flange motors. They can be 
ordered with or without motors as desired. 
Output speeds range from 7.3 r.p.m. to 
525 r.p.m. in 27 increments with 1,750 
r.p.m. motors. Variations from these stand- 
ord speeds can be obtained on special 
order at additional cost. 





Automatic Clutch Features 


Built-in Ventilating System 
Rapid heat dissipation by means of a 


with front of column free of lock or ad-/ builtin ventilating system is said to be 


justment screws. 
ee  @ 


Aluminum Alloy Developed 
For Structural Purposes 


Marine and structural uses of aluminum 
calling for high strength, easily welded 
plate were given new impetus with an- 
nouncement of an alloy 5456 by Aluminum 
Co. of America, 797 Alcoa Bidg., Pitts- 
burgh 19, Pa. 

The composition is being rolled into 
plates having the highest mechanical 


the ovtstanding feature of the “800” 
Series Automatic Clutch now available 
from Salsbury Corp., 1161 E. Florence 
Ave., los Angeles 1, Calif. This cooling 
design is suited for loads requiring ex- 
tended acceleration periods. 

The clutch also boasts a large friction 
erea—40 square inches. This clutch has 
been engineered for use on both electric 
motors (2 to 5 horsepower at 1,750 r.p.m.) 
and gasoline engines (6 to 9 horsepower.) 
it accommodates a broad selection of de- 
tachable sheaves for versatile application. 





Engineering and Production 
New Products 





Dry Fluid Drive Line 
Expanded by Dodge 

Flexidyne, the dry fluid drive introduced 
by Dodge Mfg. Corp., Mishawaka, Ind., 
two years ago, is now being manufactured 
in a larger size with horsepower ratings 


50 percent over the maximum recom- 
mended for drives and couplings of this 
type previously offered. 

Dodge engineers recommend the 15D 
and 15C models for use with motors rated 
up to 75 horsepower at 1,750 r.p.m. 
Flexidyne is said to provide a better way 
to start loads smoothly, protects against 
shocks and overloads, saves power, and 
gets 100 percent efficiency at full load. 

. & @ 


Rubber-to-Metal Adhesive 
Is Stronger, Raybestos Says 


The Adhesives department of Raybes- 
tos-Manhattan, Inc., Bridgeport 2, Conn., 
has developed a new adhesive for bond- 
ing cured natural or synthetic rubber to 
metal. It is said to be so strong that the 
rubber will tear before it can be peeled 
from the metal. 


The new adhesive is designated Ray- 
BOND R-86001. Cured in 24 hours, at 77 
degrees Fahrenheit, it reaches maximum 
strength in seven days. To reach maxi- 
mum strength immediately, it may be 


cured in four hours at 120-140 degrees. 
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New Extrusion Method 


Bakelite Co., a division of Union Car- 
bide Corp., has developed a new vinyl 
resin and a new controlled pressure ex- 
trusion technique which is said to allow 
operation at the maximum screw speed 
of which a machine is capable. The new 
resin is designated oves. 

© 


Variable Speed Drive 


Speed Selector, Inc., Box 312, Chagrin 
Falls, O., says its Model 4100 compound 
variable speed drive applied to the Van- 
ton plastic pump provides an “economical 
but accurate method of varying flow ca- 
pacity without the use of an expensive 


variable speed motor.” 
e 2s -2 





Steel Conveyor Chain 
Features Wing Attachment 


Forged steel conveyor chain, each link 
made with a wing attachment, has been 
brought on the market by Robert A. Main 
& Sons, Inc., 257 Pascack Rd., Paramus, 
Mm. 2 


This pin type chain can be furnished for 
acid or heat conditions using corrosion 
or heat resistant materials. It is easy to 
take apart or assemble due to its simple 
design. Each pin is locked against rota- 
tion. Each link has a wing attachment 
making it easy to attach wood or metal 
conveyor slats for all types of duty, it is 
claimed. an 


General Electric Unit Used 
To Calibrate Instruments 


Full-scale production of a general- 
purpose standardization console able to 
calibrate AC and DC current and voltage 
instruments has been announced by Gen- 
eral Electric Co., Schenectady 5, N. Y. 


The self-contained console provides 





power source, control, and circuitry for 
high-accuracy instrument standardization, 
including the design, development, and 
service calibration of practically all types 
of electric instruments, it is claimed. These 
instruments range from microvolts and 
micro-amperes to several hundred volts 
or amperes—a measurement range of 
nearly 109. 





American Pulley Markets 
Adjustable Motor Base 


Lost production time duve to stretched 
and sagging belts is said to be virtually 


eliminated by the Adjusto-Slide motor 
base developed by American Pulley Co., 
4200 Wissahickon Ave., Philadelphia 29, 
Pa. With this base, belt take-up is ac- 
complished by adjusting only one screw, 
an adjustment that can be made without 
even stopping the motor, it is claimed. 


Motor base sizes and mounting hole 
spacing accommodate NEMA frame sizes 
from 182 through 326V in both old and 
new designations, from one to 30 horse- 
power. The base can be mounted vertically, 
horizontelly or in an inclined position. 

ae 


Eli Whitney Gauge Checker 
Announced by Sheffield 


Sheffield Corp., Dayton, O., has an- 
nounced the first of a new line of “Eli 
Whitney” gauge checking laboratory in- 
struments. It is an electronic gauge block 
checker that is said to eliminate time- 
consuming operations in obtaining vltra- 
precise dimensional measurement. 

it is called the Eli Whitney Dvualjet 
gauge block checker. Sheffield said ex- 
treme accuracy is obtained by two oppos- 
ing electronic gauging cartridges which, 
in effect, act as a calipher on two sides 
of the block and give point-to-point 


measurement from each surface. 
. * . 


Delco Radio Introduces 
Transistor Rated at 100 Volts 


A 100-volt germanium transistor, said 
to be the highest-rated, commercially avail- 
able, is among four semiconductors in- 
troduced by Delco radio division of 


General Motors, Kokomo, Ind. 


The others are rated at 40, 50 and 
60 volts. 





Waterproof Fastener Seal 
Designed for Automotive Use 


A “controlled-fiow” fastener seal de- 
signed to meet the needs of the automo- 
tive and aviation industries for a water- 
proof, vibration-dampening fastening, has 
been made available by Parker-Kalon, 
Clifton, N. J. 


Called Nyltite Staps, it consists of a 
self-conforming nylon washer preassembled 
to a standard P-K self-tapping screw. The 
specially designed washer is made of 
DuPont Zytel and compresses against the 
head and threads of the fastener as the 
screw is turned in. 











AEROQUIP 1503 





Industrial Elbow Fittings 
Eliminate Piping Problem 


Hose elbow fittings that simplify hose 
installation in confined spaces and reduce 
the number of joints and fittings re- 
quired have been developed by Aeroquip 
Corp., Jackson, Mich. 

Chief advantages of the new elbow 
fittings are less flow restriction, greater 
space-saving and reusability of the fittings, 
it is claimed. By reducing the number of 
joints in an installation, possible points 
of leakage are also eliminated. The elbow 
fittings are manufactured in 45 and 90- 
degree configurations, and are designed 
for use with Aeroquip medium and high 
pressure hose. Both short and extended 


length elbows are available. 
e * > 


Schwab Extruded Plastic 


An extruded plastic with a metallic ap- 
pearance has been developed by Schwab 
Plastics Corp., Detroit, Mich. Schwob said 
gold, brass, silver, chrome and anodized 
aluminum colors can be achieved by ex- 
truding clear plastic over metallic core 
materials. 


Lapping Machines Feature 


|\Contour Cut-Out Rollers 


The Spitfire Tool Co., 2931 Pulaski Rd., 
Chicago 41, Ill, is now delivering cylin- 
drical lapping machines with custom made 
contour cut-outs built into rollers to pro- 
vide greater speed and accuracy for lap- 
ping cylindrical piece parts with shoulders 
or other angular obstructions. 


Contour cut-outs are engineered into 


rollers according to specifications of indi- 
vidual piece parts. However, Spitfire roll- 
ers incorporating these cut-outs can also 
be used for lapping, roughing and finish- 
ing of other cylindrical piece parts, it is 
claimed. 





"Stock-Picker’ Trucks 


Feature Safety Ladder 


Step-Lock Safety Ladder is the name 
of a ladder-locking feature now being 
incorporated into the S series of Rol- 
Away “stock-picker" trucks of Rol-Away 
Truck Mfg. Co., 6143 S. E. Foster Rd., 
Portland, Ore. 

With the step-lock the spring-loaded 
safety ladder is depressed and locked 
into positive bearing position on the 
floor from a pedal on the bottom step 
worked by the operator's foot. The truck 
is then stationary and stable, says the 
manufacturer, leaving the operator free 
to stand on top of the truck without its 
rolling. oa 


New Cadmium Brightener 


Introduced by Smoothex 


Faster plating action, increased bright- 
ness and a longer, brighter life are 
claimed for Cad-Kote, a new cadmium 
brightener introduced by Smoothex, Inc., 
Cleveland. 

The company said Cad-Kote is being 
used in the plating of ferrous and non- 
ferrous metals, and that it protects iron 
and steel parts from corroding and other 
metals from tatnish, corrosion or galvanic 
couples formed in assemblies. 
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Auto Factories Press Recruiting Pace... 


Shortage of Engineers Persists 


(Continued from Page 19) 


sists, because (2) customers are 
becoming more critical of anything 
short of perfection in their pur- 
chases, because (3) there is more 
competition for engineers from the 
rapidly-growing electronic field and 
because (4) engineers are progres- 
sing rapidly into administrative po- 
sitions requiring frequent replace- 
ment.” 

DeSoto’s Kimberly attributed the 
increase in demand for engineers 
in the auto industry to (a) ad- 
vanced lead time, (b) increased 
complexity of product, (c) greatly 
accelerated defense activities- re- 
sulting from Sputnik, (d) the in- 
crease in regional assembly and 
parts plants and (e) the increasing 
number of engineers being assigned 
key management positions. 

American Motor’s Isbrandt said 
the engineer shortage generally 
was the result of increased tech- 
nical advances in suspension sys- 
tems, engine design, safety and 
accessory items demanded by the 
public. 

In summary, it can be seen that 
the current shortage of engineers 
is largely the result of the in- 
creased number of options now 
offered, the need for more lead 
time, the movement of engineers 
into other industries and the ad- 
vancement of engineers to man- 
agement positions. 

= o * 

EVERAL veteran automotive en- 
gineers said that, as a result of 
the engineer shortage in the last 
few years, many auto makers began 
using their engineers more effec- 
tively. They said that this was done 
by upgrading many engineering 
graduates to “engineer” status 
(leaving the technicians’ work for 
non-graduates), by demanding in 
some cases more work from the 
engineering staffs and (in the case 
of the smaller companies) seeking 

out more versatile engineers. 


The assistant chief engineer at 
one factory had this to say about 
the situation: “I don’t think there 
is a shortage of engineers now— 
not here, anyway. The demand 
for engineers varies with total 
sales volume. 

“In 1955, everybody was ‘bullish’ 
about the auto business and there 
was a great shortage. Now the in- 
dustry is expecting a lower plateau 
of sales and the demand is down 
—because engineering budgets are 
down.” 

Metzel of Oldsmobile made this 
comment about the engineer short- 
age: “Not only is there a shortage 
of engineers but there is a reluc- 
tance on the part of young en- 
gineers to work on actual design 
on the drawing board. 

“Yet, everything actually starts 


66 to Address 
Plant Maintenance, 
Engineering Men 

CHICAGO. — Sixty-six speakers 
from 22 states, the District of 
Columbia and Canada will address 
the 25 sessions of the Plant Mainte- 
nance & Engineering Conference 
here Jan. 27-29. The group repre- 
sents the broadest cross-section of 
engineering opinion, both from the 
standpoint of geographical distri- 
bution as well as industrial back- 
ground, ever invited for this 
meeting. 

The conference will be held dur- 
ing the first three days of the Plant 
Maintenance & Engineering Show, 
which is scheduled for the Inter- 
national Amphitheatre Jan. 27-30. 
Conference sessions will be held 
both at the Amphitheatre and the 
Palmer House. 

Both the show and conference 
are returning to Chicago for the 
first time in three years. The show 
will have 425 exhibiting companies 
and the exhibiting area will be 50 
percent larger than the last time 
the show was produced in Chicago. 

To permit the widest range of 
industrial opinion to be exchanged, 
the program has drawn on speakers 
from more than a score of basic 
industries. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


here. There must be an idea and it 
must be incorporated into a work- 
ing design. This type of work is 
among the most rewarding en- 
gineering assignments.” 
* * = 

Training Deficiency? 
—“? of the chief engineers ex- 

pressed concern about the 
ability of the nation’s colleges to 
produce enough engineers. 

Kimberly of DeSoto asserted, 
“Colleges cannot now supply the 
demands of the industry for en- 
gineers. Shortage is accumulative. 
Prospects for the future are not 
bright because high school students 
are not taking the basic courses 
of mathematics, physics and chem- 
istry.” 

Steckling of Plymouth con- 
cluded, “The field of engineering 
needs the help of the nation’s 
schools if we are to meet the 
present and future demand for 
engineers. More stress can be 


gineering as a basic course of 
study in our high schools, 

“More high school students should 
be encouraged to enter this pro- 
fession. While it is true that the 
actual number of engineering stu- 
dents in high schools is up over 
past years, statistics show that 
percentagewise fewer students are 
taking science and mathematics 
courses required for engineering.” 

+ + * 
_= anyone come to the notion 
that the auto makers lack con- 
fidence about their ability to en- 
gineer the cars of the future, the 
following is reported: 

“It’s all a matter of organiza- 
tion and cost,” said an engineer- 
ing executive who is not a chief 
engineer. 

“Give me a bunch of imaginative 
engineers and plenty of technicians 
and I’ll give you all the engineering 
anyone could want. 

“I honestly believe that my 200- 
man staff, if it had enough money 
and five years, could put a man on 





Post Office Cited for ‘Sefety-Check Settee 


H. D. Tompkins, second from right, chairman, Inter-Industry Highway Safety Com- 
mittee, and vice-president, Firestone Tire & Rubber Co., presents Postmaster General 
Arthur E. Summerfield, second from left, a ‘Certificate of Achievement” for Post 
Office Department support during the 1957 National Vehicle Safety-Check for 
Communities. M. R. Darlington jr., right, managing director, Inter-Industry Highway 
Safety Committee, and Frederick J. Talento jr., left, automotive market development 
manager. look magazine, also represented national sponsors of the annual Safety- 


put on the importance of en- 


the moon.’ 
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“Only the thickness of a door separates 
farm business and the farm home.” (For 
the quotes, we are indebted to Miss Naomi 
Shank, Extension Specialist in Housing 
and Equipment, at Iowa State College.) 

A farmer doesn’t drive miles, commute 
by train or bus, to get to or from his job. 
He merely opens the door. 

His wife is no stranger to his business, 
watches it from her kitchen window. He 
is as familiar with her job. Their children 
learn every phase of farm operation. The 
farm home and farming are both family 
affairs, inseparable interests. 

SuccessFrut Farminc has always been 
aware of the relation of family and farm 
interests. Fertilizer application and living 
room furnishings, stock feed formulas and 
seasonal recipes, hybrid seed and hi-fi sets, 
kitchens and soil conservation, share the 
same issue and may get approximately 
equal readership. 

The farm homemaker, moreover, has 
different problems, different needs than 


the urban woman. Her family is larger, eats 





more meals at home, wears out clothes 
faster, requires more laundering, tracks 
more dirt into the house, must have more 
hot water and heat in winter, has to cope 
with cold and snow, drives more miles, 
keeps larger stocks of household supplies. 
Her planning and work schedules are 
different. Magazines published for urban 
families do not meet her special require- 
ments. So SuccessruL Farminc has 
always had its own unique service field 


in the farm home and family. 

Consumer advertising benefits also, by 
association in the same issue with farm 
business advertising, gets a whole family 
reception that few media can offer. The 





priority of a tractor or a to Florida is 
usually a whole family consideration. 

For fifty years Successrut Farminc 
has been helping the country’s best farm 
families farm better, and live better—has 
earned a degree of influence unmatched 


Check at the ceremonies in Summerfield's Washington office. 


Only the thickness of a door! 


by any general medium; and the confidence 
and respect that materially increases the 
response to advertising. 

Its audience is also exceptional in its 
buying power. The SF farm subscriber has 
had an average farm cash income of better 
than $10,000 for several years. And SF’s 
1,300,000 circulation represents an annual 
$12 billion market—the equivalent of a 
new national surburbia. 

For new sales, and to balance advertising 
schedules in an important segment of the 
national market — Successrut Farminc 
is an outstanding value, worth your most 
serious consideration. Call any SF office. 


Meredith of Des Moines... America’s 
biggest publisher of ideas for today's living 
and tomorrow’s plans. 








NO. 58 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 
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DRD TRACTORS seraene 


More power than ever before! 
That’s the big news 


rORD FEATURES! ! In our new Ford Tractors. 
. eee ee . 
oe 
ecomicet SPECIAL UTHITY MOBELS " 7 : 
s SS ete st ~ of the American farmer. We built the first mass-produced 
= O*% Se tractor some 40 years ago and since then our cars, trucks, 
a a 08 00.08.02 eee on Oven nee mane tractors and farm implements have been in constant use 


y — ’ Americ: 
F ORS EVER! ex supplying power and transportation on American farms. 


For 55 years, Ford Motor Company has been a staunch friend 
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Today, more than ever, there is-a need for increased 
mechanical power on farms, and power is the big news in the 


full line of new Ford tractors we have just introduced. 


These new tractors have more work capacity than ever 
before. The boost in power is great enough to deliver “four- 
plow” power in many soil conditions or to handle a large 


variety of industrial jobs. 


The increased work capacity of our new tractors pays off 
in the multitude of tough farm jobs that can now be handled 
with ease. We actually have more than 100 implements— 
including the largest line of quick-attached tools in the farm 


machinery industry. 


Our Ford Farm Family offers the farmer dependable, 
efficient and versatile power and transportation. In fact, we 
are the only company serving such a wide range of the 


farmer's mobile power and transportation needs. 


hep 


General Manager, Tractor and Implement Division 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 

THUNDERBIRD 

MERCURY 

LINCOLN 

CONTINENTAL MARK iii 

ENGLISH BUILT FORDS 
The Ford Family of Fine Cars| _.. now the new EDSEL 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Available Now on Any GM Car... 


DuPont Gives Lucite Sales Nod 


(Continued from Page 17) 


ping and chalking and retains its 
luster longer. 

Although Du Pont was the first 
company to produce this acrylic 
lacquer, several other firms, in- 
cluding the Forbes Finishes divi- 
sion of Pittsburgh Plate Glass Co. 
and Rinshed-Mason Co., have pro- 
duced acrylic lacquers. Lucite is 
Du Pont’s trade name for the lac- 
quer. Half of Cadillac division’s 
paint is supplied by Rinshed-Mason. 

A Du Pont official said his firm 
will be selling Lucite lacquer to 
manufacturers outside the auto field 
and that Du Pont is attempting to 
sell it to all the other auto makers. 
He wasn’t too optimistic about sell- 
ing to Ford Motor Co., Chrysler 
Corp., American Motors or Stude- 
baker-Packard because they rely 


entirely on enamels. 
= * * 


SAID that Lucite lacquer is 

not a real plastic and that it is 

still paint with a resin base and is 

applied in substantially the same 
way as Duco. 


“However,” he continued, “in, dustry. 





many ways, Lucite is an entirely 
different kind of bird, particularly 
when you are talking about refin- 
ishing. 

“You can’t use the regular 
primer surfacer and you can’t use 
the regular thinner. We have our 
own primer and thinner which is 
exclusively used for Lucite. If this 
special primer and thinner are 
not used, paint failures will re- 
sult.” 

He then said that next year Du 
Pont will offer a primer surfacer 





Yokohoma Rubber Co. 


Marks 40th Anniversary 


YOKOHOMA, Japan.—Yokohoma 
Rubber Co., which is associated 
with B. F. Goodrich, had celebrated 
40 years of operations in Japan. 

During its history, the company 
was virtually destroyed by the 1923 
earthquake and by bombing in 1945. 
Each time, the company rebuilt its 
facilities and returned to its former 
position in the Japanese rubber in- 


and a thinner that will be suitable 
for both Lucite and Duco. 


Du Pont now has five primer sur- 
facers for conventional lacquers. 
One of these, a platinum gray, has 
been modified for the dual use. 

“One thing,” the spokesman ex- 
plained, “in refinishing with Lucite, 
you have to go right down to the 
metal or the top coat won’t stick. 
It absolutely will not adhere to 
regular lacquer or enamel. It 
wouldn’t make sense to refinish a 
fender or another part of a car 
with Lucite unless the entire car 


was painted with Lucite. 
> = * 


No Special Appliers 

_ is applied the same as 
any other conventional paint. 

It requires no special spray gun; it 

doesn’t have to be put on any 

thicker, and there’s no need for any 

employe education.” 

Asserting that Lucite is primarily 
an air-dry paint, he said that Lu- 
cite will dry without heat, so that 
a car can be driven out in four 


Graded Glass 


‘Plate’ Is Top Quality, 


Drivers Advised 

TOLEDO.—Grade labels now are 
gaining attention in the field of 
automobile safety glass, according 
to Dr. George B. Watkins, research 
director, Libbey-Owens-Ford Glass 
Co. 

“Plate” or “safety plate glass” on 
auto glass identifies it as the high- 
est quality safety glass available, 
he explained. Such glass, he added, 
far exceeds the minimum standards 
laid down by the American Stand- 
ards Assn. 

Safety plate glass, he said, is 
ground and polished and is more 
nearly flawless and distortion free 
than is safety sheet glass. This pro- 
vides better visibility and less eye- 
fatigue while driving, according to 
Watkins. 


let it set overnight. It can be force | 


dried in 15 minutes with a tem- 


perature of 165 degrees, he said, | 


adding that Duco is also an air-dry 
paint, but that the auto makers use 
heat to expedite the drying. 
“Lucite,” the official added, “is 
like other lacquers in that it has 








hours, but that it’s preferable to| to be buffed to bring out the gloss 


You can assure your prospects that their new cars will 
retain the original beauty wherever stainless steel trim is 
used—not only this winter, but for years ahead because . . . 


CORROSION-RESISTANCE THAN ANY OTHER TRIM METAL 


THERE 1S A BIG DIFFERENCE IN BRIGHT TRIM. 


The reason? Stainless steel is solid. It has no applied 
surface, coating or coloring to crack, chip, peel or fade 
away. Stainless depends on nothing but its own tough- 
ness and inherent strength. 


And don’t forget to mention another strong selling 
point of stainless in your sales story: its easy mainte- 
nance. Just clean the stainless trim along with the rest 
of the car. No waxes or chemicals needed to restore 
its sparkling beauty. No lacquers required to protect 


it afterward. 


Stainless steel trim helps you attract buyers—helps 
you sell competitively—helps you reduce costs of 
reconditioning cars for resale. 


Know the facts. Then sell the competitive advantage 
only stainless steel trim gives you. 


REPUBLIC STEEL 


GENERAL OFFICES ¢ CLEVELAND 1, OHIO 








INSIST UPON STAINLESS 





and to remove the haze which 
dries on it.” 

During the ’58 model year Du 
Pont’s finish will be used on 20 per- 
cent of the Chevrolets, 30 percent 
of the Pontiacs, 15 percent of the 
Buicks, 25 percent of the Oldsmvo- 
biles, 10 percent of the Cadillacs 
and all Chevrolet Corvettes. 

> * + 

— percentages are probably 

based on the number of colors 
allotted to each line and on the 
prices charged by each line. Du 
Pont has about a dozen different 
Lucite colors. Each GM division 
selects its own paint names. For 
instance, Chevrolet’s colors. this 
year are Snowcrest white (white) 
and silver blue metallic (blue). 
Other divisions will have other 
names for the same colors. 
| This year Chevrolet will have two 
Lucite colors (compared to three 
colors for the ’57 models): Pontiac 
will have nine; Buick will have 
five; Oldsmobile will have eight; 
Cadillac will have 11, and Corvette 
will come in seven Lucite colors. 

Du Pont officials said they 
didn’t know whether the GM divi- 
sions were going to charge fer the 
| Lucite finish or not. A check in 
| Detroit revealed the following 
| price information: 
| 4. There will be no charge for 
Lucite on Chevrolets and Corvettes, 

2. There will be no charge for 
Lucite on Pontiac’s Bonneville and 
Star Chief series. But it will cost 
between $54.48 or $67.38 (depending 
|} on the paint styling desired) on the 
| Super Chief and Chieftain series. 
| These prices are down one or two 
|}cents from last year’s prices. The 
standard two-tone price for Pontiac 


| is $26.88. 
‘3 LUCITE lacquer is standard in 

* the Buick Limited and the 
Roadmaster 75 series. It will cost 
$73 on a Super or a Century and 
$80.63 on a special. 

4. Oldsmobile charges $43 extra 
for Lucite, except that two colors 
—heather and mountain haze—are 
available at no extra cost. 

5. Cadillac charges $215.20 for 
two-tone Lucite and $182.90 for 
Lucite in one color. 


SAE Parley Eyes 
European Plants; 
Gruenther to Talk 


(Continued from Page 17) 


technical papers. Subjects include 
new approaches to body structural 
design as necessitated by styling 
trends, diesel research, air sus- 
pension systems, bearing problems 
and truck riding comfort. 

Several complete sessions will be 
devoted to reports on foreign auto- 
motive practices, both in design 
and production. Two technical 
papers will be concerned with the 
design, construction and perform- 
ance of the French Citroen DS-19 
and with the use of swing axles on 
the German Mercedes-Benz. Execu- 
tive engineers who recently visited 
foreign automotive plants will re- 
port on foreign production methods 
at a panel which will consider 
European manufacturing tech- 
niques, equipment and philosophies. 

Guest speaker at the SAE annual 
meeting dinner Jan. 15 in the Ma- 
sonic Temple will be Gen. Alfred 
M. Gruenther, president of the 
American Red Cross. He will dis- 
cuss “Some Aspects of Our Security 
Problem.” 

SAE Vice-President A. A. Kucher, 
of Ford, will speak on “Production 
Today and Tomorrow” at the noon 
luncheon Jan. 14. 


Parker-Kalon to Make, Sell 
Automated Screw Feeders 


CLEVELAND.—Parker-Kalon di- 
vision of General American Trans- 
portation Corp., Clifton, N. J., is 
entering the automation equipment 
field. It has acquired exclusive 
American manufacturing and sales 
rights to patented Pneuma-Serve 
fastener-feeding equipment. 

Pneuma-Serve is called the only 
portable fastener-feeding machine 
by which any type of standard 
commercial screws, including those 
with pre-assembled washers, can 
be fed continuously from a hopper 
to any standard electric or air- 
driven power screw driver. The 
firm will continue to market “P-K” 
screws. 
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Turnings . 





e oe By Joseph M. Callahan 


(Continued from Page 17) 


making the bodies on its produc- 
tion lines. 
* + = 


Binaural Technique 


‘OMPLETED cars are then 
C transported to the GM Proving 
Ground for “sound barrier” tests 
conducted by Fisher Body En- 
gineers and the noise and vibration 
department of the GM Proving 
Ground, which is under the direc- 
tion of David C, Apps, a nationally- 
known noise authority. 

In these tests highly trained per- 
sonnel put delicate detecting and 
recording instruments to work on 
the bodies, just as a doctor probes 
the human heart with stethoscope 
and electrocardiograph. 

In evaluating the sound- 

deadening and insulating mate- 
rials, the binaural technique is 
used. This has the same effect on 
the ear that stereo vision has on 
the eye. Two microphones are set 
up in the car in positions corres- 
ponding to the human ears. 

These microphones pick up noises 
and send them simultaneously to be 
recorded on a high-fidelity tape re- 
corder utilizing two separate chan- 
nels. This is particularly effective | 
for evaluating deadening materials | 
in the cowl area. 

Noises from a car moving on a| 
rough road are recorded by equip- | 
ping the car with microphones | 
which are connected by a cable to} 
a station wagon carrying the re- 
cording instruments. The station 
wagon follows the test car on an 


adjacent smooth road. 
> = > 


Resembles Jury Room | 


FN he the frequencies and in- 
tensities of the noises are re-| 
corded on the stereophonic tape, | 
the sounds must be played back so 
that the different types of deaden-| 
ing materials can be evaluated. 

Proving Ground engineers have) 
developed a method for sound eval- | 
uation which they have labeled the} 
“jury test.” 

Except for some new audio 
equipment, the “jury room” in 
the new sound test laboratory at 
the Proving Ground resembles 
an actual jury room, 

On trial is the effectiveness of 
various sound-deadening materials. 


Zinc Use Drops, 
But Makers See 


Gain in Future 


EW YORK. — Consumption. of 

slab zinc during 1957 will 
amount to about 950,000 tons, ac-| 
cording to the American Zinc Insti- 
tute. 

This is down 4 percent from the 
988,000 tons used last year and down | 
17 percent from the 1,119,000 tons of | 
zinc used during the peak year of | 
1955. 

John J. Kimberly, executive vice- 
president of AZI, reports that de- 
spite the current unbalance between 
production and consumption of slab 
zinc, the drop in zinc prices and 
the “wait and see” attitude on the 
parts of zinc buyers, 1957 will end 
up among the top years in the in- 
dustry’s history. 

Declaring that the long-range 
picture of zinc slab consumption is 
well upward, he called attention to 
the growing demand for zinc to 
galvanize steel, zinc’s permanently 
strong position in die casting and 
its steady use in rolled forms, brass 
and zinc pigments. 

Kimberly added, “This is not to 
say that the industry is complacent 
about either the worldwide over- 
production of zinc metal, or the 
obvious need to find new and ex- 
panding markets for zinc. It is to 
Say that the demand for zinc is 
continuing at high levels and will 
grow as overall production in the 
economy rises.” 


Norton Building Addition 
To Silicone Carbide Plant 
WORCESTER, Mass.—Norton Co. 
has begun construction of an ad- 
dition to its silicon carbide proc- 
— plant in Cap-de-la-Madeleine, 
ue. 
Norton said the addition will en- 
able the plant to increase output 
by 25 to 40 percent. 








An electronic tabulating machine, 
which is manned by a sound engi- 
neer, records the decisions of the 
individual jurors. 

The jury consists of five sound 
engineers whose senses of hearing 
have become extremely keen after 
years of experience. Fisher has 
found the human ear to be the 
most versatile sound measuring in- 
strument. 


= + = 
2 Materials Compared 
7“ binaural tape, containing 
body sounds recorded during 
the tests, is played back to each 
juror individually through a re- 
ceiver on each ear, producing an 
exact three-dimensional duplication 
of the recorded sounds, 

Each test consists of a compari- 
son of two sound-deadening mate- 
rials. The body noise created in a 
car using a specific type of mate- 
rial is played for 10 seconds to each 
juror. There is a one-second inter- 





val and another 10-second recording 
of the noise created through the 
use of another material is played. 

All the jurors hear the record- 

ings of the two sounds at the 
same time and they indicate si- 

multaneously whether the “A” 
material or the “B” material pro- 
duced the least noise. 

Voting is done on individual push- 
buttons, which are located at each 
juror’s place at the table, so that 
no one is influenced by his fellow 
juror. The tabulating instrument 
automatically gives the verdict as to 
which material produces the least 
noise. 

+ + + 


Winner Picked at End 


HE winner of one noise contest 

is then matched with another 
material until finally the engineers 
come up with the material that 
does the best job of sound deaden- 
ing. 

Similar jury trials are held to 
check on the effectiveness of vari- 
ous insulating materials in keeping 
outside noises from entering the 
inside of a body. 

In these tests, the car is exposed 
to noises emanating from loud 
speakers in a special enclosure. 


The launching of the world’s third nuclear submarine, 
the Skate, at General Dynamics Corporation's Electric 
Boat shipyard. The Skate is the first of four nuclear 
submarines of its type. 


from the SKATE... 
EXPERIENCE FOR TOMORROW’S AUTOMOTIVE FILTERS 


What are the filtration requirements of an atomic 
submarine? Like any filtration problem, they are 
a combination of factors, such as: the nature of 
the fluid to be filtered, operating pressures, tem- 
perature, corrosion . . . all of which dictate the fil- 
ter media and form of the filter. The filters must be 
engineered to meet the specific requirements of 
the job. That’s why the Electric Boat division of 
General Dynamics Corporation chose Purolator. 

The engineering skills and manufacturing capa- 
bilities which make it possible for Purolator to 


Filtration For Every Known Fluid 








Fisher Jury Puts Noise on Trial— 


Five members of a Fisher Body sound “jury” listen to recordings of sounds from 
cars using some of the 23 different sound-deadening materials used by Fisher. After 
listening to the sound created by the use of two materials, they vote for the quietest 
sound by pressing a button at their elbows. Left: The “judge” who records their verdict. 











design and build filters for an infinite variety of 
applications, including nuclear submarines, will 
produce better automotive filters. In a fast-moving 
industry, tomorrow’s requirements must be antici- 
pated today. Because of its role as designer and 
builder of filters for all phases of industry, Puro- 
lator has, today, the experience needed to provide 
the specific filters you will need for tomorrow's 
specific requirements. 

Your toughest filtration problems are within 
Purolator’s experience. 


PURQLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 





Never Underestimate 





Nebody but nobody in the automotive business underestimates the impor- 
tance of a woman. 


But Plymouth is the first to go after this market directly...and aggressively. 
In the December Ladies’ Home Journal, Plymouth is beginning a new series 
of advertisements addressed specifically to women. 

Plymouth’s new advertising speaks a woman’s language. And just as im- 
portant, it will reach women in surroundings where they most enjoy looking 


and shopping for new ideas—in the pages of their favorite magazine, 
Ladies’ Home Journal. 


“Without their own cars, women are 


prisoners in the home. The only real 
emancipator of women is the automobile.” 


(Excerpted from Ladies’ Home Journal’s new film —Bernice Fitz-Gibbon 
and presentation, All Dressed Up and No Way to 

Go, featuring Miss Fitz-Gibbon. For a showing, 

contact any of the Journal’s regional offices.) 


THE NO. @ MAGAZINE FOR WOMEN x NO. @ IN CIRCULATION 








* 





+he Power of a Woman! 








More than five-and-a-half million 
women will see this exciting, full-color 
Plymouth ad in the December Ladies’ 
Home Journal — and will respond to its 
new woman-to-woman approach. 
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youll be different woman with 
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Women have a world of their own... 


and a magazine of their own... ute 
Why not a car of their own? 


A CURTIS PUBLICATION 


* NO. @ IN NEWSSTAND SALES x* NO. @ IN ADVERTISING REVENUE 
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Great Lakes Forwarding 
Makes 7 Staff Changes 

Great Lakes Forwarding Co., 
auto carrier concern, has announced 
seven promotions and additions to 
its staff. 

Ralph G. Hoffer has been named 
finance vice-president; F. R. Mc- 
Carthy, traffic vice-president; Otis 
Kishbaugh, equipment manager; 
Warren Delzer, operations man- 
ager; Edward Doherty, New York 
division manager; Paul Sipe, De- 
troit division manager, and Joseph 
Byrne, eastern traffic manager. 
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Identified and satisfied cus- 


sample 
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Division of C. A. Morgren Co. 


2261 SO. CHEROKEE ST., DENVER 23, COLO. 


BOND OF THE MONTH CLUB 
is a dignified, yet productive sales stimu- 
lant, which you may have exclusively in 
your area. Not “Gimmicky,"" and has 
unique valuable by-products, Write today! 

EDWARD FISKE CO. 
2 Depot Piaza, White Plains, N. Y. 
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Auto Personnel 





Charlies W. Collier has been 
named Southeastern district man- 
ager for the automotive-lift division 
of Rotary Lift Co. He formerly was 
associated with Texas Co. and O. A. 
Sutton Corp. 

Matt Malone has joined the auto- 
motive division as a sales engineer 
in the Chicago office. He had been 
with Inland Steel for six years. 


+ a * 
Textileather Ups Mather 


To Director of Sales 


Appointment of J. S. Mather jr. 
as director of sales for the Texti- 
leather division of General Tire 
and Rubber Co., 
Toledo, has been 
announced by 
Jules D. Lipp- 
mann, general 
manager. 

Mather, veteran 
of 25 years serv- 
ice with Texti- 
leather and since 
1946 its general 
sales manager, 
succeeds Gerald 
H. McGreevy, who 





4. 8. Mather Jr. 


has retired. 

Mather joined Textileather as a 
salesman. In recent years, he has 
filled successively the posts of ad- 
vertising manager, assistant sales 
manager and general sales man- 


ager. 
= * > 


Buick Transfers Clark 


To Sales Promotion 


Appointment of Henry A. Clark 
as assistant sales promotion man- 
ager of Buick is announced by 
Edward C. Kennard, general sales 
manager. 

Clark, 33, succeeds Lyle F. Car- 
penter, who has been transferred 
to Denver as assistant zone man- 
ager. Clark: has been manager of 
shows and displays in the Buick 
merchandising department since 
last December. He has been a Buick 
employe since August, 1948. 


Auto-Lite Names Twells 
Spark Plug Executive 


Appointment of Robert Twells as 
group executive in charge of the 
company’s spark plug division has 
been announced 
by Electric Auto- 
Lite President 
James P. Falvey. 
Twells, who was 
made a vice-pres- 
ident of Auto-Lite 
in 1948, will co- 
ordinate account- 
ing, purchasing, 
production, sales 
and engineering 
for this division. 

Joining Auto- 
Lite in 1935, Twells has been man- 
ager of the company’s spark plug 
plant at Fostoria, O. He is the 
author of numerous articles on 
ceramics and is a past president of 
the American Ceramic Society. 


+ * > 


Lee Names Gintzell 


Lee Rubber & Tire Corp. has ap- 
pointed Allan L. Gintzel as sales 
representative for Lee tread rub- 
ber and retread shop supplies. 


General Boosts Weirath 


In Truck Tire Sales 

Promotion of William C. Weirath 
to manager of commercial tire 
sales for General Tire & Rubber 
Co. is announced by L. L. Higbee, 
trade sales man- 
ager. 

In his new post, 
Weirath will di- 
rect sales of truck 
and other com- 
mercially used 
tires for the com- 
pany nationally. 
He succeeds Karl 
A. Dalsky, who 
has been pro- 
moted to manager 

W. C. Weirath of commercial 
products and development. 

+ * * 


GMAC’s Smith Heads 
Branch in Salt Lake City 





Robert Twells 


Acceptance Corp. branch office in 


Salt Lake City. He had been branch 
manager at Amarillo, Tex. 

Smith joined GMAC in 1936 in 
Tulsa, Okla., and served also in 
Oklahoma City. He succeeds L. F. 
Buss, transferred to the branch in 
Oakland, Calif. 


+ * * 
Kysor Heater Names 


Janik Vice-President 


Clarence T. Janik, sales manager 
of Kysor Heater Co., Cadillac, 
Mich., has been promoted to vice- 
president. He joined Kysor in 1946. 

In 1951 Janik advanced from pur- 
chasing agent to sales manager. He 
also is vice-president of Kysor of 
Canada, Ltd., directing sales and 
dealerships. 

* * = 


Hercules Appoints Thorn 
To Head Central Region 


Gordon E. Thorn has been named 
Central states regional manager for 
Hercules dump bodies and hy- 
draulic hoists 
made by Hercules 
Galion Products, 
Inc., Galion, O. 

A former sales 
executive with 
Warner Commer- 
cial Body, Inc., 
Thorn will be re- 
sponsible for sales 
and other related 
activitiesina 
seven-state area 
which includes 
Ohio, Indiana, Illinois, Iowa, Michi- 


gan, Wisconsin and Missouri. 
> = ” 





General Tire Promotes 

Mullin in Akron Division 
William A. Mullin has been pro- 

moted to manager of passenger-tire 


C.1.T. Financial 


Reports Increase 
In Profit, Volume 


Increases in earnings and the 
amount of receivables outstanding 
during the first nine months of 1957 
have been reported by President 
Arthur O. Dietz of C.LT. Financial 
Corp. 

Dietz said the outlook for the 
rest of the year was good and “re- 
sults for 1957 as a whole promise 
to be very satisfactory.” 

Profit for the first nine months 
was put at $29,121,800, compared 
with $28,046,945 for the like period 
of last year. The volume of receiv- 
ables outstanding stood at $2,185,- 
727,386 on Sept. 30, compared with 
$1,937,449,879 a year earlier. 

Dietz said that the volume of a 
retail auto receivables outstanding 
on Sept. 30 was slightly higher than 
a year earlier. He said the number 
of retail auto receivables purchased 
had increased during the third 


quarter and the number purchased 
in the first nine months of this year 
is about equal to the 1956 nine- 
month total. 


sales, Akron division of General 
Tire & Rubber Co. He replaces 
Martin J. Sweeney, promoted to 
Pittsburgh division manager. 


Mullin had been territory man- 
ager in the Akron division, covering 
the Cleveland and Youngstown ter- 
ritories. 

* ++ * 


Upholstery Leather Group 


Names Myers Executive V.P. 


Robert C. Myers has been named 
executive vice-president of the Up- 
holstery Leather Group, New York. 

Myers, sales 
promotion direc- 
tor since 1954, 
said plans for a 
new promotional 
program in the 
automotive fields 
will be announced 
shortly. 

A broadening of 
this program, 
with increased 

4 advertising and 
R. C. Myers public relations 
budgets directed to both trade and 
consumers, will go into immediate 
effect, he said. 


= = 
Truax Named to Direct 


Fram’s Minneapolis Zone 


Fram Corp., Providence, R. L, 
has appointed Jack S. Truax zone 





manager in Minneapolis. He had 
been a district manager in Omaha, 

Truax will supervise Fram sales 
force in North and South Dakota, 
Minnesota, Northwestern Wiscon- 
sin and part of Michigan. 


* * = 
Three Sales Executives 
Promoted by Chevrolet 


Three men in the Chevrolet 
wholesale organization have been 
promoted, They are: 

H, G. Moore, from assistant 
national sales promotion manager 
at Detroit central office to city 
manager for Chevrolet at Indian- 
apolis. B. G. Stevens, from as- 
sistant zone manager at Charles- 
ton, W. Va., to succeed Moore. J. 
V. Hawkins, from assistant man- 
ager of dealer organization and 
analysis at Detroit to replace 
Stevens at Charleston. 


* + * 


Foote Gets Promotion 
A. D. Foote has been named as- 
sistant director of purchases at 
Allis-Chalmers Mfg. Co., succeed- 
ing C. H. Norton, who retired. 


* > « 
Lee Appoints Guelich 
Robert W. Guelich has been ap- 
pointed sales representative for the 
New York City factory branch of 
Lee Rubber & Tire Corp. 


Better Design Via Automation .. . 





Speedup on Plating Rigs 


(Continued from Page 17) 


blueprint that brings together the 
various components and: features 
needed to fulfill a particular set of 
customer requirements. 

Wagner claims that this system 
has an unusual elevator design 
that permits about a 50 percent 
reduction in the number of lift- 
ing and transfer mechanisms nor- 
mally required on a given plating 
machine, providing an apprecia- 
ble cost-saving. 

All elevator housings are pre- 
fabricated as package units to fa- 
cilitate dismantling, servicing and 
replacing when necessary. 

Another design feature claimed 
for this new engineering approach 
is its elimination of undesirable 
“lost-motion” in transferring parts 
in process. Furthermore, the pre- 
cise, positive control on the trans- 
fer mechanism permits the plating 
tanks to be located close to each 
other. 

* * > 
C= advantages are said to 
include the use of boosted cur- 
rent amperages to obtain a given 


Extruded Rubber Offered 


BEDFORD, Va.—Extruded closed 
cellular rubber products tailored to 
virtually any shape required by 
industry can now be supplied by 
Rubatex division of Great American 
Industries, Inc. A wide variety of 
cord, tubing and other extruded 
shapes is already being produced 
to the specifications of manufac- 
turers. 





Chevrolet Dealers Award ‘Safety Salutes’'— 


The Chevrolet Dealer's Assn. of Southern California awarded “Safety Salutes” to 
Douglas Aircraft Co., Inc., at a recent luncheon of the Greater Los Angeles Safety 
Council. From left are William V. Cleve, traffic safety council vice-president, National 
Safety Council; Harry Mann, dealer association president; Ralph Roath and Ward 

Paul S. Smith has been named | Woodley, representatives of Douglas Aircraft. The awards are given to individuals 
manager of the General Motors| or fieet operators who, in the opinion of the National Safety Council, have made 


significant contributions to traffic safety. 


plating thickness, This, Wagner 
engineers say, minimizes floor space 
requirements and the quantities of 
chemicals required. 

They claim that in a typical 
installation, a 20 percent reduc- 
tion in the quantity of chemicals 
used in an automatic plating ma- 
chine can be achieved. 


The full-size mockup of operating 
sections, which was used in develop- 
ing the plating equipment is a 12- 
ton engineering test unit measur- 
ing 32 by 12 by 9 feet. Designed to 
simulate exact operating motions of 
automatic plating equipment, the 
mockup represents 1% modular 
repetitive sections of a complete 
machine. 


In building a plating machine, 
Wagner engineers use modular unit 
construction with a repetitive pat- 
tern in structural members of the 
base unit, panels and reciprocating 
carriage. 

> * > 


7 most important development 

to result from the mockup is 
believed to be the elevator mechan- 
ism. They say it “supplies the real 
key to the whole modular construc- 
tion principle because it permits 
the location of elevator stations at 
regular, fixed intervals along the 
length of the machine.” 


A gear-driven mechanism per- 
mits either transfer (lift) or hori- 
zontal index motion by the ele- 
vators at any point in the span 
of the machine. 

Increased lifting capacity permits 
spacing of elevator stations far 
enough apart to obtain the desired 
repetition throughout the three 
basic structures of the machine. 

m * . 


7s hydromotor which powers 
the elevators is controlled by a 
newly-developed hydraulic control 
unit. Precise control of acceleration 
and deceleration of the elevator’s 
vertical movement is said to pro- 
vide unusually “soft” contact be- 
tween work carriers and the cath- 
ode rails. 

By avoiding jerky starts and 
jarring stops, this feature is 
claimed to give relatively quiet 
operations as well as a reduction 
of losses that occur when parts 
are jarred loose from plating 
racks. 

Power for horizontal carriage 
travel also is supplied by a special 
hydraulic motor. The design of the 
hydromotor is said to provide sim- 
Ple harmonic motion and makes 
possible smooth accelcration and 
deceleration. 

The carriage is supported by ball 
bearings, instead of cylindrical 
rollers. This feature is said to con- 
tribute to smooth carriage action 
and to provide an inherent take-up 
device. 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday —seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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PRESSURE CAP TESTER — Illustration 
shows new precision cap tester CT-245, 
manufactured by Stant Mfg. Co., Inc., 
Connersville, Ind. Manufacturer describes 
the CT-245 as a testing instrument 
sturdily built with the same_ two-inch, 
easily-read, color-coded dial as Stant 
T-250 pressure system tester. CT-245 
also has the 1-250 heavy cast cap 
adaptors that will not bend, break or 
wear off, it is claimed, The steel body 
is furnished in highly polished chromium 
plate. 





STRIPPING TOOL—A wire stripping tool 
has been announced by Hunter Tool Co., 
Box 564, Whittier, Calif. The “Strip-it" 
features a positive lock that can easily 
be adjusted to strip any size No. 10 
through No. 20 single or stranded wire 
instantly. The positive lock will not slip, 
it is claimed. Made of steel, hardened, 
tempered, and plated, the unit will “snip” 
wire as well as ie it. 

* 





TIRE GAUGES—A line of tire gauges 
has been developed by Messko of West 
Germany. Gauges in all popular calibra- 
tions do away with conventional measur- 
ing rod, which is replaced by protected, 
watch-sized dial. Of high accuracy and 
rugged construction, these gauges come 
in models for cars and trucks. The gauges 
are introduced by Omega Service Parts 
Corp., Empire State Bidg., New York, N. Y. 





WINDOW TOOL—K-D Mfg. Co., Lan- 
caster, Pa., announces a tool for window 
jobs on Ford-built cars. The K-D 438 is 
said to remove the window regulator arm 
on Ford; Lincoln and Mercury cars since 
1952 without taking roller assemblies 
apart. The tool releases the spring clip 
which secures the regulafor arm in these 
window assemblies so that the arm can 
be lifted off, it is claimed. The spring 
clip remains in place, undamaged in the 
roller assembly. The roller assembly itself 


remains in the channel ready for re- 
placement of the regulator arm, it is 
said. 


* * * 


Power-Brake Kit Offered 


For 1958 Mercury, Edsel 

A power-brake kit for field in- 
stallation on the 1958 Mercury and 
Edsel Citation and Corsair models 
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NEW PRODUCTS 


has been released by Bendix Prod- 
ucts division, Bendix Aviation Corp., 
Bendix Dr., South Bend. 

The kit contains the basic hydro- 
vac-power unit plus complete fit- 
tings to install the brake on the 
vehicle with a minimum of diffi- 
culty, according to Bendix. 
= * 





DISTRIBUTOR TOOL —The Delco-Remy 
E-Z Reach tool for use on all external 
adjustment distributors is now available 
through United Motors System Delco-Remy 
distributors. The tool, over 18 inches in 
length, is said to have many exclusive 
features and can be used for adjusting 
distributors with dual or triple carburetion 
and air conditioning. The tool comes in 
a plastic bag with a 7x9 inch specifico- 
tion data card which includes 1958 ad- 
justment settings and service procedure 
for all external adjustment distributors. 

> > ao 





BRAKE EQUIPMENT—The Borrett Broke- 
Mobile, a portable broke shop, has been 
announced by Barrett Equipment Co., 2101 
Cass, St. Louis, Mo. The unit, including 
the Drum-Dokter Lathe and Broke Dokter 
or Radius Grinder ore said to make broke 
service easy. 





TIRE PATCH—A nylon-reinforced patch 
for tubeless tire repairs, has been intro- 
duced by the Dill Mfg. Co., 700 E. Eighty- 
second St., Cleveland 3, O. Designated as 
No. 6626-25, the patch is constructed with 
@ square-woven nylon mesh fabric sand- 
wiched between two layers of top quality 
uncured rubber. This nylon fabric rein- 
forces the patch and prevents repairs 
from “blowing through" in cases of severe 
impacts or jolts to the tire, it is claimed. 
Twenty-five patches are packed to a box 
together with one electric heating ele- 
ment, Extra filler rubber is also included. 

i 





ANTI-FREEZE—Valvoline Oil Co., Free- 
dom, Pa., has added anti-freeze to its 
list of consumer products. Two types of 
the anti-freeze, Valvoline Permanent and 
Valvoline Methanol, are available in 55- 
galion drums, one-gallon cans and one- 
quart cans. 





Co., Addison, Iil., 





CARBURETOR AIR CLEANERS — The 
Badger “1600 series” carburetor air 
cleaner permits conversion from old 
style oil bath type to dry filter type. The 
dry filter element has high velocity flow 
rate and is flame proofed. Unit is 
scientifically designed with side louvers 
for unrestricted air flow and maximum 
efficiency. Available for all standard car- 
buretors. Badger Tool & Mfg. Co. Inc., 
1501-11 West Polk St., Chicago 7, Ill. 

+ : . 





TRANSMISSION TOOLS—An auto- 
matic transmission band adjusting set has 
been introduced by Proto Tool Co., Wash- 


ington and Santa Fe, los Angeles 54, 
Calif., featuring 15 different items. This 
set of tools makes possible factory rec- 
ommended band adjustments on all avto- 
matic transmissions it is claimed. The tools 
ore packed in a small, partitioned metal 
box. Inside the lid of the box is a chart 
that lists torque and turn-off requirements 
for all models. Also, included in the set 
is @ monvol thot contains complete in- 
structions ond shows correct use of each 
too. 








TORQUE WRENCH —P. A. Sturtevant 





has introduced a torque 
wrench and adapter combination thot} 
is said to enable increasing the range | 


of the conventional torque wrench as 
high as 900 foot-pounds. The torque | 
wrench-odopter accessory is a conven-| 


tional hond tool that enables using box | 
and openings, rochet end or a conven-/| 
tional drive squore so thot sockets con 
| be used. A normal 300 foot-pound co- 
| pacity torque wrench, con be increased 
to 600 or 900 foot-pounds, it is claimed. 





HAMMERING TOO|L—The Hamer-Dril is 
an all-purpose hammering tool suitable 
to all that have a hammering job to do, 
it is claimed. tt attaches to any type 
and make of \4-inch or ‘-inch electric 
drill, of flexible shaft from any power 
source, to make an electric hammer. 
Suplilied with two Morse-taper adapters, 
it will use the masonry drillbits of six 
different brands in a wide range of sizes 
from 5/32 to one inch. Hamer-Dril Co., 
514 Greenwich St., New York 13, N. Y. 

. * 


Victor Announces Gasket 

For High-Powered Engines 
Victor Mfg. & Gasket Co. reports 

that its Victocor Motor Seal is a 


new approach in sealing high-com- 
pression engines which now are 


using embossed or beaded cylinder 
head gaskets. 


The company said heat conduc- 
tivity is obtained with a patented 
steel core formed with 800 projec- 
tions per square inch projecting 
alternately on each face. The seal- 
ing element is an asbestos-elasto- 
meric compound and is bonded 
simultaneously to both faces. 





STEAM HOSE—A line of wire-braid 
reinforced, burst-proof steam hose for 
saturated steam service at pressures up 
to 200 psi, or for superheated steam up 
to 385 degrees Fahrenheit is available 
from Acme Rubber Mfg. Co. Division, 
Acme-Hamilton Mfg. Corp., 115 Meade 
St., Trenton, N. J. Reinforced construction 
prevents explosive rupture in case of hose 
failure, and a neoprene cover provides 
maximum resistance to heat, abrasion and 
petroleum products, it is claimed, Known 
as Acme W. B. steam hose, it has wide 
application ‘in all industries for high 
pressure steam service, auxiliary fire fight- 
ing, and for syphoning or drilling mo- 
chines. 

. 
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BALANCING COVER—A set of radii 
cones for Beor off-the-car balancers has 
been announced by Bear Mfg. Co., Rock 
Island, ill. These cones are designed to 
fit the contour of the bearing race on 
those cors having wheels equipped with 





2 





| ball bearings, it is claimed. This is said 


to be particularly important on late- 
model cors with the smaller wheel bear- 
ings becouse a greoter degree of ac- 
curacy con be mointained. 





VALVE COVER BREATHERS—Valve cover 
breathers, designed to relieve pressure in 
valve covers, have been marketed by 
Offenhauser Equipment Corp., 5156 Al- 
hambra Ave., los Angeles, Calif. Made of 
aluminum, the breathers mount on all 
stock and custom valve covers, it is 
claimed. 





FLOOR MAT—A line of low-cost tailored 
front floor mats for Chevrolet and Ford 
automobiles, has been introduced by Mats 
Unlimited, Inc., Burlington, Wis. These 
mats are contour-tailored in a_ vinyl- 
coated material claimed to ouvtwear rub- 
ber. The carpet-grain surface resembles 
original equipment styling with a built-in 
felt base. 





SIX-VOLT LIGHT—A _ four-cell, six-volt 
torch has been developed by Burgess 
Battery Co., Freeport, Ill. 

Designed to combine the compact 
handiness of the family flashlight with 
the long distance carrying power of 
portable electric lanterns, but without a 
conventional six-volt lantern's bulk and 
weight, the Satellite torch weighs only 22 
ounces. It produces a beam of light with 
twice the intensity of standard two cell 
flashlights and has a quarter-mile night- 
time penetration, it is said. A special 
built-in bulb protector inside the lighthead 
shields the bulb from breakage by drop- 
ping or rough handling. | 

* 





HYDRAULIC from a 


RAM—Changing 
tapped head to a plain hole head on 
OTC Power-Twin Rams has been greatly 


simplified according to Owatonna Tool 
Co., 314 N. Cedar St., Owatonna, Minn. 
Instead of changing the entire ram head 
to obtain either a tapped or plain hole, 


this is now accomplished by inserts as 
shown in the accompanying illustration. 
This new feature permits a changeover 


much more easily and quickly than 
before, it is claimed, Inserts are available 
for all four POWER-TWIN Rams: 1742, 30, 
50 and 100-ton. | - * 


Ace Makes Rubber Mats 


For Station Wagons 


Special rubber mats are being 
made to fit the floors of station 
wagons, according to Ace Rubber 
Products, Inc., 101 Beech St., Akron. 
They fit various models of Ford, 
Chevrolet, Chrysler, Dodge and 
Plymouth wagons. A “Universal” 
model (48”x56”) is adaptable to 
most other station wagons, Ace 


says. 
* 





MAT—A deluxe mat for continuous one- 
piece coverage of front automobile floors 
has been developed by Wooster Rubber 


Co., Wooster, O. The contour mat, called 
the Styleliner, was developed not only to 
protect carpeting underfoot but to cover 
the floor slope and transmission hump as 
well. A speciat underside design holds it 
firmly in place. The Styleliner will be 
available in seven colors —blue, green, 
grey, red, white, brown and black. 
* 


Polishing Cloth Offered 


Gloss cloth, all-purpose heavy- 
duty polishing cloth available in 
transparent plastic half-pound bags 
and packaged in three-pound six- 
pak self-merchandising cartons, is 
being introduced by Atlas Textile 
Co., 1615 Woodland Ave., Cleveland 
15, O. 











Dun & Bradstreet survey shows: 


| 6 out of 10 


ict 
th 
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id 


| new-car customers say 
they will buy nylon 
cord tires when 

: you offer them 


Are you offering the profitable “extra” of nylon cord tires with every car you sell? Nylon is the “extra” 
that gives your customers priceless added safety. The swing is to nylon cord tires. Already four out of 
every ten replacement tires sold are made with nylon. And a recent Dun & Bradstreet survey shows 
that new-car buyers want nylon cord tires . . . six out of ten say they will buy nylon cord tires when 
offered by new-car salesmen. Be sure to keep your eyes on this profitable sales opportunity. For pocket- 
size cards with sales information on nylon cord tires, write E. I. du Pont de Nemours & Co. (Inc.), Room 
5518, Wilmington 98, Delaware. 


4 ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 
on nylon cord tires is just beginning in nine maga- 
zines with a combined circulation of over 19,500,000. 
It will run throughout the remainder of ’57 and 
during ’58 with the nylon cord safety story, along 


with the powerful nylon tire advertising by major REG. U.S. PAT. OFF 
tire companies! BETTER THINGS FOR BETTER LIVING 
_.. THROUGH CHEMISTRY 


THE SAFEST, STRONGEST TIRES ARE MADE WITH N ‘ LON 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and '48s dropped in November, 1955. Prices of ’57s added and °49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $16 last week, ac- 
cording to Automotive News’ 
index. 

The price of ‘Sis remained 
unchanged from the previous 
week. All other models were ad- 
justed downward. 

The loss amounted to $33 on 
"55s, $25 on "57s, $25 on "54s, $20 
on ‘'56s, $14 on ’52s, $11 on °53s, 
and $4 on 50s. 

New low prices were ¢s- 
tablished for ‘57s, "55s, "54s, ’53s 
and '52s. The previous low for 
"51s was matched. 

At a group of representative 
auctions last week, the average 
consignment was 1783 units, 
compared with 209 the previous 
week. The sales ratio was 60.2 
percent, compared with 65.9 a 
week earlier. 

Prices marked with an asterisk 
indicate a unit equipped with an 


automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* + = 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 

day. Prices are for sale of Nov. 12.) 

(Market very soft, Cars were hard to 
sell at any price. Sold 59 cars out of 145 
consignments.) 

BUICK—’57 Special 4-dr., $2,300° 
$2,230*, $2,230; Riviera, $2,100°. "56 RM 
4-dr., $1,775° (ps); Super 4-dr., $1,340° 
(ps); Special 4-dr., $1,270*. "55 Century 
2-dr., $1,175*; Super 2-dr., $1,145*; Spe- 
cial 2-dr., $1,100*. 

CADILLA ‘56 (62) coupe de Ville, $3,- 
000° (ps). 

CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
825° (ps). "56 Bel Air (8) 4-dr., $1,285°. 

$515, $500. '53 station 


(ps), 


on Png — 2-dr., 
$475; 4- dr. sedan, $365°. 

OHRYSLER~s4 Windsor club coupe, 
$725*. 

DeSOTO—'54 Firedome club coupe, $485* 
(ps). 

DODGE—'S6 Royal Lancer, $1,500°. °55 
Custom Royal 4-dr., $985*; Coronet club 
coupe, $915° (ps); 4-dr., $885°. 

FORD—’57 Fairlane (8) 500 4-dr. $1,830°, 
$1,800*, $1,750° (ps); Country sedan, 
$1,750; Custom (8) 300 4-dr.. $1,630°, 
$1,500°. °56 Country sedan, $1,350°; Fair- 
lane (8) Victoria, $1,200*° (ps); club 
coupe, $1,160, $1,085°; Main (6) 2-dr., 
$875, ‘55 Country sedan, $1,085°; Fair- 


lane (8) 2-dr., $925*; Custom 2-dr., $760, 
$550°; Main 2-dr., 


$500. 53 Custom 2- 
dr., $325*, $290. 
LINCOLN—"55 Capri club coupe, $1,125* 
(ps). 
NASH—’55 Custom Ambassador 4-dr., $1,- 


050°. 
OLDSMOBILE — ’°56 (88) Super Holiday, 
$1,225° (ps). "54 (98) Holiday, $950° ; 
$620° (ps). ‘51 (88) 


(88) Super 2-dr., 
Super 2-dr., $185*. 

PLYMOUTH—’57 Belvedere 2-dr., $1,900*; 
Custom station wagon, $1,750*. °55 Bel- 
vedere (8) 2-dr., $750; Plaza club sedan, 
$610. '52 2-dr., $130. 

PON TI A C—'57 station wagon, $2,200*; 
Chieftain 4-dr., $1,830° °56 Chieftain 
club coupe, $1,270*, 53 2-dr., $415°. 

ee Volvo 2-dr., 


$1,- 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Nov. 11.) 


high mileage cars suffered a further set 
back and were difficult to get sold at 
prices wanted. Sold 104 cars out of 162 
consignments.) 

BUICK—’56 Special Riviera, $1,590°. "55 
Century Riviera, $1,200° (ps); Special 
2-dr.. $1,150°; 4-dr., $1,125° (ps). "54 


Super 4-dr., $740°. ‘53 Special 4-dr., $385. 
"51 Super 4-dr., $100°. 
CADILLAC—'55 (62) coupe de Ville, $2,- 





500* (ps); 4-dr. sedan, $2,125*° (ps). '50 


limousine, $450*. 

CHEVROLET—’57 Two-ten (6) station 
wagon, $1,685; One-fifty (6) 2-dr., $1,- 
300. 56 Bel Air (8) Sport coupe, $1,500°; 


4-dr., $1,310*, $1,250°; Two-ten (6) 4- 
dr., $1,025; 2-dr., $985; Omne-fifty (6) 
2-dr., $1,035. "55 Bel Air (8) 2-dr., $1,- 


100*, $935; Two-ten (6) 4-dr., $800; 2- 
dr., 2 at $750, $720; One-fifty (6) 2-dr., 
$650. °54 Bel Air 2-dr., $710*; Two-ten 
$610*, $440. '53 Bel Air 2-dr., $540; 
$460; Two-ten 2-dr., $475; conv., 
$420; One-fifty 2-dr., $290. "52 4-dr., 
$285, $200. °51 station wagon, $410; 4- 
dr., $180; club coupe, $160°. 50 station 
wagon, $210. 
CHRYSLER — ’'56 Windsor conv., $1,600*° 
(ps). "53 Windsor 4-dr., $360°. 
’56 Fireflite Sport coupe, $1,650° 


(ps). 

DODGE—’55 Coronet Sport coupe, $815. "54 
Coronet station wagon, $525. '53 Coronet 
2-dr., $360. 

FORD—~'58 Country sedan, $2,650° (ps). 
"56 Fairlane (8) Victoria, $1,360° (ps), 
$1,300°. °55 Fairlane (8) 4-dr., $1,100*; 
Country sedan station wagon, $1,060°; 
Custom (6) Ranch Wagon, $900; 

$825; Main (6) 2-dr. 


4-dr., 
4-dr., 


(8) 2-dr., $560°. 
"54 Custom (8) Victoria, $750°; 2-dr., 
$605; 4-dr., $560. °53 Custom (8) 2-dr., 
$600, $360°; 4-dr.. $490; Ranch 


Wagon, $670: Custom (6) 2-dr., 
Main Ranch Wagon, 


* 


$1,735* (ps). °55 Monterey Sport coupe, 
$1,350° (ps), $1,135*. ’°54 Monterey Sport 
coupe, $750. 

NASH—’56 Metropolitan coupe, $850. ‘55 
Metropolitan conv., $600. °54 Metropol. 
tan coupe, $530. 52 Statesman 4- dr., 


$260. 
OLDSMOBILE—’55 (88) Super 4-dr., $1,-. 


020. ’54 (88) Holiday, $950°. '51 (98) 
4-dr., $130°. 
PACKARD—’56 Clipper 4-dr., $1,450°. 


PLYMOUTH — '58 Belvedere Sport coupe, 
$2,510°. °55 Plaza (6) station wagon, 
$910; Belvedere (8) 4-dr., $850*; Savoy 
(6) club sedan, $825. '54 Belvedere conv., 
$650*. '52 4-dr., $160. $160 

PONTIAC—’ 55 Star Chief conv., $1,000° 


"51 4-dr., 


(ps). °53 Chieftain 2-dr., $425*. 

STUDEBAKER — ‘55 Commander 4- dr., 
$750*. ‘53 Land Cruiser 4-dr., $330°' 
$250*. '52 Champion 4-dr., $150. 


MISCELLANEOUS—’56 Ford Consul, $730; 
%-ton express, $605. °54 Ford Zephyr, 
$555; %-ton pickup, $380, $370; Willys 
%-ton sedan delivery, $380. '52 Hillman 
Minx 4-dr., $100. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Nov. 11.) 
BUICK—’57 Special Riviera, $2,125* (ps); 

4-dr., $2,110°, 2 at $2,110° (ps). ‘56 

Super Riviera, $1,660* (ps); RM Riviera, 

$1,615* (ps); Special Riviera, $1,485*, 

"55 Special 4-dr., $1,090*, $980°. "53 Su- 

per 4-dr., $280°. 

CADILLAC—’57 (62) coupe, $3,835° (ps). 


"56 (62) conv., $2,885° (ps); coupe de 
Ville, $2,775* (ps). °54 (62) coupe, §$2,- 
100° (ps), $2,070* (ps), $1,885*° (ps), 
$1,785* (ps). °53 (62) coupe, $1,280* 
(ps), $1,055* (ps). "50 (60) 4-dr., $285*. 
CHEVROLET—’58 Bel Air (8) Hardtop, 
$2,725*, $2,655°, $2,525°. "57 Bel Air (8) 
Hardtop, $2,225*; 4-dr., $1,825*; Two 
ten (8) 2-dr., $2,050°. °56 Bel Air (8) 


4-dr.. $1,500°, $1,290°; Two-ten (8) # 
dr., $1,370*; One-fifty station wagon, 
$1,265. "55 Two-ten (8) 4-dr., $1,010. 'S 
Bel Air (6) 4-dr., $885. "53 Two-ten sta- 
tion wagon, $740°*; 2-dr.. $675*; Bel Air 
4-dr., $585; One-fifty 2- dr., $370. 

$910* (ps). 


CHRYSLER—-54 NY 4-dr., 
DeSOTO — '55 Firedome Hardtop, $1,370° 


$1,- 
"54 Custom Royal 


(ps). 

DODGE—’55 Custom (8) Royal 4-dr., 
200; Hardtop, $1,095°. 
(8) 4-dr., $810° (ps). 

FORD—'58 Custom (8) 300 2-dr., $2,175. 
’57 Fairlane (8) station wagon, $2,150*, 


$2,000*; 2-dr., $1,490*; Custom (8) 300 
2-dr., $1,525. 56 Fairlane (8) 4-dr., $1,- 
390°, $1,335°, $1,305° (ps), $1,305*°, $1,- 
300, $1,100°. °55 Fairlane (8) Hardtop, 
$1,220°, $1,085, $975; Custom (8) 2-dr., 
$815*, $550°. "54 Main (8) Ranch Wagon, 
$850; Crest (8) Victoria, $830°*; Custom 


(8) 2-dr., $725, $695, $395. °51 Victoria, 
$275°. 
IMPERIAL—’57 conv., $3,800° (ps). 
LINCOLN—’50 Cosmopolitan 4-dr., $185*. 
MERCURY—’57 Turnpike Hardtop, $3,250* 
(ps); Montclair Hardtop, $2,225*; Mon- 


(Continued on Page 35, Col. 1) 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Ffriday 
100% Insured—No Registration Fee 





COLORADO 











MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiey 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at Ii A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4695 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 














EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 64-4720 





Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — !! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 


Phone Dunkirk 3-0150 





“FUN FESTIVAL” 


December 4th 
SYRACUSE AUTO AUCTION 


Lefayette, N.Y. Phone: Orchard 7-3144 


POSSIBLE $500 CASH PRIZE 
FREE TURKEYS if you enter or 
bay three or more cars 


Lots of Fun—tots of buyers and sellers 
Lots and Lots of the BEST of Cars 


(Insured Checks and Titles) 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
even Dealers — Land at Buffalo Air-Park, 

jles south of Buffalo Municipal _-. 
Hard surface runway - Unicom Radio. 
is only five minutes away. Call aoe 
pick you up. 








CLASSIFIED WANT ADS 
BRING RESULTS 








Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


Inc. 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 





CANADA 


GRAND OL’ AUCTION 
Ltd. 
Y% mile South of London, Ont. 
on Highway No, 2 
“We are nice to people." 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 
Cheque and Lien Insurance 
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Used-Car Auction Prices 





(Continued from Page 34) 


terey Hardtop, $2,150*, $1,950°. "55 Mont- 
clair 4-dr., $1,320° (ps), $1,230° (ps); 
Monterey Hardtop, $1,190*. ‘51 4-dr., 


315. 
NasH—’S7 Custom (6) Country Club, $2,- 


020, $1,705. °56 Custom (6) Country 
Club, $1,305. °55 Custom (6) Country 
Club, $1,290. 


OLDSMO BILE—' 58 (88) Fiesta station 
wagon, $3,475* (ps). 57 (88) 2-dr. Holi- 
day, $2,370° (ps), $2,215° (ps); 4-dr. 
Holiday, $2,300* (ps), $2,235*° (ps), $2,- 
210* (ps). "56 (88) Holiday, $1,700° (ps). 
55 (98) Holiday, $1,745* (ps). '54 (98) 


Holiday, $1,200° (ps); 4-dr., $1,130° 
(ps); (88) Super 4-dr., $940° (ps). °53 
(98) conv., $685*° (ps). 
PACKARD — '55 ‘‘400’’ Hardtop, $1,300* 


(ps). 

pLYMOUTH—'58 Savoy (8) 2-dr., $2,350°. 
'57 Belvedere (8) 4-dr., $1,795°. ‘56 
Savoy (8) station wagon, $1,400, $960; 
2-dr., $955. °55 Savoy (6) station wagon, 
1,075. 

PoNTIAC—’S4 Chieftain 4-dr., $605, $545, 
$510*, ‘53 Chieftain conv., $375*, $315°. 
’52 Chieftain conv., $415°. 

STUDEBAKER—'56 Commander 4-dr., $1,- 


050. 
WILLYS—’57 Jeep, 2 at $1,460. '56 Jeep, 


MISCELLANEOUS — '58 Chevrolet %-ton 
pickup, $1,785; Volkswagen, $2,750. "56 
Volkswagen Micro Bus, $1,550; 2-dr., 
$1,415, $1,355. "55 Chevrolet %-ton pick- 
up, $805; Ford %-ton Walk In, $525; 
F-600 2-ton cab and chassis, $875; Volks- 
wagen 2-dr., $1,175. ‘53 Ford %-ton 
pickup, $475°. "52 Ford %-ton stake, 
$450. "49 Willys pickup, $380. 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
tion, Sale every Tuesday. Prices are for 
gale of Nov. 5.) 

BUICK—'56 Century Riviera, $1,730° (ps); 
Special Riviera, $1,650°; 2-dr. sedan, $1,- 
375; Super Riviera, $1,405° (ps). ‘55 
Century Riviera, $1,400° (ps), $1,295° 
(ps); Super Riviera, $1,340° (ps), $1,295° 
(ps); RM Riviera, $1,285° (ps). "54 Cen- 
tury Riviera, $1,025°. "53 Super 4-dr., 
$545*, $350°. ‘52 Super Riviera, $325°. 
"51 Super Riviera, $200°. 

CADILLAC—’'56 Eldorado Seville, $3,300° 
(ps); sedan de Ville, $3,250° (ps). "55 
coupe de Ville, $2,650° (ps), $2,550° (ps); 
(62) 4-dr., $2,300° (ps). "54 coupe de 
Ville, $2,000° (ps). "51 (62) 4-dr., $300. 

CHEVROLET—'57 Corvette, $2,875° (ps), 
$2,810*; Bel Air (8) Sport coupe, $2,- 
100°; Sport sedan, $2,050°; 4-dr., $1,925° 


* $1,030. '48 Jeep, $275, $250. 


(ps); Two-ten (8) Townsman, $1,975°; 
4-dr., $1,650°. 56 Bel Air (8) Nomad, 
$1,730°*; conv., $1,360, $1,175; Two-ten 


(8) Delray, $1,355°; 4-dr., $1,325; coupe, 
$1,215. "55 Bel Air (8) Sport coupe, $1,- 
595° (ps), $1,385° (ps), $1,335°; Two-ten 
(8) Townsman, $1,150; 4-dr., $995°; 2- 
dr., $775; One-fifty (6) 4-dr., $750. "54 
Bel Air Sport coupe, $850°; One-fifty 
utility sedan, $670°; 2-dr., $575; Two- 
ten 4-dr., $655°; Delray, $630. ‘53 Two- 
ten Sport coupe, $650; Bel Air 2-dr., 
$605; 4-dr., $600. "52 2-dr., $325°; 4-dr., 
$215; business coupe, $160. ‘51 Bel Air 
sedan, $380°; Fieetline Deluxe 2-dr., 
$260; Styleline Deluxe 2-dr., $230, $220. 
"50 Fleetline 4-dr., $275; Styleline 4-dr., 
$160, '49 2-dr., $170. 
CHRYSLER—'56 NY 4-dr. Hardtop, $2.- 
200° (ps); conv., $1,505° (ps). "55 ‘‘300"" 
sedan, $1,805° (ps). "52 NY 4-dr., $225*° 
(ps). "50 4-dr., $150°. 
DODGE—’55 Royal (8) Lancer, $1,275*. 
FORD—'57 Thunderbird, $3,000° (ps), $2.- 
900° (ps), $2,800° (ps), $2,700° (ps); 
Fairlane (8) 500 Skyliner, $2,625° (ps); 
Victoria, $2,155° (ps), $2,150° (ps); 
conv., $2,000° (ps); Town sedan, $1,895° 
(ps); Country sedan, $2,085° (ps),- $2,- 
000° (ps); Custom (8) 300 4-dr., $1,575, 
$1,425; Custom (6) 4-dr.. $1,500°; Del 
Rio station wagon, $1,885*°. ‘56 Thunder- 
bird, $2,500°, $2,350°, $2,050°; Fairlane 
(8) conv., $1,550° (ps); Victoria, $1,500* ; 
Custom (8) 2-dr.. $1,245°, $1,010. °55 
Thunderbird, $2,350°; Fairlane (8) conv., 
$1,125° (ps), $1,060°; Custom (6) 2-dr., 
$700; Main (6) business coupe, $525*. ‘54 
Custom (8) 2-dr., $700, $625°; Main (8) 
2-dr., $575; 2-dr., $505. "53 Crest Coun- 
try Squire, $585°; Main (6) 2-dr.. $275. 
"52 Country Squire, $450°. °51 Custom 
4-dr., $250, $100; 2-dr., $105. 
HUDSON—'51 Commodore 4-dr., $150*. 
LINCOLN—'57 Capri coupe, $2,725* (ps). 
‘55 Capri coupe, $1,300° (ps). 


MERCURY—’57 Montclair Phaeton, $2,350* 
(ps); 4-dr. Hardtop, $2,130° (ps). ‘56 
Monterey coupe, $1,575* (ps), $1,575*. 


"55 Montclair coupe, $1,290°*, $1,200°. '52 

Monterey coupe, $495*; conv., $300*; 

Custom 2-dr., $200. '49 4-dr., 
NASH—'52 Ambassador 4-dr., $265°. 
OLDSMOBILE—’57 (88) Super 4-dr., $2,- 


425* (ps). '56 (88) Super Holiday, $1,- 
850° (ps), $1,805° (ps), $1,700* (ps), 
$1,680*; (98) Holiday, $1,800* (ps). '55 


(98) Holiday, $1,400* (ps); (88) Holiday, 
$1,220°. '54 (88) 2-dr.. $985*, $700. '53 


(98) conv., $375* (ps). "52 (88) Super 
Holiday, $400°. "51 (98) Holiday, $290°. 
PLYMOUTH — ’57 Belvedere (8) Sport 


coupe, $2,000*; Sport sedan, $1,975*. '56 


Plaza (6) 4-dr., $950. '53 Cranbrook 4- 
dr., $350°. °52 Cranbrook 4-dr., $230; 
club coupe, $175. 


PONTIAC—’56 Star Chief Catalina coupe, 
$1,535* (ps), $1,400* (ps), $1,300* (ps); 
Chieftain 2-dr., $1,150, $870. ‘55 Star 
Chief 4-dr., $1,015* (ps); Chieftain 4-dr., 
$920* (ps); 2-dr., $740*. 

STUDEBAKER—’56 Flight Hawk, $1,025°. 

MISCELLANEOUS—’58 Volkswagen 2-dr., 
$2,000. °57 Chevrolet delivery, $1,000; 
Volkswagen Micro bus, $1,725; Sunbeam 
Rapier, $1,850. '56 MG roadster, $1,565; 
Volkswagen 2-dr., $1,430, $1,425. ‘55 
Chevrolet (6) %-ton pickup, $925, $900, 
$765; %-ton pickup, $640; Dodge (8) %- 
ton pickup, $850; Austin-Healey roadster, 
$1,500; DKW 2-dr., $750; Volkswagen 
2-dr., $1,100. '54 Ford F-100 %-ton pick- 
up, $685. °53 Chevrolet 1-ton tractor, 
$550. ’51 Chevrolet %-ton pickup, $320. 
"50 Dodge %-ton pickup, $225. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 13.) 
(Sold 56 cars out of 125 consignments.) 
BUICK—’57 Special Hardtop, $2,210*. °56 
RM Hardtop, $1,740* (ps); Super Hard- 
top, $1,700* (ps); Riviera, $1,530; Special 
Hardtop, $1,585*. °55 Super conv., §$1,- 


110° (ps). '53 RM Riviera, $600* (ps); 
Special 2-dr., $460°. 

CHE VROLET—’57 Bel Air (8) club coupe, 
$1,725*, °56 Bel Air (8) 4-dr., $1,385*, 
$1,340*; conv., $1,280*, $1,225*; Two-ten 
(6) 2-dr., $1,000°. °55 Two-ten 2-dr., 
$765; Delray coupe, $840*; station wagon, 
$1,025*. 54 Bel Air 4-dr., $630°. '53 4- 
dr., $455; 2-dr., $300*. 

DeSOTO—’57 Firedome 4-dr., $2,080*. 

DODGE—’53 Coronet (8) 4-dr., $810*; club 
coupe, $270. 

FORD—’'57 Custom (8) 300 2-dr., $1,440°. 
"55 Fairlane (8) 2-dr., $820; Main 2-dr., 


$675*. "53 Custom 2-dr., $505; Main 2-- 
dr., $325. ‘52 Victoria, $§340°; 4-dr., 
$185*. °51 club coupe, $195. 


MERCURY—’56 Montclair club coupe, $1,- 
335°. °55 Montclair club coupe, $1,000*. 
*54 Montclair 4-dr., $610*. 

NASH—’54 Statesman 4-dr., $340*. 

OLDSMOBILE—’57 (88) 4-dr., $2,025*. "56 
(88) 2-dr., $1,265. '55 (88) 4-dr., $1,035°. 
"54 (88) Holiday, $790°. "52 2-dr., $205°. 

PLYMOUTH — ‘55 Savoy station wagon, 
$800. "53 Savoy 4-dr., $740*; 2-dr., $180; 
Cranbrook 4-dr., $200°. 

PONTIAC—'55 Chieftain 2-dr., $790*, $765. 
"54 Chieftain 2-dr., $480. 

RAMBLER—’53 station wagon, $360. 

MISCELLANEOUS — '56 Ford %-ton Ex- 
press, $700. "52 Ford %-ton pickup, $360. 


DAYTONA BEACH, FLA. 


(Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 12.) 

(The consignment of inte model cars 
was excellent today, 
them were sold. We could have used a 
lot more inte models and clean cars.) 


BUICK—’57 Special Hardtop, $2,230* (ps). 
"56 Century Hardtop, $1,550°; Special 
Hardtop, $1,510°; 4-dr.. $1,490° (ps); 
2-dr., $1,400°. '55 Century conv., $1,300*° 


(ps). °54 Special Hardtop, $750°. ‘53 
Super Hardtop, $700°. 
CADILLAC—'56 coupe de Ville, $3,500*° 
(ps). "55 (62) 4-dr. $1,910° (ps). "4 


coupe de Ville, $1,900° (ps); 2-dr. Hard- 


top, $2.100° (ps); 4-dr. sedan, $1,895° 
(ps), $1,575° (ps). 
CHEVROLET—'57 Bel Air (8) Hardtop, 


$1,950, $1,865°, $1,850°, $1,810°; Two- | CADILLAC—’57 (62) conv., $4,000° 





Model Breakdown 
Of Auction Averages 


Nov., 1957  Oct., Sept., 
Model To Date 1957 1957 
1957 $1886 $1,984 $2,062 
1956 1,306 1,378 1,481 
1955... 1011 1,087 1,166 
1964.......... 694 737 790 
1953. 448 471 494 
1952 277 297 328 
1951. 218 220 230 
unennnens 196 185 182 
Overall —— —— —— 
Average. $ 755 $ 795 $ 842 





ten Delray, $1,430°; One-fifty Hardtop, 
$1,500. ‘56 Bel Air Hardtop, $1,515, 
$1,480° (ps) * Bel Air (6) 2-dr., $815. 
"S51 2-dr. $200°. 
DeSOTO—'55 Firedome 4-dr., $900° (ps). 
DODGE—'57 Sierra station wagon, $2,250°. 
EDSEL—’'58 Pacer 2-dr. Hardtop, $2,660*. 
FORD—'57 Fairlane (8) 500 2-dr., $1,900° 
$1,605° (ps); club sedan, $1,875*, $1,725, 
$1,605° (ps). ‘56 Country sedan, $1,385°; 


Fairlane (8) conv., $1,325*, $1,150*; 
2-dr., $1,300°, $1,255° (ps). '55 Fairlane 
Crown Victoria, $1,295°; 2-dr.. $1,110° 
(ps); 4-dr.. $1,000; sedan, $965°, ‘54 
Country sedan, $830, $790. 
IMPERIAL—'58 2-dr., $4,800° (ps). ‘57 
Hardtop, $3,550° (ps), $3,425° (ps). 


LINCOLN —'53 Capri Hardtop, $800°*. 


MERCURY—'56 Montclair Hardtop, $1,- 
615°; Phaeton, $1,540° (ps); Monterey 
4-dr., $1,525°, $1,400°, $1,385° (ps). "54 
4-dr., $685. 

OLDSMOBILE — ‘57 (98) 2-dr., $2,800*° 
(ps); 4-dr., $2,540° (ps); (88) Holiday, 
$2.475* (ps); (88) Super 4-dr., $2,100° 


(ps). "56 (88) Super 4-dr., $1,560° (ps); 
Hardtop, $1,525°; 2-dr., $1,350°. "55 (88) 


Holiday, $1,275*. ‘54 (88) 4-dr., $850*, 
$840°. "53 (88) 4-dr., $615° (ps). 
PACKARD—'53 4-dr., $320°. 
PLYMOUTH—'57 Plaza (8) 2-dr., $1,465. 
"56 Belvedere sport coupe, $1,410. °55/ 
Savoy 4-dr., $835°; 2-dr., $800. '53 Cran- 


brook sedan, $365. 

PONTIAC—'55 2-dr. station wagon, §$1,- 
075°; Chieftain conv., $1,015* (ps); 4-dr., 
$750. ‘52 4-dr., $150. 

— Ford %-ton pickup, 

1,275. 


PORTLAND, ORE. 


(Portiand Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 12.) 


BUICK—'56 Century 4-dr. 
620°. '55 Century 4-dr. Hardtop, $1,425°; 
2-dr. Hardtop, $1,300* (ps); Special 4-dr. 
Hardtop, $1,300* (ps); Super 4-dr. sedan, 


$1,220* (ps). '54 Special 2-dr. Hardtop, 
$950°, $825°. '53 RM 4-dr., $625° (ps); 
Super 4-dr., $530*°. ‘52 Special 2-dr., 
$345. '51 RM 4-dr., $195*. ‘50 Super 2- 
dr., $130°. 


CADILLAC—’53 (60) 4-dr., $1,070* (ps). 
CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
970° (ps), $1,960° (ps), $1,785* (ps); 
Two-ten (8) 2-dr. station wagon, $1,860*; 
4-dr. sedan, $1,800* (ps). ‘56 Bel Air 
(8) Nomad, $1,850°, $1,630* (ps); Two- 
ten (8) 4-dr., $1,190; One-fifty 4-dr., 
$1,060. °55 Two-ten (8) 4-dr. station 
wagon, $1,260°; 2-dr. sedan, $1,055; One- 
fifty (6) 2-dr., $725. '53 Two-ten 4-dr., 


$490°, $475°. °52 Styleline 4-dr., $370*; 
a $220. °49 Fieetline sedan, $185, 
165 


CHRYSLER—'’56 Windsor 4-dr., $1,785* 
(ps). "53 NY 4-dr., $375*, 

DODGE—'56 Coronet 2-dr., $1,095*, $1,- 
050°. '55 Royal Hardtop, $1,070*; Coro- 
net (8) 2-dr. Hardtop, $1,035*. °54 Coro- 
net (8) 4-dr., $655. '49 4-dr.. $145. 

FORD—’57 4-dr. station wagon, $2,220*, 
$2,075*; Fairlane (8) 4-dr., $1,830* (ps); 
Custom (8) 2-dr., $1,615, $1,585°. °56 
Custom (8) 2-dr., $1,200. ‘55 Fairlane 
(8) Crown Victoria, $1,400*, $1,300* (ps); 
Hardtop, $1,125*, $1,050; 2-dr., $1,040°; 
Custom (8) 4-dr., $955, $955*°, $900, $850. 


54 4-dr, station wagon, $1,025*;' Crest 


| 





| 
j 
| 
| 
j 


| 


Hardtop, $1,-/| 


(8) 4-dr., $855*; Main (8) station wagon, 
$725; Custom (8) 4-dr., $630, $545°. °53 
Crest 4-dr., $465, $390; 2-dr., 
$350*, $300. '52 Custom 2-dr., $465; club 
coupe, $365°; station wagon, $370; Main 
2-dr., $270*. °50 Custom 4-dr., $185°*, 
$140; 2-dr., $170. 

HUDSON—’53 Hornet 4-dr., $355*, $320°. 
LINCOLN — '57 Premiere coupe, $3,460° 
(ps). 52 Cosmopolitan 4-dr., $375*. 
MERCURY—’55 Montclair 4-dr., $1,300* 
54 Monterey 4-dr., $990° (ps), 
, $835°; Custom 4-dr., $750°. °53 
Custom 2-dr., $400. '52 Monterey Hard- 
top, $550*. '51 Monterey 4-dr., $150*. 

NASH—’53 Statesman 4-dr., $490°. 

OLDSMOBILE—’55 (88) Super conv., $1,- 
580° (ps), 4-dr., $1,200°; (88) Hardtop, 
$1,560° (ps), $1,470*; 2-dr., $1,485°; 
4-dr., $1,200*. °54 (88) Super 2-dr., $910° 
(ps). °53 (88) Hardtop, $835°; 4-dr. se- 
dan, $620; (98) 4-dr., $795° (ps); (88) 
Super 4-dr., $745* (ps), $720*. '52 conv., 
$550°. °51 (98) Hardtop, $370°, $215°; 
(88) 2-dr., $250°. ‘50 (98) 4-dr., $170°. 

PACKARD—’51 2-dr., $150°. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,155. 
"54 Belvedere 4-dr., $580° (ps). 


PONTIAO —'56 Chieftain 2-dr. Hardtop, 
$1,595*; 4-dr., $1,455°; 2-dr., $1,430*; 
Stax Chief Hardtop, $1,525*. ‘55 Star 


Chief Hardtop, $1,505*; Chieftain 4-dr., 
$9004; 2-dr., $835. ‘54 4-dr., station 
wi , $995°; Star Chief Hardtop, $845°. 
"S53 4-Ur., $555*, $450°. 

STUDEPAKER—'54 Champion 2-dr. station 
wagon, \$860*. ‘53 Champion Hardtop, 
$485°. ‘ 

MISCELLANEOUS—’57 Zephyr 4-dr., $1,- 
140. "56 Volkswagen 2-dr., $1,395, $1,365, 
$1,350; Chevrolet %-ton pickup, $950; 
Ford %-ton pickup, $795. ‘54 Chevrolet 
%-ton pickup, $660. ‘53 Dodge %-ton 
pickup, $455. "52 GMC Panel, $420. "49 
Chevrolet Carryall, $375. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 12.) 
(Seid 363 cars out of 561 entered.) 


BUICK—’57 RM Hardtop, $2,355* (ps); 
Century conv., §2,265° (ps); Special 
Hardtop, $2,025°, $1,765° (ps). °56 Super 
Hardtop, $1,650°. °55 Super Hardtop, 
$1,255° (ps); Special Hardtop, $1,250*° 
(ps), $1,195°, $1,145° (ps), $1.055° (ps), 
$1,040°; 2-dr., $1,050°, "54 Super Hard- 
top, $1,000°; 4-dr., §870° (ps); RM Hard- 
top, $945° (ps); Special Hardtop, $930*; 
2-dr.. $815*; conv., $775° (ps); Century 
Hardtop, $745°, $690° (ps). "53 Special 
4-dr., $330°. "51 RM 4-dr., $235°. °'50 
Hardtop, $365° 


coupe de Ville, $3,915° (ps); coupe, .- 
710° (ps). "56 coupe de Ville, $3,000° 
(ps); (62) 4-dr., §2,925° (ps), §2,775° 
(ps); coupe, $2,690° (ps), $2,600° (ps). 
"55 (62) coupe de Ville, $2,620° (ps), 
$2,550° (ps). "54 (62) coupe, $1,790° 
(ps); 4-dr. sedan, $1,620° (ps). "53 (62) 
4-dr., $920°. "S52 4-dr., $560° (ps). "50 
coupe, $300°, "49 4-dr., $365°. 

CHEVROLET—'5S Bel Air 4-dr. Hardtop, 
$2,.675*; 2-dr. sedan, §2,625° (ps); Bis- 
cayne 2-dr.. $2,350°; 4-dr.. $2,260. ‘57 
Corvette, §2,600* (ps); Bel Air 
coupe, $1,890°; station wagon, 
2-dr., $1,735°; Bel Air (6) 4-dr., $1,690°; 
Two-ten (8) sport coupe, $1,600°; 4-dr., 
$1,480; Two-ten (6) 4-dr., $1,450; 2-dr., 
$1,425, $1,270. "56 Corvette, $2,225°; sta- 
tion wagon, $1,515°; Bel Air 4-dr., Hard- 
top, $1,505* (ps); 2-dr., $1,425; Two-ten 
2-dr., $1,075*, $910 §900; 4-dr., $950. 
‘55 station wagon, $1,175*; Bel Air (8) 
Hardtop, $1,100*, $1,050° (ps); Bel Air 
(6) 4-dr., $1,040°, $1,000, $945°, $885°, 

; Two-ten (8) Delray, $975°; 4-dr., 
$970°; Two-ten (6) 2-dr., $750, $690°; 
4-dr., $735; One-fifty 2-dr., $475. "54 Bel 
Air 4-dr., §785°, $690°, $500; 2-dr., 
$770*, $700; coupe, $735°; Two-ten 2-dr., 
$565*; One-fifty 4-dr.. $365; 2-dr., $320, 
$275. ‘53 Bel Air 4-dr., $560; 2-dr., 
$450°; Two-ten conv., $445°; 4-dr., $385; 
One-fifty 4-dr., $375; conv., $370; 2-dr., 
$250. *51 4-dr., $285°. 

CHRYSLER —'56 NY Newport, $1,750*° 
(ps); Windsor 4-dr., $1,535°. "55 NY St. 
Regis, $1,370° (ps); 2-dr., Hardtop, $1,- 
130° (ps); conv., $1,010° (ps). "54 NY 
Newport, $920° (ps). "53 NY 2-dr., 
$535°; Windsor 4-dr., $395°. 

DeSOTO—'57 Firedome Hardtop, $2,250*° 
(ps). "56 Firedome Hardtop, $1,685°, $1,- 
520° (ps). "53 Firedome 4-dr., $435° 


(ps). 

DODGE —-'55 Coronet Hardtop, $1,190*° 
(ps); station wagon, $1,030°. ‘53 Coronet 
4-dr., $275. 

FORD—’'58 Fairlane Victoria, $2,645° (ps); 
Fairlane (8) 500 2-dr., $2,400°. ‘57 
Thunderbird, $2,725* (ps); station wagon, 
$1,910° (ps); Fairlane (8) 500 Hardtop, 
$1,845*°; conv., $1,840° (ps), $1,830°; Vic- 
toria, $1,770*; Custom 300 4-dr., $1,875*. 
‘56 station wagon, $1,725*; Fairlane Vic- 
toria, $1,475* (ps), $1,425°; 4-dr., $1,300° 


(ps); Sedan Town, $1,150; Main (8) 
sedan, $915. ‘55 Thunderbird, $1,835; 
Fairlane (8) Crown Victoria, $1,210* 
(ps), $1,130° (ps), $1,100°; conv., $800. 
"54 Crest Victoria, $920° (ps), $595; 
4-dr.. $725°; conv., $545°; 2-dr., $450, 

*. ‘53 Victoria, $475; 4-dr., $350. 


"51 conv., $240°. 

LINCOLN — '57 Premiere coupe, $3,180* 
(vs). '52 Capri coupe, $395°. 

MERCURY—'57 Monterey 4-dr., $2,005*; 
Hardtop, $1,960*. ‘56 Monterey Hardtop, 
$1,515° (ps). °55 Montclair 2-dr., $1,095*° 
(ps); 4-dr., $815*; Custom 4-dr., $790°*. 
"54 Custom coupe, $885*°; 4-dr., §715*, 
$640°, $600°; Monterey coupe, $520°. 53 
Custom 4-dr., $490. '52 Custom 4-dr., 
$210. '51 4-dr., $230. 

NASH —’57 station wagon, $1,755*; 4-dr. 
sedan, $1,440°. °56 Ambassador 4-dr., 
$1,340°, $1,325*. °55 Statesman Hardtop, 


$1,015*; Ambassador 4-dr., $735° (ps). 
"53 Ambassador 4-dr., $355*; Statesman 
sedan, $250*. 


OLDSMOBILE—’57 (88) Super conv., $2,- 
540° (ps); (88) Holiday, $2,385* (ps), 
$2,350° (ps); (98) 4-dr., Holiday, $2,- 
425° (ps). "56 (88) Super 4-dr., $1,660* 
(ps); (88) Holiday, $1,645°; 4-dr. sedan, 
$1,625* (ps). °55 (88) 4-dr.. $1,425° 
(ps); Holiday, $1,405*, $1,160°. '54 (98) 
conv., $1,140° (ps); (88) Super 4-dr., 
$1,020°; 2-dr., $800*. "53 (98) 4-dr., 
$700*; (88) Super conv., $450*. '52 4-dr., 
$250°. "51 4-dr.. 

PACKARD—’52 2-dr., . 

PLYMOUTH—'57 Belvedere (8) 2-dr., $1,- 
550°, $1,510°. °56 Belvedere 2-dr. $1,- 
090°; Savoy (6) 2-dr., $900. '55 Ive- 
dere Hardtop, $925*; 4-dr., $920*, $840*, 
$835, $725°; 2-dr., $900°; station wagon, 
$750; Savoy 4-dr. $695, $660, $640; 
Plaza 2-dr., $575; 4-dr., $490. '54 Belve- 
dere 4-dr., $610° (ps); Plaza 4-dr., $385. 
‘653 Cranbrook 2-dr., $420; 4-dr., $350, 
$275. 52 2-dr., $285. 

PONTIAC—'57 Star Chief Catalina, $1,965* 
(ps); Catalina, $1,865°. °56 Star Chief 


(Continued on Page 36, Col. 3) 
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$1,405* (ps); Catalina, $1,380*° 
(ps). °55 Chieftain Catalina, $1,035*, °54 
Star Chief 4-dr., $620°. ’53 ‘Chieftain 
Catalina, $500*° (ps); 2-dr., $345*, $300°. 
RAMBLER—’56 4-dr., $915. 
STUDEBAKER—’57 Commander 4-dr., $1,- 
500*. °56 Sky Hawk, $1,135° (ps). "55 
President Hardtop, $935°. 563 Commander 
4-dr,, $265°; Champion 2-dr., $200°. 
MISCELLANEOUS—’57 Volkswagen 2-dr., 
ae 640, $1,615, ‘56 Volkswagen 2-dr., $1,- 


conv., 


$1,225*. °53 (98) 4-dr., $465°. "52 (98) 
4-dr., $300*, $210*. '49 club coupe, $150°. 
PACKARD—’'S4 4-dr., $495*. 
PLYMOUTH—’'56 Belvedere 4-dr., $1,200*. 
'55 Belvedere 4-dr., $815*; 
on, $800; Hardtop, $805; 
. "54 Savoy 4-dr., $605°; 
4-dr., $605°; 
53 Belvedere coupe, 
$390*; station wagon, $300*. 
PONTIAC—’55 Star Chief conv., $1,110*. 
"53 Chieftain 2-dr., $405*. "52 Chieftain 


station wag- 
Savoy 4-dr., 





2-dr., $290. ‘52 4-dr., $450, °51 2-dr,, 
$250: 4-dr., $185. °50 4-dr., 

MERCURY—'57 Montclair 4- dr., $2,3: 0*; 
coupe, $2,295°. °56 Monterey Phaeton, 
$1,300*; 4-dr., $1,160*°; 2-dr., $1,110* 
"55 Monterey coupe, $900°. 54. Monterey 
coupe, $740*; 4-dr., $700*, °53 station 
wagon, $510*; 4-dr., *$500°. 

NASH—’ 54 Statesman 4- dr., $500. '51 4-dr., 


$300. 

OLDSMOBILE—’56 (88) Hardtop, $1,575*, 
*55 (88) 4-dr.. $1.190*. °54 (98) 4-dr,, 
on! (88) Super 4-dr., $890*. '50 2- dr., 


$100 

PLYMOUTH—'57 Savoy 4-dr., $1,350. ‘56 
Savoy 2-dr., $980°. ‘53 Cambridge 4-dr,, 
$330; 2-dr., $330. 

PONTIAC—'54 Chieftain coupe, $850* (ps); 
2-dr., $375. '53 4-dr., $440. 

WILLYS—'56 Jeep, $365. °54 coupe, $385, 

MISCELLANEOUS—’56 GMC %-ton pick. 
up, $610°*, °54 Chevrolet pickup, $530; 
Ford %-ton pickup, $475. 








The assemblies are spot-welded 


$1, 325. °54 Chevrolet %-ton pickup, 4-dr., $270°*. 
$490; Jaguar, $1,100; Studebaker %-ton aan ep ene Hardtop, ae. DANVILLE, Vv A 
k 15. ’51 Ford truck, $200. WwiILL jon wagon, . 
pickup, $4 MISCELLANEOUS—’57 Isetta coupe, $610. (Danville Auto Auction. Sale every Wed- 
BUFFALO ’54 Ford Consul, $390. a “- ae for sale of Nov. 13.) 
Due changes, not as 
Thruway Auto Auction, Inc, Sale every many clean units are being offered, Sold 
suum. Prices are for sale of Nov. 11.) VALDOSTA, GA. 120 cars out of 153 consignments.) 
Market remains at a slow constant. (Tom Hewitt Auto Auction. Sale every! BUICK—'56 Special 2-dr., $1,350. '54 Super 
This — is not So pep ly vey. Prices are for sale of Nov. 2. 2-dr., $%; Special 2-dr., $785°, 53 Su 
Sold’ 77 cars out of 134 consignments.) sale was “‘red hot’’ with clean cars and ofpnaad om ‘eens : eve 
BUICK—’55 Special Hardtop, $1,140*. lots of them sold.) (ps). "54 (62) 2-ar, weed. 6: “tear tak 14. 
CADILLAC—’'55 (62) 4-dr., $2,030°. . BUICK—’57 RM 4-dr., $2,250*°. °56 Cen- $1,530* (ps). '53 2- -dr., $1,135°. 49 2-dr.. 
CHEVROLET—'57 Bei Air 4-dr., $1,700' tury 4-dr., $1,840°; Special 4-dr., $1,205*.| $350. '47 2-dr. $175*. , = 
(ps), $1,605*. °54 Bel Air Hardtop, $725°. 55 Special coupe, $1,185°. ‘54 4-dr.,| CHEVROLET—'57 Bel Air (8) 2-dr., $1,- BU 
'53 Bel Air Hardtop, $595°; 2-dr., $595° ; $960*. '53 Special 4-dr.. $460, '52 4-dr., 500. ‘56 Bel Air (8) Hardtop, $1.510*: : 
Two-ten 2-dr., $385, $315. "52 4-dr., $165. $250°. °50 4-dr., $175°. 4-dr., $1,150, $1,115*. °55 One-fifty 2.» : 
CHRYSLER—'53 Windsor .. es CHEVROLET—'57 Two-ten 4-dr., $1,800°;| r., $1,240; Bel Air 4-dr., $955°, $950, 
Bee a antag Pare title, Sam vie-| Zit» $1000%; Bal Air Sc. $1880; One: | $00; Zr, 9090, ot Delay Sar erase: | 
ma’, “an . * fifty 4-dr., $1,330°, ‘56 Bel Air station r -dr., ; ten (6) 
The NADA Official Used Car Guide is now published toria. Hardtop, $1,075*; Sunliner conv.,| Yalon $i'595*: 2-dr. $1,025: Two-ten| 4-dr., $590°, $510: 2-dr., $410. °53 Bet 
° , 4-dr., $580; 2- 
pi gaze (pe). sid ; Hardtop, $1,050*. ‘55 Bel Air coupe, $1,- eee “tease i oe 4-dr., $445, $425°, | 
. oge 2 . *. *. ang . ° 
in 8 regional editions, every 30 days to provide LINGOLN——'54 2-dr., $790°. se heer bas, aed, Sa deeick bao’ | Sar, Gee. Oe ote. a. yA 
: ° ° MERCURY—'54 Monterey 4-dr., $600°. '53) $779 $575, $500. °53 Two-ten 2-dr..| 2-dr., $405*, $305°, $245. '5i 2-dr., $360° 
better service and even more accurate reporting in a. Hardtop, $410. '51 Custom se- $450; 4-dr., ae Bel at a. aes giee*, = "50 2-dr., $240, $205. ‘49 | 
a One-fifty 4-dr., $400, "52 coupe, $415°*; r 
PACKARD—'53 4-dr., $275°. 2-dr., $400; 4-dr., $390°, 5, 51 club | CHRYSLER—'52 Windsor 4-dr., $510*, '51 
= ff PLYMOUTH. '68 Betvosers (©) sedan, $880./ coupe, $280; 2-dr., $225. ‘So 2-dr., $210,| _ Windsor 4-dr., $175°. ae CA 
'53 Cam ge r $120 FORD—'58 Fairlane (8) 2-dr. $2,715*. ‘57 
PONTIAC—'54 Chieftain 4-dr., $540. ‘51 i 4 Canem (5) Dan, 4,400 D | 
+.° . . DODGE—’56 Coronet 4-dr., $1,200*. "52 +» 91,455. ‘airlane 
In addition, the Guide contains many valuable a Chtettain 4dr, $240. a 600. ee (8) 4-dr., $1,280; “Custom (8) 4dr. $1. | 
features such as: voor Fairlane 600 conv Gisebe (pokes. | Fairlane (8) 2-dr., $1,105, $965; Victoria, ) 
LITTLETON, COLO. dr., $1,890°; 4-dr. $1,875° (ps); Fair- Soom (dae ee abo ne 
(Denver Auto Auction, Sale every Friday. lane 2-dr., $1,560*; Ranch Wagon, $1,510. "54 Crest (8) 2-dr s Soeer, boca a 
Average Wholesale Prices are for sale of Nov. 8.) ‘56 Fairlane (8) 4-dr., $1,300°; conv.,| (g) 4-dr.. $725, $705; 2-dr., $620° (ps) | 
BUICK—’57 Century station wagon, $2,550° $1,160*; Custom coupe, $1,120: sedan $530; Custom (6) 2-dr.. $555. '53 station | 
Value (ps). "54 Special 2-dr., $695°, "53 RM| $845°. 55 station wagon, $1,010; Fairiane| Wagon, $665; Custom’ (8) 2-dr..- $570 ) 
2-dr., $645° (ps). "51 RM 4-dr.. 2 at 4-dr., $750; Custom 2-dr.. $735; Main $560°,' $510, $375, $315: 4-dr * g630°: 
$102. "50 Special 2-dr., $175°; RM 4-dr., 2-dr., $670; 4-dr., $560. '54 club coupe. Main’ (6) 4-dr,, $255: 2-dr., $245*. ‘52 | 
Average Retail $115*; Super 4-dr., $105°. $660; 2-dr., $500, $450; 4-dr., $540. 53) Victoria. $405*; Custom 2-dr., $365, $100. 7 
CADILLAC—'56 (62) coupe, $2,975° (ps), ‘51 Victoria, $270; station wagon, $225: | 
$2,875° (ps); 4-dr., oe tee (62) + ae 2-dr., $300, $200; 4-dr., $215°. 50 sta- | 
vera Lean 4-dr., $855° (ps). * r Slid Car R f tion wagon, $235; 4-dr., $230; 2-d | 
Average CHEVROLET —'57 Corvette,’ §2,625; Bel ing ootIs $215, $170, $125. § r | 
(in most areas) Air (8) 4-dr., $1,710*; Two-ten o> HENRY J—'51 sedan, $125°. , 
dr., $1,530. °S6 Bel Air (6) conv., $1,- D ed MERCURY — ‘55 Monterey 2-dr., $1,150° | 
400*; Two-ten (8) 2-dr., $1,100. "55 Bel emonstrat (ps). ‘Sl 4-dr., $330, $120, "ee a 
identifying Specifications Air (8) Sport coupe, $c"; Ste... B D ° Fi $295. a 
$1,100". "Si Bel Air 4-dr., 4, at 8165: y etroit Firm “oe 2 (88). A-dr. $1.505° | 
Two-ten 4-dr., 2 at $750.’ n $305°. '50 4-dr. $245°, . 
Quantity Prices on Request 2-dr., $585°*; Bel Air 2-dr., 2 at $560°. DETROIT.—Metal and fabric PLYMOUTH — "52 a, = $315. " 
SSS oe ee $2,000° (Ps). | “sliding roofs” for autos, including| _ ’51 2-dr., $350; 4-dr., $130. pe 
DeSOTO’S3 4-ar., 475. staticn wagons, were demonstrated | "OX TIAC $6, Chtettsin tcdr.,. 71°, 86 
DODGE—'57 Coronet 4-dr., 7 at $2,000*/at an Open house by Golde Body| (ps). ‘52 4-dr., $425. "47 4-dr.. ‘$100. , 
NATIONAL AUTOMOBILE DEALERS $22): Stree “Sa "oronet 2-ar-. $500; |  2tt8 Division here. —_— ee ee 
r. . 
Usep ey: GUIDE a Meadowbrook 2-dr., $375°. . G. O. Goller, Golde manager, 
FORD—'S7 Fairlane (8) Country Squire. 2) said “the sliding roof provides all-| WAREHOUSE PO i 
: ° Fairlane (8) 500 4-dr., INT, CONN. 
2 FS oee* tk 56 cas 2-dr., 2 at| Weather, year-around comfort, and 
rie TT, = & " - P yy - 2 at $2, ps). . (Southern Auto Sales, Inc. Sale every 
2000 K Street, N.W., Washington 6 < $1,100*; Custom (6) 4-dr., 2 at $680. '55| changes from open to closed in sec- | Wednesday. Prices are for sale of Nov. 13.) 
ee ett $1375*, $1050; Custom | 0S without stopping the car.” (High ‘pereeatage of cars sold. Buying 
-dr., ° ° s : and selling very brisk. Sold 136 out 
(8) 4-dr., $1,025*; 2-dr., 3 at $805*. '54 He said owners can have the tops/| of 196 consignments.) _— 
oom (8) conv., $625; Custom (6) 4-dr.,| installed in their cars or order new | BUICK—’57 Century Hardtop, $2,100* (ps), 
LINCOLN —-'53 Capri 4-dr., $620° (ps);| Cars with tops installed by dealers. a (ps). °S5 Century Hardtop, $1,- 
$430°. They are operated manually or +, Special Hardtop, $1,090°. °54 Cen- 
MERCURY —'5S6 Monterey coupe, 3 at $1,- 7 - yY OF! tury Hardtop, $940°; Special 4-dr., $710°, x 
525°, °55 Custom 2-dr., 54 Mon. | #Utomatically. 53 Super Hardtop, $630°, $450*: L 
eS . a iviera, $535° (ps). ‘S52 Special 
coe oe. +7 s aeateoey a The metal panel slides back in Hardtop, $110°. = 
NEW LOW PRICE on FULL LENGTH = + asks Ne bo chek side the top, Goller said, and dupli-| CADILLAC—'55 (60) 4-dr., $1,960* (ps). 
NASH—’54 Ambassador 4-dr., $615. cates original roof curvatures. The = seep? aie —en- "50 (61) 4- 
LUGGAGE CARRIERS by CANELL ||". sty" des “near: | bre covering which matches tne |HEES"S a ved, elon goes 
° "Sl 4-dr., $170*. ‘49 4-dr., —s ae @) £&.. GA 
. (ps). r., $ colcr of the car and is supported (pe). a8 Teeten (8) station wagon, 
PACKARD—’55 Clipper 4-dr., $710° (ps). | by steel bows. $1,425°, $1,200, $1,135, $1,110, $1,080, 
ue $89.00 || "38 cr. s000°. "Sz «ar. 's215, s155°:| "Both types are weather tight| sein "sto se sis bat ee ee 
. _ . 5 ai , = > . b : 1 Air conv., 
PLYMOUTH—"ST Belvedere 4-dr., 3 at $i.-| 1. $1,360*, $1,275. °55 One-fifty station 
900° (ps). "56 Savoy 4-dr. 3 at $1,080°. en Cc » he ° wagon, $1,050; Two-t 4-d 20° 
Desir $62.30 ‘55 station wagon, $1,000. ‘51 station} He said the roofs use welded- SD. "64 Bel Air 4dr. 9840° (ye): Two. 
PONTIAC 55 Son Caled ae 170°: steel-frame assemblies that fasten ten 4-dr., $600, . "53 Bel Air conv., 
(Not sold through conv., $1,050° (ps). "54 Chieftain 4-dr., underneath the roof and are con- = a $235; > one 4 dr. $350. 
aw $695°. $525°. "51 4-dr., $105°, cealed inside by the headlining.| «$2 {St $380". $255. $240°, $205, $200. 
) STUDEBAKER—'53 Champion sedan, $275. : ; . E . 


‘SS Fireflite Hardtop, $1,100°. 








. ‘ . ae MISCELLANEOUS — '57 Ford (6) %-ton , : P 
All Aluminum platform 36” x 72”. Polished aluminum rails . poouah> ets pickup, $1,450. "56 Ford (8) %-ton pick-| around the opening cut in the roof =o. 53 Consnet se. $450°, _. 
and stanchions (cannot rust or pit.) Stainless steel sheet | ¥ aa an oo on, Ne, up, $1,110. "51 Ford %-ton pickup, $350. panel and are joined to the roof| <2,‘ anes Ang om - ee. 51 Mead- 
metal screws and fittings. Shipped with platform and | fetund if not satisfied. Se eee rrenn, $235. 49 Cheveniet ton | Fails by are-welded steel braces, he | EDSEL—'s8 Ranger Hardtop, $2,500°. P 
side rails fully assembled. Only four bolts to install end a. ee and make pickup, $255. added FORD'S Thunderbira, $2,225: Country P 
‘i i i of sta wa n, J ; rilane (8) conv., $1,- 
rails. Rubber extrusions slip into place under each part gon. The tops are made in Germany. GIS" ips)’ "SS Khunaervard. ei.seee! Cas. 
touching roof. Write for aditional NEW YORK CITY *. *. * tom. Country Squire, $1,500° (ps), $1.- P 
. . 
information (Skyline Auto Auction. Sale every Tues- he ty ee” bees ees 7 ae 
Co. Ferry an a & SS am ~ ng = sea Wagon, $1,050. '55 Fairlane (8) 2-dr., 
Little NL J. sonal lull. New-ear dealers anding it 4if- $930°, $815°; Custom (8) 4-dr., $760, 
ficult to take trades for what dealers Fee OSS; Mate (6) Ser. Se es 
-dr., $650 ; i 
STATION WAGON GRAINED DECALS AND LUGGAGE CARRIERS want to pay.) ; (8) ~ & 3495 $250. = Gr at o.. 
BUICK—'55 RM 4-dr., $1,160°. °54 Super $600 $595": me 50 30° 
Riviera, $900*; 4-dr., $800*°; RM Riviera, $360' $355: Main . o>. , ar 
a — Bx ¢- eS $425. °52 Custom Victoria, $465, $220, 
pa. = : $215. "51 Victoria, $255, $160, $100. 
OABEEZAC—"S6 (63) conv., 93,780° (ps). MERCURY —'56 Monterey 4-2", $1135. 54 
55 (62) 4-dr., $1,960°. 53 (62) 2-dr., Monterey é-dc., 9710 €u0e™" Can suse 
$1,010°; 4-dr.. $955°. °51 (62) conv., ie Ginketn Andie $510 "53 Cusen . oar. 
$505°; 4-dr., $425°. "48 conv., $105°. $415, $265, 9235." . om 2-dr., 
REAL MINIATURE AUTOMOBILES _ [catevnotier 51 ‘two-ten ‘station wagon, lt ne em : 
$1,800*; 4-dr., $1,450. 56 Bel Air 4-dr., on OMILE "56 (08; Lae $1,500° E 
$1,300°, $1,265*; Two-ten 4-dr., $1, 135°, (ps). "55 (88) oo. ,5835°, r., $ 758 h 
$465. to $595. $1,100*; 2-dr., $1,005, $1,000, $985, $975; a oe aoe $830°, 
One-fifty 4-dr., $675*. '55 Bel Air conv.. PACKARD _-’55 Claawer * dr. 9915°. oO 
i electri driven! $750, $750: oie Se. Oe ‘geno: Taxi, PLYMOUTH—'55 Belvedere Hardtop, $925, t 
2-hp gasoline engine or electric motor en $000, $740. $200; One-Afty 4-dr. $000; $860; Savoy 4-dr., $700. "54 4-dr.. $550. 
2-dr., $665. '54 Bel Air 4-dr., $500; One- oa ~dr., $390, $315, $280, $260. 'Si 2-dr., 
Big M Jr. - Thunderbird Jr. ona oe es SS oa. gate, ae” Sean, PONTIAG — ‘57 Chieftain 2-dr., $1,550* r 
Fire Bird Truck - Fire Chief's Car $155. "50 2-dr., $100. ' ‘ J =: 52 Sport coupe, $170*. °51 2-dr., 0 
+ CHRYSLER —'S4 Windsor 3 Newport, $730°. RAMBLER—'55 Cross Country, $950, $525. is 
D 0 DG E — '53 Meadowbrook 4-dr., $305; "52 2-dr., $165, $130. '51 2-dr., $145. n 
Coronet 4-dr., $150*. . MISCELLANEOUS—'56 Ford 2 ‘ton pick- c 
FORD—'57 Customs 980 ¢- a. $1, .500°. Pag up, $570. '52 Ford F-500, $385 
Country sedan ° ‘ustom 4-dr., 
"54 Custom 4-dr., $505; Main 4-dr. FARGO, N. D. . 
$405. goes “Snes. ‘ens my Seles 58: (Tri-State Auction Co., Inc, Sale every t 
Quality handmade chassis — genvine| conv., $275. Fresh-Air Ride— baw ee on for sale of Nov, 14.) g 
. DSON—’ . ° aa! Sold cars out o consignments. ) 
Tremendous salesroom promotion or retail | Fiber-Glass bodies, assembly-line opera- SEROURY tb Custen bar $860*, °54 A sliding roof, demonstrated by Golde CHEVROLET—'57 Two-ten 4-dr., $1,750°*, 
to big-car buyers for the kids. Wonderful | tion. Big Car Dealer Discounts. Phone,| Monterey 4-dr., $610*. '53 Custom 4-dr.,| Body Parts Division, Detroit, gives a se sisior” aoa 4- . a. s 
birthdoy or Christmas presents. wire or write. ws wae sas o&., =’ $260°. closed car the open-air feeling of the Two-ten 4-dr., $945*, $900; Dotto coupe, I 
RCAR co M ti Cc T I JE 6-9641 OLDSMOBILE —'57 (88) conv., $2,220°. convertible. The metal panel duplicates $850°. '54 Bel Air 4-dr., $795*; Delray a 
THE POWE ou ys ic. onn. tel. ’56 (88) Hardtop, $1,700*. "55 (88) coupe, | the contour of the roof. (Continued on Page 37, Col, 1) t 
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coupe, $585. °53 Bel Air 4-dr., $555, 
$520; Two-ten 4-dr., $525, $505. 
FORD—’57 Custom 300 4-dr., $1,695*, $1,- 
690°, $1,590, $1,585, $1,565; Fairlane (8) 
4-dr., $1,770*; Custom (6) 2-dr., $1,450. 
*56 Custom 4-dr., $1,265°, $1,250°, $1,- 
205. '55 Fairlane 4-dr., $1,025*; Victoria, 


$990*; Custom 4-dr., $910. °54 Custom 
4-dr., $740*, $715, $670°; Main 2-dr., 
$545. "50 4-dr., $200. 


HUDSON—’54 Wasp 4-dr., $310. 

MERCURY— 54 4-dr., $790°%, $750. °52 4- 
dr., $280°. 

PLYMOUTH—’55 Savoy 4-dr., $715. 

PONTIAC—’52 Chieftain sedan, $155. 

MISCELLANEOUS—'46 Chevrolet 1%-ton 
pickup, $160. 


CHICAGO 


(Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of Nov. 


~) 
= (Sold 209 cars out of 411 consign- 
ments.) 


BUICK—’57 Century Riviera, $2,100° (ps). 
’56 Special Riviera, $1,590* (ps), $1,- 
545° (ps), $1,475*; sedan, $1,550°; RM 


Riviera, $1,435* (ps). "55 Super Riviera, 
$1,205° (ps), $1,180* (ps); 4-dr., $1,105* 
(ps), $955* (ps); Century Riviera, $1,- 
160° (ps), $1,145* (ps), $1,025*; Special 
Riviera, $1,055* (ps), $1,045° (ps). "54 
Super Riviera, $905*, $780°, $755°; Cen- 
tury Riviera, $675*, $670°. °53 Super 
Riviera, $565* (ps), $400°; Special 4-dr., 
$400; coupe, $300°. "52 Super Riviera, 
$365*; Special coupe, $305. ‘51 Super 
Riviera, $280°. 

CADILLAC—’57 Eldorado Seville, $4,400° 
(ps); (62) sedan de Ville, $3,700° (ps). 
'56 (62) sedan de Ville, $2,990* (ps). "55 
(62) coupe, $2,280* (ps); coupe de Ville, 
$2,155° (ps). 53 (62) 4-dr., $890*; coupe 
de Ville, $850* (ps), $835* (ps). "51 (62) 
4-dr., $325°. 

CHEVROLET—’'57 Bel Air (8) Sport coupe, 
$1,750°; 4-dr., $1,740°, $1,680° (ps); 
Two-ten (6) station wagon, $1,610; 4-dr., 
$1,450; 2-dr., $1,430, $1,425. "56 Two-ten 
(8) station wagon, $1,500°; Bel Air (8) 
4-dr., $1,335*, $1,055°; conv., $1,300°, 
$1,260* (ps); 2-dr., $1,050°; One-fifty 
2-dr., $1,135, $1,130, $865*°, $850. "55 Bel 
Air (6) 4-dr., $910°; Sport coupe, $900, 
2 at $800; Bel Air (8) 4-dr., $760; Two- 
ten (6) station wagon, $815*. "54 Two-ten 
4-dr., $710°; 2-dr., $425°. '53 Bel Air 
Sport coupe, $505*; Two-ten 2-dr., $255. 
"52 2-dr., $245, "51 2-dr., $205. 

CHRYSLER — ‘55 NY St. Regis, $1,250° 
(ps). °54 NY 4-dr., $605* (ps). ‘53 NY 
4-dr., $630° (ps). "52 NY 4-dr., $245°. 


DeSOTO—'53 Firedome 4-dr., $325°. ‘51 
Firedome 4-dr., $200°. 
DODGE — ‘55 Royal (8) Lancer, $1,095*° 


(ps); Coronet (8) coupe, $885°. "54 Cor- 
onet 2-dr., $360°. "52 4-dr., $215. 

FORD—’57 Skyliner conv., $2,095; Fairlane 
(8) 500 Victoria, $1,900° (ps), $1,605°; 
Country sedan, $1,880°, $1,850° (ps), $1,- 
840°: conv., $1,820° (ps). ‘56 Fairlane 
(8) Crown Victoria, $1,295° (ps), $1,- 
285° $1,265°, $1,275° (ps), $1,255°, $1,- 
110*: 2-dr., $1,125*; Custom (6) 4-dr., 
gaso* (ps). °55 Fairlane (8) Victoria, 
$1.220°, $1,105°, $1,100°, $955° (ps); 
2-dr., $890*; conv., $800°. "54 Crest (8) 
conv., $535; Victoria, $400; Ranch Wag- 
on, $455, $445. ‘53 Crest Victoria, $540. 
"52 Victoria, $370; 4-dr., $240°. 

HUDSON—'55 Hornet 4-dr., $645. 

LINCOLN —'56 Premiere 4-dr., 
(ps). 

MERCURY—’57 Turnpike Cruiser, $2,515° 
(ps). "56 Monterey 4-dr., $1,215*; Mont- 
clair coupe, $1,240°, $1,110°; 2-dr.,. $1,- 
030°. ‘55 Monterey station wagon, $1,- 
175*; 4-dr., $1,085* (ps); coupe, $1,025°, 
$1,005*, $965°, $940°, $900°; conv., $1,- 
065*. "54 Monterey station wagon, $840°; 


$2,005° 


Custom 2-dr., $475. ‘53 Custom Sport 
coupe, $465°, $460°, "52 Custom 4-dr., 
$280, $250. 


NASH—'56 Ambassador 4-dr., $1,215°. 

OLDSMOBILE—’'57 (98) Holiday, $2,540*° 
(ps), $2,495° (ps). "56 (88) Super Holi- 
day, $1,530°; (88) Holiday, $1,470°. 55 
(98) Holiday, $1,540° (ps), $1,530° (ps); 
(88) Super Holiday, $1,385° (ps), $1,265° 
(ps), $1,200° (ps). "54 (88) Holiday, $1,- 
025° (ps); 4-dr., $790°; (98) Holiday, 
$1,005* (ps). "53 (88) 4-dr., $425°. "52 
(88) 4-dr., $365°. 

PACKARD—’'55 Clipper 4-dr., $800° (ps). 

PLYMOUTH — ‘57 Suburban, $1,625. ‘56 
Belvedere 4-dr., $1,205*, $1,150°. ‘55 
Savoy 4-dr., $825*. "53 Cranbrook 4-dr., 
$300; 2-dr., $205. "52 4-dr., $280. 

PONTIAC—'56 Star Chief 4-dr., $1,225°. 
'55 Chieftain 2-dr., $1,000, °54 Chieftain 


Borg Unit Called 
Air Suspension’s 
‘Breath’ Control 


CHICAGO.—A restrictor valve is 
one of several components Borg & 
Beck division of Borg-Warner Corp. 
has developed to control “breathing” 
of air-suspension systems offered 
on some 1958 cars, according to the 
firm. 

The restrictor valve prevents a 
rapid transfer of air from one side 
of the car to another so that there 
is no tendency for the car to re- 
main tilted after coming out of a 
curve, the firm added. 

Another unit undergoing tests, 
said Borg & Beck, controls the flow 
of air into and out of the air “bags” 
to maintain a constant level re- 
gardless of load. 

An unusual feature of the leveler, 
said the firm, is a closely wound 
preloaded spring arm connected by 
a link to the axle to indicate devia- 
tion from a level position. 












4-dr., $350°. °53 Chieftain Catalina, 
$520*, $425°; 4-dr., $300. 
RAMBLER — ’55 Cross Country, $1,040*, 


$825. 
STUDEBAKER—’55 Champion 2-dr., $555. 
’54 Champion 2-dr., $380, $300. 
MISCELLANEOUS — ’58 Karmann-Ghia, 
$2,400, $2,350. '57 Volkswagen 2-dr., $1,- 
475, $1,400; MG conv. $1,785, ’56 Volks- 
wagen 2-dr., $1,320, $1,250. 


EBENSBURG, PA. 


(Ebensbutg Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 14.) 

(Prices firm. De good in spite of 
adverse weather conditions, Sold 99 cars 
out of 126 consignments.) 


BUICK—’56 Special Hardtop, $1,570, °54 
Super 4-dr., $975. 53 Special 2-dr., $530. 
"51 Hardtop, $160. ’50 2-dr., $100. 

CADILLAC—’52 conv., $725. 

CHEVROLET—’58 Bel Air (6) 2-dr., $2,- 
140. '56 Two-ten (8) 4-dr.. $1,095, '55 
Two-ten (8) 2-dr., $900; lray, $840, 
$825; station wagon, $810. ’°53 Bel Air 
4-dr., 2 at $410; Two-ten 4-dr., $400; 
2-dr., $420, $230. ’52 2-dr., $130, ’51 2- 
dr., $295; 4-dr., $135. °50 4-dr., $150, 
Son station wagon, $130. °49 2-dr., 

CHRYSLER—’52 NY 4-dr., $125. °51 Wind- 
sor 4-dr., $100. 

DeSOTO—’52 Custom club coupe, $195, 

DODGE—’55 Coronet (8) station wagon, 


$1,225. ’°53 Coronet club coupe, $265, ’52 
4-dr., $220; club coupe, $200. 

FORD—’57 Fairlane (8) Victoria, $1,750; 
2-dr., $1,650; Custom (8) 4-dr., $1,490. 
’56 station wagon, $1,440; Fairlane (8) 
4-dr., $1,360; 2-dr., $1,300; Custom (8) 
2-dr., $1,150; Main (8) 4-dr., $995, °54 
Crest 4-dr., $495. "53 Custom (6) 2-dr., 
$320. ’52 Victoria, $400; 4-dr., $200, 51 
Victoria, $350; 2-dr., $245, §225. °50 
2-dr., $235, $125. 

N—’52 Commodore 4-dr., $210. 

MERCURY—’55 Monterey 2-dr., $925. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
225. '53 (88) Super 4-dr., $510. '51 (98) 
ae $140, $110, $105; (88) Super 2-dr., 

45. 


PACKARD—’51 4-dr., $170. 

PLYMOUTH—’58 Belvedere 4-dr., $2,435. 
"55 Savoy 4-dr., $700; Plaza 4-dr., $595. 
"53 club coupe, $385; 4-dr., $300, ’52 4- 
dr., $265, $250; 2-dr., $120; club coupe, 
$160. 50 4-dr., $100. 

PONTIAO — ’'56 Chieftain station wagon, 
$1,575. '54 Chieftain station wagon, $640. 
; —— $490. °50 4-dr., $150. °49 4-dr., 

100. 

RAMBLER—’56 4-dr., $1,300. '55 Hardtop, 
$910. '54 2-dr., $565. °52 conv., $105, 
STUDEBAKER — '53 Land Cruiser 4-dr., 

$315; coupe, $300. °51 2-dr., $125. 

WILLYS—’53 Aero Eagle 2-dr., $185. 

MISCELLANEOUS—’55 Dodge %-ton pick- 
up, $675. ‘52 Chevrolet %-ton pickup, 
$460; %-ton pickup, $375. °46 Dodge \%- 
ton pickup, $115. 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 13.) 
BUICK —’'55 Super Sport coupe, $1,430° 

(ps); Special 2-dr., $1,005. ‘54 Special 

Sport coupe, $955. "53 RM Sport coupe, 

$595° (ps). 

CADILLAC—’55 (62) 4-dr., $2,450° (ps). 


CHEVROLET—’57 Two-ten station wagon, 
$2,150*; 4-dr., $1,695*, $1,690°; 2-dr., 
$1,695*; Bel Air (8) Sport coupe, $1,980*; 
4-dr., $1,980* (ps), $1,895*, $1,880°. °56 
Bel Air Sport coupe, $1,725*; Two-ten 
4-dr, station wagon, $1,650*; Sport coupe, 
$1,450, $1,255; 2-dr., $1,255*, $1,150. 
Two-ten (8) station wagon, $1,355*; 
Two-ten (6) 4-dr., $1,010*; Bel Air (8) 
4-dr., $1,000. °54 Two-ten 4-dr., $815°. 
"53 Bel Air 4-dr., $615*; Two-ten 2-dr., 
$560. °52 club coupe, $310. °51 Sport 
coupe, $300; 2-dr., $280*, $260. '50 4-dr., 
$205*, $150. 

CHRYSLER — '55 Windsor 4-dr., 
(ps). '54 Windsor Sport coupe, 

DODGE—’56 Custom Royal Sport coupe, 
$1,610*; 4-dr., $1,450° (ps). °56 Royal 
4-dr., $1,120* (ps), $960. °53 station 
wagon, $650; 4-dr., $405*. 

FORD—’57 Fairlane (8) 500 Hardtop, $1,- 
955°; 4-dr., $1,825*. 56 Country Squire, 
$1,650°; Country sedan, $1,470; Ranch 
Wagon, $1,560°, $1,460°, $1,280; Fairlane 
Victoria, $1,485*, $1,450°, $1,425°; Cus- 
tom 2-dr., $1,175*; Main 4-dr., $985. '55 
Fairlane 4-dr., $1,340* (ps); Victoria, 
$1,240*, °54 Custom 4-dr., §735°; Main 
(6) 2-dr., $565. °53 Ranch Wagon, $775, 
$655; Victoria, $770*; 4-dr., $655; 2-dr., 


$1,395° 
$800°. 


$450. ‘52 2-dr., $325, $255. °51 4-dr., 
$290, $230°; 2-dr., $230, $140. 
HUDSON—’54 Jet 4-dr., $260. °51 Wasp 
sedan, $500. 
LINCOLN — '56 Premiere 4-dr., $2,450* 
(ps). 


MERCURY—’54 Monterey conv., $1,030* 
(ps); 4-dr., $905° (ps). °51 4-dr., $255°. 

NASH—’56 Ambassador 4-dr., $1,465* (ps). 

OLDSMOBILE—’51 (98) 4-dr., $250*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,705*. 
"55 Savoy (6) 4-dr.. $990°. '54 Belvedere 
4-dr., $750°, $580. °53 4-dr., $340. 

PONTIAC—’56 Chieftain 4-dr., $1,295*, °50 
4-dr., $110. 
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RAMBLER—’56 4-dr., °51 station 
wagon, $240. 

MISCELLANEOUS—’56 Austin 4-dr., $900, 
’55 Hillman Minx 4-dr., $835, °52 Inter- 
national pickup, $420. 


i * * 
— Auctions in Brief — 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Nov. 14). Consignment 
slightly lower due to weather. Prices 


steady 
and bidding active. Eighty percent of the 


consignment sold, 
* * * 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Nov. 14). Today was one of the larg- 
est sales of the year, with all makes and 
models being represented, and a very high 
percentage of cars sold. 

* * * 


MANHEIM, PA. — BEL AIR, MD. 

Manheim and Bel Air Auto Auction. Sale 
every Thursday and Friday (Nov. 14 and 
15). Today’s market at Manheim was very 
strong and brisk. Late models sold very 
well. Far better than for the past several 
weeks, This week's sale at Bel Air was a 
well balanced offering of various years, 
makes and models, Sold 81 percent of 563 
cars registered, 


$1,205, 


BIRMINGHAM, ALA. 

Dixie Auto Auction, Sale every Monday 
(Nov, 11). With the offering of the ’58 
models the market definitely seemed to be 
more stable than it has been for the past 
two months. All models in the clean and 
sharp bracket are bringing very good prices 
and the demand for this type of car is very 
great. '57 models are very much in demand 
at this time. 








es 
Steel Firm Offers 
Erect-It-Y ourself 
eve e J 
Utility Building 

DETROIT.—An all-steel, “erect- 
it-yourself” utility building with 
adjustable columns and girts for 
easy plumb and squaring has been 
announced by Stran-Steel Corp., a 
unit of National Steel Corp. 

According to the firm, no cranes 
or heavy equipment are needed to 
erect the building, and a 36-by-72 
foot Stran-Master can be put up by 
an unskilled maintenance crew in 
180-200 man-hours, No nails or 
spikes are needed; all framing con- 
nections are made through factory- 
drilled holes by bolting. 

Key to the easy erection, says 
Stran-Steel, is an exclusive self- 
levelling structural feature, an ad- 
justable telescoping arrangement 
of the steel columns. 

After the columns are placed in 
the ground their height can be ad- 
justed to correct any construction 
irregularities and then secured 
with locking nuts. 

Concrete is poured into the hole 
around the base of the column and 
also into the column cavity. Thus, 
the firm says, permanent plumb 
is secured and there is no pos- 
sibility of racking or sagging. No 
forms are required for the concrete 
column supports. 

The Stran-Master, which can be 
used for light manufacturing, auto- 
motive storage, retail stores or 
parking cars, is available in a wide 
range of sizes, from widths of 12 to 
120 feet and in length to any 
multiple of 16 feet. 





BUFFALO.—Four top leaders of 
West Germany's booming auto in- 
dustry agreed here that the sale of 
used cars was the most pressing 
problem facing their industry today. 

The four, representing a cross- 
section of both manufacturing and 

dealer interests in the German auto- 
motive field, stopped in Buffalo en 
route to the Niagara Falls area 
from Cleveland. 

The men are touring automo- 
tive manufacturing plants and 
dealerships in this country to 
study production and selling 
methods that can be applied to 
the German industry. 

Emil Spahr, president of the 
West German auto dealers associa- 
tion, said the used-car problem in 

his country stems from the high 
cost of operating a vehicle in Ger- 
many. He explained: 


“Anybody who can afford to pay 
our high cost of gasoline and auto- 
mobile insurance as well as a 
license tax can afford a new car. 
Therefore, the market for used cars 
is not good. 

“It is not uncommon for a used 
ear to remain in a dealer’s hands 


Robertshaw Moves Office 


GREENSBURG, Pa.—The execu- 
tive offices of Robertshaw-Fulton 
Controls Co. have been moved to 
911 E. Broad St., Richmond 19, Va. 
John A. Robertshaw, board chair- 
man, and John A. Robertshaw jr., 
thhead of international operations, 
will remain here. 





West Germany’s Top Problem . . . 
No Used-Car Demand 


AUTOMOTIVE NEWS, NOVEMBER 25, 1957 


Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
eluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 


1958 MODELS 

BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed,, $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., "$3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag., $3,831. Super—4-dr, sed., $3,- 
789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynaflow standard on Cen- 
tury and Super; Flight-pitch 
standard on Roadmaster 75 and Limited. 
Pr steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop. $13, 074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 









for a year or more—unlike mar- 
ket conditions over here where 
used cars have an average 30-day 
turnover.” 

Dr. W. G. Behrens, economist and 
market research analyst for Adam 
Opel, wholly-owned subsidiary of 
General Motors, said his company 
is now exporting 1,000 cars a month 
to the U. S. for sale through quick 
dealerships. 

“We hope to increase our produc- 
tion and exports in the future, but 
at the present time, our plant ca- 
pacity is limited to 1,000 cars a day,” 
Dr. Behrens said. 

The economist described the Opel 
plant near Frankfurt, Germany, as 
General Motors’ largest single man- 
ufacturing unit in one location. 

Dr. Johann H. Von Brunn, sec- 

retary of the Automobile Manu- 
facturers Assn. of Germany, said 
buyers of new cars in his country 
do not rely on financing as much 
as consumers in the U. 8S. 

He attributed this to a historic 
distrust of what the future will 
bring, a distrust, he added, that was 
built by financial losses suffered in 
two world wars. 

Hans Ludwig Brinkman, man- 
ager of a joint company organized 
by both auto manufacturers and 
dealers in Germany, said the com- 
pany was set up to appraise used 
cars traded in for new vehicles. 

Prior to 1948, he pointed out, the 
German government, through the 
joint company, controlled the price 
of used cars. Since then, he added, 
controls have been abolished and 
the company acts in an advisory 
capacity. 


$2,728. Corvette — hardtop cpe, or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. 
4-dr. sed., $3,818; 4-dr, hardtop, $3,955 
2-dr. hardtop, $3,878, New Y 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., ‘$4,868; ” a-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 


ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite —4-dr. 
sed. $3,582.50: 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4, 030; 4- dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75. Coromet V-8— 
4-dr. sed., $2,637; 2-dr. sed., $2,556.25; 
4-dr. hardtop, $2,764; 2-dr. hardtop, §$2,- 
679; conv., $2, 941.50. Royal—4-dr. sed., 
$2,797; 4-dr. hardtop, $2,915.25; 2- ar. 
hardtop, $2,854. Custom Royal— 4-dr. sed., 
$3,030; 4-dr. hardtop, $3,142; 2-dr. hard- 
top, $3,071; conv., $3,298. Station Wagons 
—2-dr. 2-seat Suburban, $2,970.25; 4-dr. 
2-seat Sierra, $3,034.75; 4- dr, 3-seat Sierra, 
$3,176.25; 4-dr. 2-seat Custom Sierra, $3,- 
ea 4-dr, 3-seat Custom Sierra, $3,- 
354.25. 


EDSEL—Ranger—4-dr. sed., $2,592; 2- 
sed., $2,519; 4-dr. hardtop, $2,678; 
q hardtop, $2, 593, Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2- dr. "2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 


for Custom 300.) Custom 300—4-dr. sed., 
mete 2-dr, sed., ~~ bus, 2-dr., $1,- 
,, Fatriane—4- dr. , $2,285; 2-dr. sed., 
$2,428. 73; 2-dr. 
600—4-dr. sed., 
$2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (v-8 
std.), $3,172.69. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr. 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 
Country Squire, $2,803.90. 


IMPERIAL — Imperial —4-dr, sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr, sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Monterey—4-dr. sed., $2,- 


721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Mon -dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 


conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. ” hardtop, ‘g2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 


sed., 


— 


4-dr. hardtop, $2,527.50; 2-dr. hardtop, 

456.50; conv. (V-8 std.), $2,762. Fory— 
2-dr. hardtop (v-8 std.), $3,066.50. Sta. 
‘agons (Suburbans)—2-dr. 2-seat De. 


1 $2 
553.25; Custom, $2,607; 4-dr, 
3-seat Custom, $2,747; 4-dr. 2-seat § 
$2,759.75; 4-dr, 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2, 792: 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr, 
2-seat stat, wag., $3,019; 4-dr, 3-seat stat, 
wag., $3,088. Super Chief—4-dr. sed., $2,. 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr, 2-seat stat. wag., $3,350. Bonne ville 


—2-dr, hardtop, $3,481; conv., $3,586 
BLER—Deluxe Six—4-dr. sed., $2,. 
047. Six—4-dr. sed., $2,212; 4-dr, 


hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-dr, 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr. 2-seat stat, wag, 


$2,636. Custom—4-dr. sed., $2,457; 4-dr, 
hardtop, $2,532; 4-dr,. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed. 


$2,587; 4-dr. 2-seat stat, wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. hardtop, $2,. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2-seat hardtop stat. wag., $3, 116. 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6—4-dr. sed. 
$2,253; 2-dr. sed., $2,189, Commander V-4 
—4-dr. sed., $2,378; 4-dr. 2-seat Provincial 
stat. wag., $2,644. President V-8—Classic 
4-dr. sed., $2,639. Hawks—Silver Hawk 6 
cpe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282, 
(Overdrive standard on Golden Hawk, 
Heater standard on Scotsman.) 
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PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat, wag., $3,384. (Flighte- 
matte standard.) 


AMF Amalgamates 
With Beaird, Voit 

NEW YORK.—American Machine 
& Foundry Co. has completed the 
acquisition of two companies, J. B. 
Beaird Co., Inc., Shreveport, La, 
and W. J. Voit Rubber Corp., Los 
Angeles. 

Beaird manufacturers liquefied 
petroleum gas distribution systems 
and package compressors, and 
pressure vessels for the oil, gas and 
chemical industries, Voit manufac- 
tures “camelback” for retreading 
automobile and truck tires and 
other rubber products. 


New Commercial Car Registrations, 
16 States for October, 1957-1956 


Truck registrations by 

are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 
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EVERAL weeks ago, in this col- 

umn, I stuck my neck out ...I 
guess. I talked about the increasing 
trend toward easy-to-park small 
cars with their comparatively pint- 
sized gas tanks. 

And I remarked that, just as 
there'll always be an England, there 
will always be a lot of Americans 
who prefer roomy, prosperous- 
looking big cars, hard as they may 
be to park at times in our biggest, 
Babylonian cities. 

This week I ran into all sorts 
of talk about the cheap-to-run 
little cars with their swanky pres- 
tige of being “foreign imports.” 
Studebaker-Packard will sell the 
German Goggomobil—and indeed 
every manufacturer, except 
Chrysler, will be offering foreign 
earettes through our highly or- 
ganized system of sales outlets. 

Formerly Americans bought for- 
eign cars from foreign dealerships. 
The trend now is to distribute little 
cars through our own dealers. That 
“Americanizes” not only the immi- 
grant car but also the sales profit. 

When foreign fashion and per- 
formance create a profitable de- 
mand—in French hats, Hungarian 
goulash or European automobiles, 
American dealers will be out in 
front meeting the demand with our 
merchandising know-how and con- 
tinentwide distribution. 

= > > 


Less Guesswork 


— I was a young man, be- 
ginning to write automobile 
advertising in Kenosha, Wis., there 
was a saying current: 

“Americans think all foreign 
merchandise is swanky, if not 
better—and that all foreign poli- 
tics are worse, if not dangerous.” 
Market-research surveys lessen 

the business guesswork and wish- 
ful hunches of preanalysis times. 
In addition to the foreign car’s pop- 
ularity, therefore, our own automo- 
tive industry plans to add workers 
in 1958. 

That’s because market analysis 
indicates a demand for new models. 
That should increase our market 
for standard big cars—and for big- 
car parts. 

This small-car fashion may be 
what induced American Motors to 
emphasize for 1958 its 100-inch- 
wheelbase Rambler. That ’58 model 


has automatic transmission. 
> > > 


Bigger 1958s, Too 


ICAL of the American Motor 
industry, however, with poten- 
tial customers of all sorts and con- 
ditions of taste—and bank balances 
~—AMC is also producing bigger 
1958 cars They are drastically re- 
styled, with sweep-flaired fins be- 
hind, and a new front before. 
In the new Oldsmobiles, I think 
I see a trend toward lower horse- 


Used-Car Notes 


Badger Dealers Elect 


MILWAUKEE.—The Badger 
Used-Car Dealers Assn. has elected 
new officers. They are Robert Eisen, 
Transport Auto Sales, Inc., presi- 
dent; Ernest Siefert, Milwaukee 
Auto Auction, vice-president; Clyde 
Gardner, Gardner Motor Sales, sec- 
retary, and Joseph Steinberg, Mid 
City Motor Sales, Inc., treasurer. 

= +. os 


New Name for Alto 


SHREVEPORT, La.—Alto Motors, 
Inc., has filed a charter amendment 
with Secretary of State Wade O. 
Martin changing the name of the 
firm and location to Van-Trow 
Used Cars, Inc., Monroe. 

* a +. 


Burton, Busey Buy Lot 

EUGENE, Ore. — Merle Burton 
and R. P. Busey are the new own- 
ers of a used-car lot at Tenth and 
Ivy Sts. Burton recently sold his 
interest in a Chevrolet dealership 
in Harrisburg, Ore., to Roy and 
Zane Larson. 
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power—a trend that probably will 
herd smaller or fewer horses under 
carhoods in all makes. The new 
Olds 88 carburetor, for example, 
uses 20 percent less fuel. 

I’ve though for at least 10 years 
that we need more race-horse 
speed and Percheron power in 
our jets, tanks and statesmanship 
—and less in our passenger cars. 


Sheer speed, except on production 


lines and a few business trips, often 
comes from nervous tension, as a 
sort of safety valve, and from 
youthful exuberance. At least that’s 
what psychologists and car manu- 
facturers are concluding. 

And Americans, prosperous as 
they are, don’t mind spending 
money, but they don’t like to spend 
it for something they really don’t 
want. 

= = 


= 
Pike Drivers Learn 
oe reminds me of speed on 
the Kansas Turnpike, which 
was opened a little over a year ago. 
They started out with a minimum 
speed law but no maximum. If your 
car would go 110 miles an hour for 
hours at a time—and you liked to 
wheel it that fast, no highway pa- 
trolman would pick you up. 
After stopping and starting your 
rubber-tired chariot through car- 


Jeeps for Indiana State Police— 


Seven new Jeeps have been added to the fleet of the Indiana State Police for a 
variety of patrol services including towing of portable scales for on-the-spot highway 
weighing of trucks and heavy carriers. The state patrol now has 15 Jeeps in service. 
Grouped at the delivery ceremony at the Indianapolis headquarters are, from left, 
Max Hudson, Willys district manager; Art Sacks, president, Sacks Auto Sales (Willys), 
Indianapolis; State Police Lieut. Larry F. Broderick, and Ben Sinex, salesman for Sacks. 


cluttered Chicago, St. Louis, and 
Kansas City, you were tempted to 
“lever go Gallagher” on the 
straight, flat ribbons of one-way 
concrete. 

For with all its golden 
wheat fields and beautifully chang- 
ing colors as the summer sun sput- 


niks across it, is so flat you can 
see a jackrabbit’s ears on the hori- 
zon. Highways seldom need to 
curve or climb for miles in Kansas. 
Consequently—swish-sh! 

What slowed the 90-to-110-m.p.h. 
Barney Oldfields was not a speed 
law. It was that Old Guy who 





39 
teaches most of us the mostest we 


What folks seem to want now is 
a good-looking car to back out of 


PS. So, with imported small cars, 
plus cheaper-to-drive big cars, re- 
styled and easy to wheel, the auto- 
motive industry moves ahead. In- 
deed, business men in all fields 
watch the car manufacturers more 
closely than they watch the steel 


ure the American economy. 


Kaiser Making New Wire 


CHICAGO.—Round-edge flattened 
aluminum wire, which has many 
applications in manufacturing elec- 
trical, industrial and consumer 
products, will be made available in 
September by Kaiser Aluminum & 
Chemical Sales, Inc. 
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ALEMITE KLEEN TREET 


Cleans carburetors while they drive. 
Gives better starts—faster pickup—new- 
car performance. Satisfaction guaran- 
teed by Alemite. 


ALEMITE COOLING 
SYSTEM CONDITIONER 


Cleans radiators—and keeps them 
clean—while they drive. No messy 
draining and refilling. Not only re-j 
moves rust but prevents its formation. 
Alemite Money-Back Guarantee ! 


Alemite is reaching millions of readers, 
listeners and viewers — in 
















leading 
over local radio and TV! 
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FREES STICKY VALVES 


... Clears up, cleans out, power-robbing sludge 
... gives fresh new engine performance! 


Alemite CD-2 solves your customers’ sludge prob- 
lems completely! Frees sticking valves and lifters 
—neutralizes acids—dissolves and removes harmful 
sludge. Add CD-2 to the crankcase after oil changes 
—recommend it with every service job. Your cus- 
tomers will be amazed at the quiet, smoother- 
running, more powerful engine performance CD-2 
gives them after just 50 miles of driving. Sold on 
Alemite’s famous Money-Back Guarantee! 


Call your jobber today! 


AMATI 


‘ REG. U.S. PAT. OFF 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Ill. 
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Official Welcome— 


When Jim Moran, right, 


president, 
Courtesy Motor Sales, Inc. (Ford), Chicago, 


took over the ownership of Prestige 
Motor Sales, Inc. (Lincoln-Mercury), in 
Evanston, he received official welcome 
from Evanston’s Mayor John Kimbark, left. 


Rootes Orders Up 
After Dealer Visit 


NEW YORK.—Hillman and Sun- 
beam dealers in the U. S. have or- 
dered $22,468,000 worth of 1958 
models since they returned from a 
10-day visit to England in October, 
according to John Panks, U. S. 
managing director, Rootes Motors, 
Inc. 

“The American dealers’ visit was 
one of our most worthwhile invest- 
ments,” Panks continued. 

“They met our chairman, Sir 
William Rootes, and all senior ex- 
ecutives of our group of companies. 
This provided opportunities to ex- 
change ideas which will be of great 
value to both sides. The visit was 
so successful that we are thinking 
of making it a regular event.” 
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By Martin L. Whitmyer 
Staff Writer 

Dodge and Plymouth are two 
auto firms that are getting top mile- 
age from transit and public trans- 
portation ads. 

Dodge used more than 13,000 
buses for traveling displays in 81 
leading markets from coast to 
coast during the 1958 announce- 
ment period. 

Plymouth was the first national 
advertiser to sign up for King Size 
bus posters showings in all mar- 
kets where the displays are avail- 
able. The displays are offered in 80 
of the top 100 markets in the coun- 
try. 

Both contracts were placed with 
Mutual Transportation Advertising, 
Inc., national space representative 
for transit advertising in nearly 300 
markets. 
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Class Magazines Promoted 


Facts revealed in a survey of 
automobile buying habits and pref- 
erences of its higher-than-average 
income readership are being placed 
before the automotive industry in a 
promotional campaign by Saturday 
Review, a national weekly maga- 
zine. 

“The story of class media has 
not yet been told in terms suffi- 
ciently dramatic to make both 
advertisers and their agencies 
keenly aware of their value, par- 
ticularly at a time when adver- 
tising dollars must do 100 cents 
of duty,” says J. R. Cominsky, 
publisher of Saturday Review. 
“While there is increasing recog- 
nition of the fact that circulation 
in the millions is not the answer to 

every sales problem, the tremendous 
impact on American life and the 
movement of goods by class media 
has not yet had the fullest market- 
ing research and articulation by 
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Affecting Factories and Dealers .. . 


Auto Advertising 





those in this vital area of magazine 
publishing,” Cominsky said. 

In a two-page advertisement in 
Automotive News Nov. 11, the mag- 
azine pointed out that 93.2 percent 
of Saturday Review readers own 
cars, as against a national average 
of 73.4 percent; 34 percent of its 
readers own two or more cars as 
against a national average of 13.8 
percent; 53.3 percent of all car own- 
ers own Fords, Chevrolets and 
Plymouths, while only 43 percent of 
Saturday Review readers own these 
cars, and while 18.6 percent of all 
car owners own a Cadillac, Lincoln, 
Buick, Chrysler, Oldsmobile or 
Packard, 26.1 percent of the maga- 


zine’s readers own such cars. 
+. + . 


Judge to Tell Edsel Story 


J. Emmet Judge, merchandising 
and pfoduct planning manager of 
Edsel, will discuss “The Edsel Story 
—How To Build A Dealer Empire: 
Strategy of the Edsel Campaign,” 
at the marketing forum of the New 
York chapter of the American Mar- 
keting Assn., at the Hotel Ambas- 
sador on Dec. 5. 

The presentation will explain 
what prompted Ford Motor Co. to 
invest $250 million in this new ven- 
ture; why 10 years was needed for 
planning and preparation; why 1957 
was decided upon as the launching 
year; the part research played in 
determining the selling price; num- 
ber of models, name, design and 
styling; what prompted setting up 
a brand new dealership, the heart 
of their marketing strategy; how 
the market potential is determined, 
the number of dealers needed, and 
the selection and training of dealers. 

7 . > 


ANPA’s Reader Survey 


An illustrated, 20-page report 
showing how newspaper reading 
“leads to a definite action on the 
part of the reader” has been pub- 
lished by the Bureau of Advertis- 
ing of the American Newspaper 
Publishers Assn. 

Titled “People Plus Newspapers 
Equal Action,” the report is the 
second based on a motivation study 
conducted for the Bureau by Social 
Research, Inc., of Chicago. This is 


News to Note... 


the first motivation study ever made 
for an entire medium of advertis- 
ing. 

The new booklet, which has been 
mailed to agency media and re- 
search executives, as well as to all 
Bureau members, is available on 
request from any of the Bureau’s 
five offices, in New York, Chicago, 
San Francisco, Detroit and Los 
Angeles. 

* * 


Look Plans Rate Change 


Effective with the issue dated 
July 8, 1958, Look magazine will 
guarantee an average net-paid cir- 
culation of 5,500,000, or an increase 
of 4.7 percent over the January, 
1958, guarantee of 5,300,000, accord- 
ing to an announcement by Don 
Perkins, advertising director of the 
magazine. 

With the same issue, Perkins 
said, advertising rates on Look will 
be adjusted to provide for the rise 
in the circulation guarantee and 
also to include an increase of 3 
percent to cover constantly increas- 
ing manufacturing, distribution and 
operating costs. The base rate for a 
black and white page under Look’s 
new schedule will increase to $22,980 
from January, 1958, rate of $21,335. 


* * * 


Avis Picks New Agency 


Avis Rent-a-Car System has ap- 
pointed McCann-Erickson, Inc., as 
its advertising agency effective Feb. 
1. N. W. Ayer & Son, Inc., has the 
account at the present time. 

Communications Counselors, Inc., 
affiliated with McCann-Erickson, is 
retained as public relations and 
publicity counsel for the Avis sys- 


tem. 
* > > 


Allman Gets Dana Account 


Dana Corp., Toledo, has appointed 
Allman Co., Detroit, to handle its 
advertising, sales promotion and 


market research. 
* > . 


Consulting Service Available 


A free nationwide consulting 
service has been made available to 
businesses, industry, governmental 
agencies and associations interested 
in developing libraries or informa- 
tion centers. 

More than 5,000 librarians and 
subject specialists, members of the 
international Special Libraries 
Assn. representing the U. S., Can- 
ada and 25 countries overseas, now 
offer advice on need, cost, equip- 
ment and staff problems. The serv- 


Auto World in Brief 


MILWAUKEE. — Eighty Volvo 
passenger cars and five station 
wagons, largest single shipment of 
foreign cars to Milwaukee, were 
brought to the city by the steam- 
ship Monica Smith of the Swedish- 
Chicago Line. 

The Swedish-built vehicles were 
consigned to Vglvo Importers, De- 
troit, for distribution in Milwaukee 
and cities west of Milwaukee. 


> © +. 


Anaconda and Cochran Foil 


Agree on Merger Plan 

LOUISVILLE.—Officers of Ana- 
conda Co. and Cochran Foil Co. 
have agreed, subject to authoriza- 
tion by Cochran shareholders, to 
a merger, according to Archibald 
P. Cochran, president of the Louis- 
ville manufacturer of aluminum 
foil. 

Under the plan, Anaconda would 
acquire all of Cochran’s assets and 
assume all its liabilities in ex- 
change for Anaconda capital stock 
on the basis of one share of Ana- 
conda for each 2% shares of Coch- 
ran. Cochran Foil would be 
dissolved. 


New York Firm to Build 


Fire Trucks for Army 


ALBANY.—Walter Motor Truck 
Co., Queens, L. I., will begin manu- 
facturing fire trucks for use at 
Army guided missile installations 
by Dec. 1 in nearby Voorheesville. 

More than $1 million has been 
invested in plant and equipment on 
a 54%-acre site, according to 
George R. Cooper, company secre- 
tary. When the plant gets into full 





trucks a year and employ about 
200 persons, Cooper said. 
> > > 


Mich. Chrome & Chemical 
Begins Laboratory Addition 

DETROIT.—Michigan Chrome & 
Chemical Co, has started construc- 
tion of an 18,000-square-foot addi- 
tion to its laboratory. 

The new quarters will provide 
laboratory facilities for the firm’s 
plating and chemical divisions. 


Discuss Edsel Ad Plans— 


—_ 


ice is being coordinated by “lor. 
ence H. Armstrong, librarian of 
Ross Roy, Inc., Detroit. 

Further information may be ob- 
tained by writing to the Speciaj 
Libraries Assn, headquarters at 3] 
E. Tenth St., New York 3, N. Y. 


* * * 


Farm Journal Ups String 


John F. String jr., for the past 
three years a member of Farm 
Journal's Detroit advertising sales 
staff, has been named manager of 
the Detroit office. He succeeds the 
late Damon §. Gall. 


String has been a member of 
Farm Journal’s advertising sales 
staff since 1945, serving successively 
in Philadelphia, Chicago and Cleve. 
land. He was assigned to the De- 
troit staff in 1954. 


* * > 


PR-Marketing Firm Formed 


Stephen R. Wilhelm, of Houston, 
and W. E. Syers, of Austin, Tex, 
have announced the formation of 
Wilhelm-Syers International, a 
newly-formed public relations and 
marketing firm with offices in Aus- 
tin, Houston, Dallas, and Monterrey, 
Mexico. 

Along with the announcement of 
the new firm came a report of the 
signing of a professional services 
contract with two large business 
and industrial development firms, 
Inter-American Trading Corp. and 
_— y Comercio Internacional, 

. A. 

According to Wilhelm, the cor- 
poration was organized to handle 
approximately 15 corporation and 
industrial accounts in Mexico, and 
a like number in Texas and the 
Southwest. 


> . + 


Sales Promotion Parley 


The Sales Promotion Executives 
Assn. will hold its first national con- 
vention at the Roosevelt Hotel in 
New York, Apr. 30-May 2. 

Organized in June, 1954, SPEA 
now has a total of more than 600 
members — consisting of business 
executives and educators from all 
parts of the country who are en- 
gaged in sales promotion activity. 

Among the panel subjects which 
will be discussed during the con- 
vention are: Marketing research for 
sales promotion executives, applica- 
tion of motivational research for 
sales promotion men and coopera- 
tive advertising in sales promotion. 

= > o 


Names 


Arthur Sherrill has been appointed 
national advertising manager of the 
New York Herald Tribune. Before 
joining the Herald Tribune Sherrill 
was advertising director of Ameri- 
can Home magazine. 

” > > 


Harry Morris, formerly manager 
of agency relations, has been 
named central zone advertising 
manager for Look magazine. Mor- 
ris succeeds Phil DeBeaubien, who 
resigned to become publisher of the 
Detroit Times. 


Richard L. Bracken has been pro- 
moted to advertising manager of 
Federal-Mogul Service, division of 
Federal-Mogul-Bower Bearings, 
Inc., Detroit. Bracken formerly was 
an industrial sales engineer in Fed- 
eral-Mogul Service’s Pittsburgh dis- 
trict. 





Future advertising plans were discussed at the organizational meeting of the 








Edsel dealers advertising committee in the Des Moines district. Elected officers and 
members of the group, from left, are A. Arthur Davis, Des Moines; Leon Sharp, 
Keokuk, Ia.; Carl Linkemann, Keokuk; Arthur Lowe, Newton, !a.; Franchis Doran, 
Davenport, Ia.; L. A. Wehde, Des Moines Edsel district sales manager; W. S. Niehaus, 
vice-president, Burlington, la.; Marvin Bookey, president, Des Moines; Charles Bernard 
ir-, treasurer, Omaha, Neb.; Lee Holt, Spencer, Ia.; Larry Peterson, secretory, Ames, 
la.; Dan Sullivan, Foote, Cone & Belding, Chicago; J. S. Riley, management services 


production, it will build about 200| manager, Des Moines district office, and Stuart Blaser, Moline, lil. 
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By Don O'Reilly 


ORD and Chevrolet more or less 

split the honors in the NASCAR 
final standings for the 1957 racing 
season. 

The 1956 national champions of 
the three late- 
model divisions 
of the National 
Assn. for Stock 
Car Auto Racing 
each won the 
titles for another 
year. 

Buck Baker, 
grand national 
champion for the 
second straight 
year, drove a 

Don O'Reilly Chevrolet, Bob 
Welborn, convertible national title 
holder, also for the second year in 
a row, drove a Chevrolet. 

Jim Reed, winning the crown in 
the short-track division for the 
fifth consecutive year, drove a Ford. 

In the automobile box scores, 
however, Ford earned more 
points, based on the number of 
finishes in the top 10 of each race, 
and won top honors in all three 
divisions. Chevrolet was second in 
all three. 

Fords won more races in the 
grand national and convertible divi- 
sions, but Chevrolets had one more 
victory than the Fords in the short- 
track circuit. 

The results this year are in con- 
trast with the experience the last 
few years, when the larger cars 
dominated the grand national cir- 
cuit (sedans). Hudson, Oldsmobile 
and Chrysler have been the top 
race-winning cars since NASCAR 
late model competition started in 
1949. Ford won the grand national 
automobile make honors in total 
points last year, but Chrysler won 
more races, 





* * 


> 
Final Averages Listed 
ACING average, as listed below, 
is based on number of times “at 
bat” for that make of car and the 
number of finishes among first 10. 
Automobile Box Score—NASCAR 
1957 Season—Final Standings 
Grand National 


Racing No. 
Make of Car Average Cars Points | 
UIE, asnusicsexeicee GH 451 1,204 | 
Chevrolet ..... .245 402 986 
Oldsmobile .... .316 76 240 | 
Mercury .......... .193 115 222 | 
Pontiac .......... .132 79 104 
Plymouth ........ .134 67 90 
Dodge .............. 070 43 30 | 
Convertible Division 
I icccneneriiadg 284 335 951 
Chevrolet ........ 278 283 738 | 
Mercury .......... 308 AR 148 
Plymouth . BL 98 148 
Oldsmobile ... 394 34 134 
Pontiac .. 225 4 9 
Dodge ease 9 5 
Short Track Division 
Ford . —— 199 616 
Chevrolet ...... 302 197 595 
Mercury ........ .307 67 206 
Pontiac ........... .109 34 37 
Oldsmobile .... .300 9 27 
Plymouth ...... 138 16 22 
Corvette .......... -150 2 15 
SS 069 16 11 
Thunderbird .. .900 1 9 
Hudson ... . 050 4 2 


In winning the grand national 
championship, Baker reported he 
earned in excess of $35,000. Prize 
money totalled $24,712. Endorse- 
ment and special awards account 
for the remainder. 

In addition, he will get a sizable 
chunk of the point fund which is 
distributed at Daytona Beach in 
February. 


* * 


Larger Engines Approved 
governing body of world- 
wide auto racing, Federation 
Internationale de l’Automobile, had 
announced earlier that cars com- 
peting in the seven races for the 
world’s sports-car championship in 
1958 will be restricted to engines 
of three-liter (183-cubic-inch) dis- 
placement. 
This would affect the Sebring 
(Fla.) 12-hour grand prix of endur- 
ance, March 22, which was won last 


Inside Motor Sports 


Ford, Chevrolet Split 
1957 Racing Honors 










year by a 4%-liter (274-cubic-inch) 
Maserati. 

FIA has now ruled that cars 
with larger engines may compete 
at Sebring, although they won’t 
be eligible to receive points to- 
ward the world title. 

The larger-engined cars must be 
in the FIA “grand-touring” cate- 
gory. To be in the category, at least 
100 models of the car must have 
been produced. Cars with extra 
equipment, which is catalogued and 


available to the public, are also 
eligible. 
The production Chevrolet 


Corvette, which competed last year, 
is in this category, although the 
Corvette SS, being experimental, 
“could not come within even the 
broadest terms of the grand-touring 
category,” said Reginald Smith, 


general race secretary. 
ad * * 


Course Is Improved 


a= improvements have been 
made to the course, Smith said, 
after he and race director Alec Ul- 
mann made some high-speed test 
runs. 

The course is now faster, yet 
safer, he reports. 

Smith also says he has been 


owners that the previous prob- 
lems of high rents during the 
race period will be overcome this 
year. 

Civic leaders of Sebring, worried 
by the widespread criticism of al- 
leged price gouging, have been 
working for several months on the 
problem. 

The American Oil Co. last year 


posted $10,000 prize money and un- 
derwrote many promotional ex- 
penses. It is planning to repeat its 
sponsorship for 1958. 

* * om 

Recommended reading is Floyd 
Clymer’s new book, “Foreign Cars, 
Old and New,” published by Mc- 
Graw-Hill. Clymer takes the 
reader back to 1834, The book is 
priced at $7.50. 

Clymer, Pacific Coast book pub- 
lisher, has just returned from a 
five-week trip through Europe, 
test-driving the 1958 cars. 

ed * * 

Final stock-car race for the U. S. 
Auto Club will be held at the 3.3- 
mile road course, Riverside Race- 
way, Los Angeles, covering 250 
miles, Dec. 1. 

Jerry Unser and Ralph Moody, 
both Ford drivers, are battling for 
the national championship in that 
circuit. 

> * + 


It is noticeable that in recent 





Prestone's Safety Girl— 


Kansas City’s Auto Safety Girl hands 


months auto manufacturers have|o “safety summons" to C, G, Roush, head 


been conducting endurance, 
formance and economy tests with- 
out using the services of the vari- 
ous sanctioning associations. 

Previously, when the factories 
were active in auto racing, they 
employed organizations such as 
NASCAR and USAC to certify 
the performance figures. 


Recent runs, without outside cer- 
tification, include the Dodge econ- 
omy run from Detroit to Miami; 
Plymouth’s 58,000-mile criss-cross- 
|ing the U. S.; Ford’s trip around 


|the world; DeSoto’s fatigue test) 


assured by most hotel and motel |from Maine to Florida and the) 
Rambler Chicago to New York) 


per- | of the Kansas City Traffic Safety Commis- 


sion, during Prestone's national campaign 
to emphasize the importance of auto 
maintenance to highway safety. Dressed 
as a modern cowgirl, the Auto Safety 
Girl appeared at the American Royal, 
Kansas City's livestock show and rodeo, 


3 Buick Dealers 
In Milwaukee Go 
To Other Lines 


MILKAUKEE, — Dealership 
changes in Milwaukee County in 
1957 were highlighted by the shift 
of three Buick dealers to other 
lines. 

The Buick switches were: Gard- 
ner to Edsel, Bickel to Plymouth 
and Walter to DeSoto-Plymouth 
under the new name of Sawyer 
Motors, Inc. 

Quinlevan, one of the city’s oldest 
dealerships and one of the nation’s 
oldest Packard dealers, signed up 
with Buick. 

The city got one new Oldsmobile 
dealer. Mark Donaldson, Waukesha 
Oldsmobile dealer, took over the 
former Schwartzburg Oldsmobile 
dealership. 

S. & R. Motors joined the Edsel 
family, dropping Studebaker- 
Packard. 

Read E. Widrig retired and his 
firm became Les Flaherty Pontiac. 
Arndorfer, Inc. (DeSoto-Plymouth) 
closed down. 

Ford lost one dealership when 


| McGuire Ford took over the Gun- 
| dersen property at 613 N. 35th St. 


as part of her visit sponsored by the| and vacated 738 N. Eighth St, a 


makers of Prestone antifreeze. 


| Ford location since World War L 


In the Letterbox 





(Continued from Page 12) 


turnpike and standard highway | merit to the product that it can be| started in what once housed an 


runs. 


comparison 
| * ” a 


Speaking of performance runs, 
however, a 1958 car is expected to 
be driven soon in an attempt at a 
new all-time flying mile speed rec- 
ord, the first since the AMA deci- 
sion on racing last June. 








WASHINGTON. — Federal Trade 
|Commission charges of price ir- 
| regularities have been denied by 28 
|}southern automotive-parts jobbers 
|}and their purchasing organization. 

FTC had charged the jobbers 
with setting up Warehouse Dis- 
tributors, Inc., Atlanta, as a “mere 
bookkeeping device for facilitat- 
ing” price discriminations. The 
jobbers denied this, saying the 
| purchasing organization performs 
| valid services and that any price 
reductions obtained are justified. 

The jobbers said the services of 
the purchasing firm included ware- 
housing, guaranteeing credit, hold- 
ing demonstration clinics, promo- 
tional and selling activities. 

The answer to the FTC charges 
| said that the jobbers did not know- 
|ingly seek or receive any price 
favors, and that price differentials 
received are justified by lower 











or Highway Patrols— 
lee F. Desmond, from left, Dodge sales 
vice-president; Col. Hugh Waggoner, 
superintent, Missouri State Highway Patrol, 
and Sgt. R. E. Swackhamer look over one 
of the 11 new Dodge cars to be used by 
the Missouri officers. Station wagons in 
the Dodge fleet carry two aluminum dog 
carriers for bloodhounds as well as an 
exterior public address system. 


28 Southern Jobbers Deny 
FTC Price-Favor Charge 





manufacturing, selling and delivery 
costs on members’ purchases. 


The group said that it had sought 
advice from FTC on its business 
practices but had never received it. 

Other charges made by FTC 
were denied by the jobbers’ group 
which asked that the FTC com- 
plaint be dismissed. 

In addition to the purchasing 
firm, others named in the complaint 
were: 

Alexander-Seewald Co., Inc., At- 
lanta; Automotive Supply Cc., Blue- 
field, W. Va.; Auto Specialty Co., 
Inc., Danville, Va.; Auto Spring & 
Bearing Co., Inc., Roanoke, Va.; 
Black & Co,, Inc., Knoxville, Tenn.; 
A. C. Broyles jr., Greenville, Tenn.; 
Butler Supply Co., Inc., Macon, Ga. 

C. & B. Parts Service, Inc., Co- 
lumbus, Ga.; Consolidated Automo- 
tive Co., Jacksonville, Fla.; Craig 
Motor Service Co., Inc., Fairmont, 
W. Va.; General Automotive Supply 
Co., Inc., Norfolk, Va.; Hart’s Auto- 
motive Parts Co. Chattanooga, 
Tenn.; Billie Bruce Jones, Albany, 
Ga.; Motor Bearings.& Parts Co. of 
Raleigh, Inc., Raleigh, N. C. 

Motor Car Supply Co., Charles- 
ton, W. Va.; Motor & Electric 

Supply Co., Inc., Bowling Green, 

Ky.; Parts Co., Columbus, 8S. C.; 
Parts Service Co., Inc., Mont- 
gomery, Ala.; Phelps-Roberts 
Corp., Washington; Richmond 

Auto Parts Co.,. Inc., Richmond, 

Va.; Scurry & Nixon, Inc., Green- 

ville, 8. C. 

Southern Bearings & Parts Co., 
Inc., Charlotte, N. C.; Southern 
Parts & Bearing C-., Inc., Lynch- 
burg, Va.; Spartan Automotive, 
Inc., Spartanburg, S. C.; H. Steen- 
ken & Co., Charleston, S. C.; United 
Service Co., Lexington, Ky.; Valley 
Distributors, Inc., Winchester, Va., 
and Womwell Automotive Parts 
Co., Inc., Lexington, Ky. 


Richard Ford Opens 

A Ford dealership has been es- 
tablished by Richard Goszewski at 
1389 Bailey Ave., Buffalo. The firm 
will be known as Richard Ford, 
Inc. Goszewski is president, and his 
brother, Louis Goszewski, is vice- 
president. Matt Pawlak is general 
manager. 











sold without ty pical automobile 


ballyhoo. 

Since when do customer satisfac- 
tion and word-of-mouth advertising 
rank second to the asinine adver- 
tising prevalent in the automobile 
industry the past few years? We 
think customer advertising is far 
more valuable than any money can 
buy, but if we are wrong in this 
assumption certainly there is noth- 
ing to preclude us from purchasing 
advertising. We are not aware of 
any advertising media having re- 
fused to accept our money. 

For facts concerning the vaunted 
European competition, turn to your 
own published sales figures and see 
if you note any serious threat to 
Volkswagen's position. As for the 
leveling off of sales which you men- 
tion, it probably hasn’t occurred to 
you that we can sell only those cars 
we receive. Increased shipments 
would mean increased sales, we 
assure you. 

The U. S. manufacturer with 
the Japanese import is something 
for you to watch. It will undoubt- 
edly be the thing that spells the 
demise of VW and may be just 
what you have been looking for. 
We have our own opinion regard- 
ing the “experienced” American 
car dealer’s imminent entrance 
into the foreign-car field. Whether 
or not their handling of a side- 
line will be successful remains to 
been seen. 

However, we do take issue with 
your statement that they have bet- 
ter credit connections, sales staffs 
and service facilities. Granted VW 
dealers may not have the experi- 
ence of their American counter- 
parts in the art of price packing, 
overallowance, cost selling and 
blitz advertising. Fortunately we 
have had no need for the chicanery 
resorted to to sell the Detroit 
product. 

As for sales staff it has been our 
experience that salesmen follow the 
“hot line.” If we had the merchan- 
dise and needed salesmen to push 
sales we have a feeling we could 
attract plenty of salesmen from the 
“experienced” dealers—if we wanted 
them. 


“experienced” U. S. car dealer. 
None, at least in this distributor’s 
territory, is now or has ever been 
operated in other than an adequate 
building complete with sales and 
service facilities along with a re- 
quired parts stock. 

While we carry an $8,000 parts 
inventory, we are 20 minutes 
away from the distributor’s stock 
in excess of $1 million. This dis- 
tributor is constructing a new 
building for parts alone and ex- 
pects the stock to be carried 
around $1% million. We venture 
to say that the availability of 
Volkswagen parts far surpasses 
that of any of our “experienced” 
competitors, 

That each buyer of a used VW is 
one name less on the waiting list 
for a new one is certainly an astute 
observation. Your arithmetic is out- 
standing — one minus one leaves 
Volkswagen without any orders. 
You overlooked the fact, however, 
that even were the used cars avail- 
able, when one name comes off the 
list another or more is added. Even 
our “experienced” friends don’t stop 
trying for orders when they deliver 
a car. 


From the foregoing we certainly 
hope we have not given the impres- 
sion of living in a fool's paradise. 
We are aware of the constant 
change in all business and are not 
lulled into complacency by our 
present comfortable position but 
rather are preparing to meet the 
challenge. Whatever the fate of 
Volkswagen, we do not think it will 
be the result of wishful thinkers 
who are attempting to vindicate 
their mistaken judgment.—R. W. 
McCuttocn, San Bruno Volks- 
wagen, San Bruno, Calif. 


3 Thread Labs 
Planned by SPS 


JENKINTOWN, Pa. — Plans for 
a coast-to-coast network of screw- 
thread measuring laboratories to 
help industry with fastener fit and 
gaging problems have been an- 
nounced by Standard Pressed Steel 





Now as to credit connections, we | Go 


would like to refer you to one of 
the largest banking chains in Cali- 
fornia which has the account of the 
majority of VW dealers in this 
area. They regard the account 
highly and are the envy of competi- 
tive financing institutions. Volks- 
wagen can and does attract capital 
where many U. S. dealerships are 
going begging. 

Regarding facilities. It is true 
that many VW deals were started 
in small physical facilities but it is 
equally true that these facilities are 
being improved and enlarged rap- 
idly. Bear in mind that in nearly 
every case the dealership was 


The service will come into being 
early in 1958 when SPS opens three 
identical sc rew-thread metrology 
labs at company plants in Jenkin- 
town (in suburban Philadelphia), 
Cleveland and Los Angeles. 

Basic services of the labs will be 
the analysis of fastener fit prob- 
lems, the checking and setting of 
screw-thread inspection gages and 
the setting up of inspection gaging 
systems in conformance with recog- 
nized thread standards. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Philadelphia Draws 100,000... 





Over 200,000 Attend 
Los Angeles Show 


(Continued from Page 1) 


Citroen, Continental, DeSoto, Dodge, 
DKW, Edsel, English Ford, Fiat, 
Ford, Goliath, Hillman, Imperial, 
Isetta, Jaguar, Lincoln, Oldsmobile, 
Opel, Maserati, Mercedes-Benz, 
Mercury, MG, Metropolitan, Morris, 
Packard, Pontiac, Plymouth, Ram- 
bler, Renault, Rolls-Royce, Rover, 
Simca, Studebaker, Sunbeam, Tri- 
umph, Vauxhall, Volkswagen and 
Volvo. 

Each make also will have one 
car in a special all-white “salon 
showing” in the Center Arena of 
the Cow Palace. It is said to be 
the first such exhibit ever assem- 
bled in this country. 

Cindy O’Hara, 18, was chosen 
from 81 finalists to be Miss Inter- 
national Auto Show. Runners-up 
will have the title of Motor Queen. 

The 32nd annual show is being 
sponsored by the San Francisco 
Motor Car Dealers Assn. Largest 
auto show in America is the target 
of the expanded show, which was 
moved this year from the Civic 
Auditorium to the roomier Cow 
Palace. 

ca > > 

_— largest show in St. Paul his- 

tory will be the city’s first in 22 
years. Among the exhibits in St. 
Paul Auditorium will be the Aurora 
safety-research car built by the 
Rev. Alfred A. Juliano, Branford, 
Conn. 

Other displays include all 19 
American-built autos, foreign 
cars, 23 antique autos, a dozen 
custom, classic and racing models 
and 60 booths featuring automo- 
tive parts and services. 

Finals of the Miss St. Paul con- 
test will be an added attraction at 
the show, sponsored by the Associ- 
ated Automobile Dealers of St. Paul 
and Saintpaulites, Inc. W. N. Whit- 
aker is show chairman. 

Sports and foreign cars will be 
exhibited for the first time at the 
Sioux Falls show at the Coliseum. 
The chairman is Shon Cerwinski. 


Other attractions will be Ralph 
Flanagan’s orchestra and the finals 


Chevy’s Output 
Of Powerglide Hits 
5-Million Mark 


CLEVELAND. — Chevrolet pro- 
duced its five-millionth Powerglide 
automatic transmission here Nov. 
18. 


Plant Manager S. H. Smith re- 
called that the first unit was made 
in October, 1949. 

“It took almcst three years to 
build the first million,” he said. 
“For the past three years we have 
been shipping about a million 
transmissions annually.” 

When introduced on the 1950 
Chevrolet, Powerglide became the 
first automatic transmission of- 
fered in the low-price field. : 

Smith said Powerglide has under- 
gone improvements fcr each suc- 
cessive automobile model year. 

“There were 15 major changes 
made to improve smoothness and 

sefficiency in the Powerglides we 
are producing now for the 1958 
model Chevrolets,” he continued. 


General to Run 
7 Retread Plants 


For Giant Tires 


AKRON.—General Tire & Rubber 
Co. has established a multi-million 
dollar, nationwide network of tire 
retread ts. 

g mostly new construc- 
tion, the network was built and 
formed at a cost of nearly $3 mil- 
lion.. The seven plants in the net- 
work are located at Charlotte, N. C., 
East Rutherford, N. J., Kansas City, 
Boise, Id., Corpus Christi, Tex., Los 
Angeles and Akron. 

The East Rutherford and Los 
Angeles plants still are under con- 
struction. The latter, entailing the 

single expenditure, includes 
fi ties both for the production 
of tread rubber and the retreading 
of giant tires. 


of the Miss Universe of South Da- 
kota contest. 

A Renault-Dauphine sedan will 
be awarded to some visitor at the 
Manchester show in the State Ar- 
mory. The “1958 Auto-Rama,” big- 
gest ever staged in this city, is 
sponsored by the Manchester Ex- 


Tennessee Ernie, 
Welk to Entertain 
NADA Convention 


WASHINGTON.—TV’s Tennessee 
Ernie Ford and Lawrence Welk 
and his Champagne Music will pre- 
sent programs at NADA’s 4ist an- 
nual convention Jan. 11-15 at 
Miami Beach. 

Ford and members of his tele- 
vision troupe will appear on the 
annual Sunday evening musicale, 
Jan. 12, in the Miami Beach Audi- 
torium. The singer will be pre- 
sented through the courtesy of 
Ford Motor Co., which sponsors 
the Tennessee Ernie Ford TV show. 

Welk and his musicians, through 
the courtesy of Dodge, will star in 
the 1958 NADA Revue, which will 
mark the close of convention ac- 
tivities Wednesday evening, Jan. 


15. Dodge sponsors the band leader 
on two weekly TV shows. 





Decorations for Chicago Show— 


change Club for the benefit of its 
charity fund. 


+ * * 
A “SHOPPING” system was insti- 
tuted this year at the Los An- 
geles show to keep salesmen on 
their toes, according to Charles El- 
mendorf, general manager of the 
dealer association. 

Four teams of shoppers re- 
ported daily on the sales ability 
of salesmen. Each day’s five top 
sellers received $25 awards from 
the show committee. 

The salesmen were graded on 
aggressiveness, courteousness, 
whether he arranged for a demon- 
stration, offered a business card or 
asked for the prospect’s name and 
phone number. 

Some sample reports by shoppers: 

“Had an excellent sales person- 
ality. Did all possible to get me to 
his dealership.” 

“This salesman is one of the most 
discourteous and curt persons I 
have ever met: He ignored me and 
after I approached for information, 
he spoke for only a few minutes 
before walking away.” 

“This salesman went all out to 
sell his product. I almost bought a 
car in spite of myself.” 

“No, I had to pump him for in- 
formation.” 

Elmendorf said the reports will 
be made to the dealer so he can 
“talk it over’ with the salesmen 
who have been evaluated. 

= > = 

OREIGN-CAR exhibits were es- 

pecially popular with older cou- 
ples. The busiest exhibits were the 
Fiat and Renault. One of the chief 
questions from small-car viewers 
was, “How soon can you deliver?” 


Registration figures bear out 





“Climbing Golden Stairs” is the theme of the 50th annual Chicago Automobile 
Show, Jan. 4-12 at the International Amphitheater. Here George P. Johnson, presi- 
dent of George P. Johnson Co., Detroit firm which is building decorations for the 
show, checks a sketch of the massive stage with Joan Rust. In the background are 
golden stairs being built for the show, sponsored by the Chicago Automobile Trade 


Assn. 


Music Among the Cars— 





One of two strolling trios entertains visitors to the Imperial display at the Los 
Angeles auto show. Formerly the show used name bands and other attractions, which 
were discontinued when comments were made about patrons leaving the car displays 
to listen to the bands. Now the patrons stay in place, the music moves about and 
salesmen have a better chance to obtain leads. 
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“Those are for out here... 
these are for the office.” 





the interest in imports in South- 
ern California. In 1953 only 8,315 
foreign cars were registered, com- 
pared with 19,000 in the first eight 

months of 1957. 

No souvenirs from exhibitors were 
allowed. The only giveaways were 
literature on which the exhibitor 
was not permitted to stamp his 
name. 

Dan R. Ashcraft was chairman of 
the show committee, assisted by 
Mel Alsbury sr., Phil Hall, Irvin 
Kaiser, Ray D. Wilson, Martin Pol- 





——— 


lard and Frank French. Elmeridorf 
was show manager. 
* * 


— 10,000 attended the first 

auto show staged in Carlsbad, 
N. M., by 11 new-car dealers Noy, 
16-17. It was held in conjunction 
with the third annual internationa] 
micro-midget championship race 
sponsored by the Junior Chamber 
of Commerce. 

New models of 17 car makes 
and six trucks were exhibited at 
the Carlsbad City rt. 

Participating dealerships included 
Carlsbad Auto Co. (Ford), Sides 
Pontiac Co. (Pontiac - Cadillac. 
GMC), Hilty Motors, Inc. (Edsel), 
Pruit-Thompson Oldsmobile, Inc., 
Gateway Motors, Inc. (Chevrolet- 
Buick), Sam Thomas Motor Co, 
(Dodge-Plymouth), Tom Bush Mo- 
tor Co. (Chrysler- Plymouth- 
Rambler - Metropolitan - Imperial), 
Oden Motor Co. (Lincoln-Mercury), 
Import Motors, Inc. (Renault), 
Wade Equipment Co. (Interna- 
tional) and Henry Page (White). 

Salt Lake City’s first auto show 
in 28 years was held on the top 
level of a parking garage owned 
by the Z.C.M.I. department store. 
The show was sponsored by Z.C.MI. 
and the Utah Automobile Dealers 
Assn. 

Elias J. Strong, UADA executive 
vice-president, said the show was 
discontinued after 1929 because of 
a lack of adequate display facilities. 
The 1929 show was staged in a tent 
= proved unsatisfactory, Strong 
said. 


Compulsory Insurance Rates 


Up 9.1% in Massachusetts 


BOSTON.—A rate increase that 
averages 9.1 percent has been ap- 
proved for Massachusetts’ compul- 
sory auto insurance after a hearing 
in which insurance companies were 
accused of charging expenses of 
other coverage to the auto insur- 
ance program. 

The increase was approved by 
Joseph A. Humphreys, state in- 
surance commissioner, who said 
the hearing produced nothing to 
dictate any revision in the pro- 
posed increase. 

The boost was tentatively set at 
9.1 percent after insurance com- 
panies had asked for a 25.5-percent 
hike. A spokesman for the insur- 
ance companies said he believed 
the companies would not appeal the 
rate decision to the courts, as they 
did last year. 

The increase is expected to add 
about $7 million to the insurance 
bill of the state’s motorists. 

Senator Harold W. Canavan, 
Revere, charged at the hearing that 
“positive proof” had been uncovered 
that auto-insurance income is pay- 
ing some nonrelated expenses of 
the insurance companies. 


Canavan declared that this 
proof is now in the hands of a 
special commission studying the 
auto-insurance law and will be 
turned over to Humphreys as 
soon as possible. 

Canavan, long a foe of the in- 
surance companies, charged further 
that accident and claim frequency 
in the first six months of 1957 had 
shown a decline from a similar 
period in 1956, according to Regis- 
try of Motor Vehicle figures. Be- 
cause of this, he insisted, the 1958 
insurance rates should be cut, 
instead of increased. 

Canavan said that members of 
the staff of the investigating com- 
mission had uncovered the “proof” 





Power Items List 


Gains at Buick 


FLINT.—Buick posted sharp per- 
centage gains in power steering and 
power brake installations during 
the 1957 model year, it is reported 
by Edward T. Ragsdale, general 
manager. A usage percentage in- 
crease of 105 percent in power 
brakes and 10 percent in power 
steering over the 1956 model year 
was cited by e. 

During the 1957 model year, he 
said, Buick equipped 61.9 percent 
of its cars with power steering, 
compared to 51.9 percent in 1956. 
Power brakes were installed on 56.1 
percent of ’57 Buicks, in contrast 
to 45.6 percent the preceding model 
year. Power seats rose from 3.5 to 
17.2 percent and power windows 
from 4.1 to 16.2 percent. 





of the writeoff, and that it had 
apparently been going on for about 
30 years. He declared that it has 
not been established how much 
money was involved in this prac- 
tice, but he believed it to be 
“substantial.” 

“Humphreys cited an increase in 
accident and perscnal injury claims 
in proposing the 9.1 percent in- 
crease,” Canavan said, “and this 
increase is simply not true. What 
the Registry figures show is that, 
for the first six months of this 
year, there were more cars on the 
road and more miles travelled than 
in a similar period of 1956. 

“Despite this, there were fewer 
personal injuries and fewer fa- 
talities on our highways for this 
period. This being so, the rates 
for 1958 should definitely not be 
increased. 

The statistics cited by Canavan 
and forwarded to the insurance 
commission by the Registry are: 
Personal injury accidents for the 
first six months of 1956 were 26,068. 
For the first six months of 1957, 
they were 25,981. Fatal accidents, 
for the comparison period in 1956, 
230; for 1957, 188. 


DeSoto Engineer 
Sees Industry 


Guarding Peace 


COLUMBUS, O.—Sputniks, Mutt- 
niks and the “whatnexts” have fo- 
cused attention to the new role 
being assumed by American indus- 
try and its engineers in military 
strategy, according to A. E. Kim- 
berly, DeSoto’s chief engineer. 


Speaking before 350 senior engi- 
neering students at Ohio State Uni- 
versity, he said that “in all past 
wars, industry’s major participation 
with the armed forces has been to 
provide the weapons and equip- 
ment necessary to win a war which 
was already being fought.” 

Today, he said, industry’s role is 
to help prevent a war. Much of the 
emphasis has shifted from volume 
manufacturing to research and de- 
velopment. 


Kimberly told the students that 
industry, with its engineers, is 
uniquely qualified for this job, for 
“the available background of know- 
how and experience in industrial 
fields is absolutely essential to de- 
fense engineering.” 

“The production and delivery to 
the armed forces of the end prod- 
ucts of defense are obvious,” he 
commented, “but behind these prod- 
ucts are the technical experience 
and abilities, plus capable man- 
ea and well-integrated organiza- 

on.” 
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Market Rise Over ’56 Tops 75% ... 


Imports Near 7% of Wash. Sales 


(Continued from Page 6) 


telephone books and local news- 
papers. 

Dealer and distributor advertising 
stresses price and economy of oper- 
ation and often driving comfort in 
spite of small size of the cars. 

ok * * 

HE feeling that foreign-car deal- 

ers should do much more adver- 
tising in order to establish in the 
public mind the identities of the 
various foreign makes was ex- 
pressed by one distributor. 

That there is confusion as to 
foreign-car identities is indicated 
by the tale of a dealer who han- 
dies Triumph, Volvo and Alfa- 
Romeo. In a newspaper ad, he 
said he was the Seattle metro- 
politan dealer for these makes. 
Subsequently he received several 
calls asking about the Metropoli- 
tan, the American Motors import. 
The dealer discount on virtually 
all foreign cars in this Pacific 
Northwest area is around 20 per- 
cent. Moreover, there is almost no 
dealer discounting at the retail level 





Obituaries 





Renault’s Lamaison Lost 


In Pacific Plane Crash 


NEW YORK.—Robert Lamaison, 
41, vice-president and general man- 
ager in New York for Renault, was 
aboard the Pan American Airways 
Stratocruiser which crashed into 
the Pacific Nov. 8 and is presumed 
dead. 

His wife Nicole, 34, was with him. 
Her body was recovered. Lamaison 
served with the Free French Air 
Force in World War II. 

= 
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Marvin W. Anderson 

MINNEAPOLIS.—Marvin W. Anderson, 
3, associated with his father, E. T. Ander- 
gon, in Anderson Chevrolet Co, here, died 
Nov. 17. 

* * * 
Cecil Myers Reddick Sr. 

DALLAS.—Cecil Myers Reddick sr., 57, 
vice-president and general manager of Ben 
Griffin Auto Co. (Ford), died Nov. 14. Mr. 
Reddick also was executive vice-president 
of Top Lines, Inc. 

* * * 
Emory 8. Pottorff 

INDIANAPOLIS.—Emory 8. Pottorff, a 
Veteran of the automobile industry, died 
Nov. 15. He was assembly supervisor for 
American Underslung Body Co. from 1915 
to 1918, for Stutz Motor Car Co. from 1918 
to 1929 and for Ford division of Auburn 
Motor Car Co. from 1929 to 1934. 

Mr. Pottorff later worked for Chevrolet 
here and was supervisor of plant protection 
when he retired in 1953. 

* * * 
Bert Paschall : 

DAYTON, O.—Bert Paschal! secretary 
of the Central Ohio Independent Automobile 
Dealers Assn., died Nov. 16 in the Veteran 
Administration hospital here. He was a 
major in the U. 8. Army in World Wars I 
and II 

* * * 
Charles A. Crum 

GREENWICH, O.—Charles A. Crum, 71, 
who operated an auto dealership here for 
40 years, died Nov. 13 at his home here. A 
former mayor and councilman, Mr. Crum 
retired four years ago. 

* * * 
William L. McCourt 

WEBSTER SPRINGS.—William L. Mc- 
Court, 77, operator of Ford Sales Co. here, 
died of a heart attack in his office, Nov, 9. 

* * * 


Crawford Cranford Pratt 
ROCK HILL, 8. C.—Crawford Cranford 
Pratt, who had operated Pratt Motor Co. 
(used cars) since 1950, died Nov. 13, 
* * * 


Louis Scliris 
TUFTONBORO, N. H.—Louis Scliris, 44, 
East Kingston auto dealer, was found dead 
in woods here Nov. 11 while on a hunting 
trip. He was a member of the New Hamp- 
shire Automobile Dealers Assn. 
* * * 


George Fitch 
ROCHESTER, N. Y.—George Fitch, 65, 
former service manager for Judge Motor 
Co. (Ford) for 35 years, died Nov. 14 at 
his home here. 
* * 


Huron H. Hutcherson Sr. 
JACKSON, Miss.—Huron H. Hutcherson 
sr. 73, retired manager of W. T. Pate 
Motor Co., died Nov. 6. 
* * * 


George R. Beerup 
LOS ANGELES.—George R. Beerup, 54, 
Los Angeles auto dealer, died Nov. 9. 
* * * 


William Freeman Lassiter 
SUFFOLK, Va.—William Freeman Las- 
siter, 66, sales manager of Suffolk Motor 
Co. for more than 20 years, died Nov, 9. 
* * * 


Jack Ferris 
CHICAGO.—Jack Ferris, 59, sales man- 
ager of Herbert Motor Sales, Inc., died 
Nov. 3 in Jackson Park hospital, Chicago. 
* * * 


Glenn W. Frede 
DECATUR, Ill.—Glenn W. Frede, 59, 
former Chevrolet dealer in Decatur, died 
Nov. 10. He was a former president of 
the Decatur (Ill.) Automobile Dealers Assn. 


and most dealers are getting the 
full markup. 


Several distributors mentioned 
that this is closely policed by the 
factories, and one declared enthu- 
siastically: “This is really a clean 
business, No discounting, no over- 
allowances no bootlegging and no 
factory pressure.” 

oa * + 


sporti facilities are improving 
steadily, both in quality and 
availability of parts. This is re- 
garded as an important factor be- 
hind the foreign-car sales increase. 


The Volkswagen distributor here 
declares that his factory’s insist- 
ence from the very start on high 
standards of service is a main rea- 
son for Volkswagen’s dominance of 
the foreign-car market today. 


Other factories and distributors 
are following this practice, and 
service facilities are becoming an 
important factor in the selection 
of dealers. 

In some instances, foreign-car 
distributors are operating service | 
schools to which dealer service per- | 
sonnel must come for training. 
Training manuals, special tools and 
other aids are being made available 
to dealers. 

Most dealers are required by) 
their factories or distributors to 
maintain a basic stock of replace- 
ment parts, with inventory control, 
which can be supplemented from 
the distributor's warehouse in this 
area or in California. There is a 
trend, too, toward the handling of | 
foreign-car parts by independent | 
automotive wholesalers. 

. we * 


a service rates in foreign- 
car shops, are about the same | 
as those charged owners of U. S.| 
makes in domestic-car shops, al-| 
though in some instances they are 
lower. 

Foreign-car dealers are in com- 
petition in the labor market with 
other dealers, so they must offer the 
same or better hourly wage rates to 
retain their mechanics, even in 
cities which are not unionized. But 
the foreign-vehicle owner benefits 
costwise since most of these cars 
are simpler to service and repair. 

A delivery-and-handling charge 
to buyers is virtually non-existent 
here. One dealer said: “Our cars 
are nationally advertised at the 
port-of-entry price. Seattle being 
a port of entry, if we were to add 
any charge other than local taxes 
the customer certainly would 
come back at us.” 

Most of the better-selling foreign 
cars provide the buyer with a fac- 
tory warranty very similar to the 
standard U. S. policy, ranging from 
90 days or 4,000 miles to six months 
or 6,000 miles (the latter on Jaguar 
and Volkswagen). In a few cases 
there is no stated factory warranty, 
and the matter is left to the dealer. 

~ © 





OREIGN cars in this area are 

handled both by exclusive deal- 
ers and domestic dealers. The 
latter is a fairly new phase of 
foreign-car distribution, although 
the English Ford for some time has 
been handled by various Ford deal- 
ers, and the Metropolitan by Ameri- 
can Motors dealers. 

Some cars, such as Volkswagen 
and the British Motor Corp. group 
(MG, Austin, Morris, Austin- 
Healey), are held to distribution 
through exclusive dealerships. 





a 
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Goliath Tiger Sports Coupe— 


There is somewhat of a trend to- 
ward this as the individual makes 
become better established. 


The distributors of other makes 
have their retail outlets with both 
exclusive dealers and domestic-car 
dealers. These include Lloyd, Hill- 
man, Renault and Borgward. 


The distributors of two fairly re- 
cent arrivals on the automotive 
scene, Simca and Goliath, are going 
allout in distributing through estab- 
lished domestic dealers and are 
finding these dealers very receptive. 
One distributor reports receiving 
one or two dealer inquiries every 
day. 

~ ok + 

A= from the English Ford 

and the Metropolitan, distribu- 
tion of the foreign makes is well 
shuffled among the domestic deal- 
ers. According to a leading foreign- 
car distributor, it’s a matter of 
which distributor gets to which 
dealer first. 


Hence, one Buick dealer in Se- 
attle has Simca, another has Goliath 
and Goliath also is handled by a 
Dodge dealer in Tacoma, Dealers! 
of just about every U. S. make are 
represented among those who have | 
added a foreign line, particularly) 
so in the medium-priced field. 

For example, a well-established 
and successful dealer here re- | 
cently took a long, hard look at | 
the declining sales of his medium- | 
priced U. S. product and the grow- 
ing popularity of the smaller, 
less-expensive imports. 

Result: He added a European car 
to his deal. Further result: In Octo-| 
ber, he sold 19 new units of his| 
U. S. make and 19 foreign cars. 





This might be termed “nice work 
if you can get it.” | 





Schulz Cited for Community Service— 


Well-wishers congratulate John C. Schulz, of Krebs & Schulz Motors, Inc. (DeSoto- 
Plymouth), Syosset, N.Y., after he receives a plaque as a tribute to his many civic 


activities. 





ealer Closes 


From left are Edward Robinson, assistant district attorney for Nassau 
| County; Schulz'’s son, Henry; Schulz; Joseph Haenn, of the Plymouth New York 
regional offiice, and Charles Krebs, dealership partner. 


His Doors 


In Contract Dispute 


(Continued from Page 6) 


Motors, Inc., a foreign-car dealer. 


The vote was 13-19. 
+ 


Contract Analysis 


te: testimony before the 
Senate labor rackets committee 
has sometimes seemed to give the 
impressicn that the average em- 





Hopes for 30,000 Sales in ’58... 


Goliath Sights 3rd Place 


DETROIT. — Goliath expects to 
sell 30,000 cars in the U. S. in 1958 
and believes it will take over third 
place in foreign-car registrations by 
the end of the year, R. H. Peterson 
told newsmen last week. 

Peterson is president of Goliath 
Importers, U. S. A., the American 
arm of the German auto firm. He 
emphasized that his third-place 
prediction was for December, 
1958, not necessarily for the entire 
year. 

A former Pontiac and Chevrolet 
dealer, Peterson was in Detroit to 
tell the Goliath story to prospective 
dealers. The German import now 
has 100 outlets in this country and 
hopes to have 500 by the middle of 
next year. 

The prospects, many of them 
domestic dealers, viewed the Goliath 
front - wheel-drive passenger and 
commercial vehicles and got an 


advance look at the new Tiger 
sports coupe. 
The Tiger is a four-cylinder 


model which is equipped with a 
power kit that produces 63 horse- 
power. It has bucket seats and a 
hand-tooled vinyl interior. The price 
is $2,834.98 at all U. S. ports of 
entry. 

Other Goliath 1100 models 
range from $1,995 to $2,481. The 
cars have a wheelbase of 89.4 





Prospective dealers previewed the Goliath Tiger sports coupe in Detroit last week. 
The car has bucket seats and a hand-tooled vinyl interior and is equipped with a 


power kit that draws 63 horsepower from 


a four-cylinder engine. Goliath hopes to 


sell 30,000 cars in the U.S. next year and believes it can take over third place in 


foreign-car registrations by December, 1958. 


inches and are 160 inches long, 
57 inches high and 62 inches wide. 


If Peterson’s registration predic- 
tions come true, it will cause 
considerable shuffling in the 
foreign-car field. He concedes that 
Volkswagen will retain first place 
followed by Fiat and, he hopes, 
Goliath. 

Chief competition for third place 
will come from the Renault 
Dauphine, Peterson believes. 

Registration figures for the first 
nine months of 1957 showed that 
Renault had a firm grip on second 
vlace in the foreign-car field. 
Neither Fiat or Goliath were in the 
top five. 

Asked about the type of retailer 
his company is seeking, Peterson 
replied that he wants “high-grade, 
aggressive domestic-car dealers.” 

Several Buick, Oldsmobile and 
Chevrolet dealers have been 

granted franchises on the West 
Coast, he said, and many of them 
have set up separate facilities to 
handle the imported line. 

Peterson said he would like to 
award franchises to exclusive 
foreign-car deals in metropolitan 
areas. In some cases, Goliath might 
be dualled with Borgward, but not 
with Lloyd. Both Goliath and Lloyd 
are subsidiaries of Carl F. Borg- 
ward GMBH, Bremen, Germany. 

Goliath was combined with Borg- 
ward in 1928, and Goliath-Werk 
GMBH was founded in 1948. Its 
first vehicles were three-wheeled 
commercial types. Carl Borgward 
built his first three-wheeled car in 
1924. 

The first four-wheeled Goliath 
passenger car was built in 1950. It 
had a two-cylinder, two-cycle en- 
gine and front-wheel drive. 

Models in the Goliath 1100 series 
(four-cylinder units) first were im- 
ported into the U. S. in October, 
1956. Distribution was slow in the 
beginning because, according to 
Peterson, “We wanted to get our 
parts and service operation estab- 
lished first.” 

Peterson said about 3,000 Go- 
liaths have arrived on the West 
Coast since Jan. 1 and about 2,000 
more will be distributed through- 
out the rest of the nation before 
the ond of the year. . 

About 1,000 will be imported in 
December, he said. 


ploye is being victimized by unions 
and employers alike. 

Actually the typical management- 
union agreement is a liberal docu- 
ment providing a wide range of 
benefits for the employes working 
under it. 

The Bureau of National Affairs, 


detailed analysis of 400 collective 
bargaining contracts, entitled 
“Basic Patterns of Union Con- 
tracts.” 

Here are some of the highlights 
of the study: 

1. Three of every five contracts 
now provide contracts for employes 
retiring after extended periods of 
service—a 30 percent increase dur- 
ing the past two years. Most pen- 
sion plans provide monthly benefits 
of at least $150 (including Sccial 
Security benefits) for employes with 
25 years of service. Many provide 
higher allowances. 

2. Health and welfare benefiits 
are made available to employes 
under four-fifths of the agreements. 
Hospitalization is the most popular 
benefit, followed by life insurance, 
surgical insurance and sickness and 
accident benefits. 

3. Practically all employes now 
enjoy paid vacaticns and holidays. 
> © * 

MORE than nine-tenths of 

e contracts protect employes 
against unfair discharge or disci- 
pline by the employer. Usually, 
management and union representa- 
tives discuss employe complaints at 
progressively higher levels of au- 
thority. If they are unable to reach 
an agreement, an impartial out- 

sider is called upon to decide the 
issue. 

5. Long-service employes are 
given special consideration when 
layoffs are necessary under four 
of every five contracts. In three- 
quarters of these cases length of 
service is the sole or the deter- 
mining factor in the selection of 
employes for layoff. 

6. Employes are paid at premium 
for Saturday work (whether or not 
they already have put in 40 hcurs’ 
work during the week) under 
nearly half of all contracts. Pre- 
mium pay for Sunday work is pro- 
vided by nearly two-thirds of 
contracts. The usual rates are time- 
and-one-half for Saturday and 

double time for Sunday. 

7. Latest innovation in contracts 
is the unemployment compensation 
supplement. The prcportion of con- 
tracts providing this unemployment 
benefit is still small (about a tenth), 
but is growing steadily. 





Mid-Town Motors (Lincoln- 
Mercury), 1408 Locust St, Des 
Moines, has been granted a fran- 
chise to sell English-built Fords. 





i 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


——— Germany, — Produc- 
tion of GM’s Opel declined with 
a rise in the number of workers 
stricken with Asian flu. Auto-Union 
also reported that workers at its 
DKW plant at Duesseldorf were hit 
hard by the flu. 

Speaking to reporters in Vienna, 
Prof. Heinz Nordhoff, Volkswagen 
boss, proposed that ownership of 
the firm be placed in an organi- 
zation similar to the Ford Foun- 
dation. 


He said this would prevent VW 
ownership from falling into the 
hands of the government or private 
individuals through sale of stock. 
Nordhoff has guided the owner-less 
firm since it was restored after be- 
ing destroyed by bombs during 
World War II. 

Jaguar reported it has received 
$23 million in orders from Canada 
and the U. S. About 64 percent of 
its output has been sold in the U. S., 
the firm said. 

Humber division of the Rootes 
Group said it received an order 
from a Miami (Fla.) dealer for a 
1910 Humber. Why? The dealer is 
a collector of old cars. Humber now 
is looking for a 1910 model. 


Henschel to Get Loan 


KASSEL, Germany.—Henschel & 
Son Co., one of the country’s oldest 
and largest builders of trucks, 
buses and railroad equipment, will 
receive a loan of about $1.2 million 
from the West German Govern- 
ment. 


Henschel, which hag been ex- 
periencing 


BMW of Munich, manufacturer 
of motorcycles and cars, has hired 
Hans Stuck, mountain-racing ex- 


Milwaukee Slates 
Further Tests on 
‘Faulty’ Chevrolets 


MILWAUKEE. — The City board 
of purchases has ordered new tests 
on 47 Chevrolet squad cars and 
squad car-ambulances. Brake fail- 
ures on the 1957 models had 
brought ccmplaints from Police 
Chief Howard O. Johnson and 
Harry Stiedemann, municipal 
equipment superintendent. 


Stiedemann reported on recent 
tests on five squad car-ambulances 
on which new-type brake drums 
and linings and 15-inch wheels had 
been installed by the dealers from 
whom the cars were purchased. He 
said three were “outright failures” 
and one was “questionable.” 


The board decided that 39 units 
will be equipped with 15-inch 
wheels and new brake linings. The 
five ambulances also will get new 
linings and a new flanged-type 
brake drum, and Stiedemann will 
continue with experiments of his 
own on three squad cars. 

Bids for police cars to replace 
units that have been driven 60,000 
miles will be received Jan. 15. At 
that time, Stiedemann will report 
on the results of the new tests. If 





* the report is unfavorable, Chevrolet} >y SAEM at the annual auto show in 


bids will be returned unopened. 


erence * * *# 





The Roof Slides Open— 


This is Ghia's station wagon with the sliding-roof opening. The wagon was dis- 


played at the Turin auto show in Italy. 


pert, and Ludwig Hensel, formerly 


of DKW. 


In Bremen, Borgward has an- 
nounced that the Argentine Gov- 
ernment has returned, without con- 
ditions, the Borgward - Argentina 


firm. 

Every major tire maker in 
Germany has announced that air 
springs of several designs are 
available for the auto industry. 


The first petroleum-pump island 
in Germany has been 
shipped to the Persian Gulf area. 
Designed under American super- 
vision, it is called the Adma Enter- 
prise and is said to be the largest 


produced 


artificial island of its type. 

Leyland Motors of Britain 
has shipped a fleet of trucks to 
Nigeria, Africa. 









pected to turn out 100,000 units a 
year by 1965. 


it is a wise decision. 
* af + 


Ivan Likes Auto Racing 


A driving through Russia noted 
a growing interest in auto racing, 


seem to be more interested in tin- 


all kinds. 

Steyr-Puch A. G., assembler of 
Fiat, has developed an engine for 
the new tiny Fiat 500, which will 
be sold only in Austria. Similar in 
design to the Porsche engine, this 


In Paris, the international auto- 
mobile sport organization decided 
to limit engine sport-racing cars to 
183 cubic inches. Most firms think 


TEAM of German reporters 


mostly with homemade jobs. They 
also reported that the Russians 


kering with mechanical devices of 





About 10,000 motor vehicles were 
shipped into France in 1956, ac- 
cording to French sources. German 
makes accounted for 40 percent of 
the imports, and the U. S. ranked 
second with 3,000. 


New Diesel for Land-Rover 


A NEW diesel engine of 122-cubic- 

inch displacement is now avail- 
able in the Land-Rover, Jeep-type 
vehicle made in England. 

The dual-row timing chain is con- 
trolled by a hydraulic-chain ten- 
sioning device which is kept in 
operation by a mechanical ratchet 
when the engine is idling. 

According to reports from Jung- 

bunzlau, the Czech Government 
has decided to invest large 
amounts in expansion of the 
Skoda Works, The plant is ex- 












two-cylinder rear engine has a 
30.5-cubic-inch displacement and 





WASHINGTON.—A Jaguar auto 
executive said the foreign car’s de- 
sign specialization and diversity of 
performance, operation and style 
are responsible for rising sales of 
imports in the U. S. 

Everett Taylor Martin, vice-presi- 
dent of Jaguar Cars North Ameri- 
can Corp., told NADA’s second an- 
nual management roundtable: 

“As the products emanating 
from Detroit tend to become more 

and more standardized, so that 
indeed all cars much resemble 
one another, the imported car 
stands alone in offering the spe- 
cialty buyer what he is seeking.” 
He said the foreign car gained a 

foothold in the U. S. at the end of 
World War II because it “provided 
an automobile for thousands of 
Americans who were looking for 
something new, stimulating, differ- 
ent and diversified.” 

“Obviously, if everyone in the 
U. S. wanted transportation, or a 
mass-produced mobile accessory to 
every-day living, only Detroit would 
sell automobiles here, for Detroit 
makes more than enough cars and 
they are very, very good cars,” 
Martin continued. 

“But it seems now that a grow- 
ing number of people want some- 
thing more than the present 


VW Sells 519 
Of 1,093 Imports 
. * 

Bought in Chicago 

CHICAGO.—Volkswagen ac- 
counted for almost half of the 
foreign-car sales in Chicago during 
the first nine months of 1957, ac- 
cording to the Chicago Automobile 
Trade Assn. 

Registrations through September 
totalled 1,093, the association re- 
ported, of which 519 went to Volks- 


wagen. 
MG was the No. 2 seller with 86, 





Basket Seats— 


Basket-type seats ore featured in this 
Ghia body, the Golfer, which was ex- 
hibited at the avto show in Turin, Italy. 








af —— by Renault with 65, Isetta 
and English Ford with 54 each and 
Classy Battery— Triumph with 48. Simca, Rolls- 


Royce, Riley, Panhard, Lloyd and 
Bristol sold only cne each. 

Volkswagen also topped sales in 
September with 69. Isetta showed 
a big gain, jumping into the 
runnerup spot with 17. Mercedes- 
Benz, which sold only 28 during the 
nine-month period, chalked up 12 
in September. 

Other nine-month totals: Hill- 
man, 41; Jaguar, 40; Morris, 35; 
Volvo, 31; Borgward, 17; Austin- 
Healey, 14; Porsche, 13; Austin, 8; 
HMW, 8; Sunbeam Rapier, 7; 
DKW, 6; Citroen, 5; Alfa-Romeo, 
5, and Fiat, 3. 


Walbro Buys Autopulse; 
Hurry to Direct Sales 
LUDINGTON, Mich. — Patents 
and certain assets of Autopulse 
Corp., Ludington, have been pur- 
chased by Walbro Corp., Cass 
City, Mich., manufacturer of car- 
buretors and other fuel-system 


Autopulse operations will con- 
tinue in the Ludington plant for 
the present, according to Walter 
E. Walpole, Walbro president. 


Two-tone battery boxes were displayed 
Turin, ltaly. 








New Lockheed Dise Brake— 


This illustration of the new disc brake 
made by Lockheed Hydraulic Brake Co., 
Lid., shows the ample-sized friction pads 
and the ease with which they can be 


— 


to be close to 465,000 units, com. 
pared with 396,000 a year ago. Work 
is being rushed on the new spare. 
parts plant near Kassel, which wilj 
employ about 1,500. VW is planning 
to lift production to more than 2,00 
units daily. 


* * * 


Volvo Stepping Up Output 
_... said production of the 

Swedish-built cars will be 
stepped up to approximately 100,00 
units a year. 

One of the last of the big Mas. 
erati sport racers has been sold to 
Temple Buell, an American. The 
engine is said to deliver more than 
440 European horsepower. 

The first all-Dutch car reportedly 
is undergoing secret tests in Hol- 


checked for wear. The bleeding port also| land. 


is easily accessible. 
* 


is air cooled. Valve stems are 
chromium-plated and the com- 
pression ratio is 6.5:1. 
Volkswagen has outgrown facili- 
ties in Wolfsburg and Stoecken, 
Germany. 
Production this year is expected 


American conception of the mass- 
produced automobile,” he said. 

Martin noted that the U. S. still 
earns far more by its auto sales 
abroad than it spends on imported 
cars. 


Hertz Gets Exclusive Rights 


To Rental at Hilton Hotels 


CHICAGO. — Hertz car rental 
service has been inaugurated from 
all Hilton hotels in the U. S. Under 
a five-year contract, Hertz became 
the exclusive supplier of car-rental 
service to the 25 Hilton hotels in 
this country. 

The company estimated that the 
arrangement will increase Hertz 
car rental volume by $2 million the 
first year. 


PITTSBURGH.—Oxides of nitro- 
gen in automotive exhaust can be 
reduced as much as 90 percent 
with a special carburetor—at a 
cost, according to George J. Nebel 
and Ralph W. Bishop, of General 
Motors Research Staff’s fuels and 
lubricants department. 

Their report at the annual meet- 
ing of the Industrial Hygiene 
Foundation was part of GM’s tech- 
nical contribution to the automo- 
tive industry’s cooperative air pol- 
lution control research activities. 

Their findings confirmed ear- 
lier results, with single-cylinder 
laboratory test engines, that 
nitrogen oxides can be reduced 
by enriching the fuel mixture in 
the carburetor and stepping up 
engine performance. 

But this exacts a fuel economy 
penalty, Nebel and Bishop said. 

Nebel and Bishop said they ran 
tests in standard vehicles on the 
road. One car was equipped with 
a “maximum performance car- 
buretor” providing a rich air-fuel 
mixture for all driving conditions. 
With it they were able to reduce 
oxides of nitrogen in exhaust by 
90 percent. 

Their test car was put through a 
2,500-mile course of city-suburban 
type of driving. It averaged 11.8 
miles per gallon of gasoline as 
compared with a second test car 
with standard carburetor which 
registered 15.9 miles per gallon. 

This economy loss, they said, 
was 4.1 miles per gallon or about 
26 percent, To a motorist who 
averages 12,000 miles annually 
this would mean a $70 per year 
boost in fuel costs. 

“For a reduction of 75 percent 
(in oxides of nitrogen),” they said, 
“the annual cost is estimated at 


On the other hand, Bishop and 
Nebel reported that while their 
special carburetor reduced nitrogen 
oxides, the exhaust gas nevertheless 
contained higher carbon monoxide 
concentrations than those from the 
standard carburetor vehicle. 

Acknowledging that the goal of 
air pollution experts is to reduce 


It’s Costly, GM Team Says... 
How to Purify Exhausts 


Ballard Promotes Brown 


Richard Brown, sales manager 
for English Ford at Russ Ballard 
Auto, Inc., has been named gen- 
eral sales manager of the Ballard 
firm, also dealer in the Salt Lake 
area for Edsel. 


Lure of Foreign Cars Is Analyzed 


During 1956, he pointed out, the 
value of American cars exported 
was $331 million, while the value 
of imported cars sold in the U. & 
was $127 million. 

Martin said the slogan of Brit- 
ish auto industry representatives 
in the U. S. is “a quality car for 
every purpose and every purse.” 
Prices of British cars range from 
$1,500 to $20,000, he added. 

He said British cars, which rep- 
resented 32 percent of import sales, 
will account for 38 to 40 percent in 
1957. 

Industry forecasts for 1957 indi- 
cate total registrations of just un- 
der 6 million domestic units and a 
little more than 200,000 imports, he 
added. 






or eliminate nitrogen oxides, carbon 
monoxide and unburned hydrocar- 
bons from auto exhaust, Nebel and 
Bishop offered this suggestion: 

The principle of catalytic oxi- 
dation, through possible use of a 
catalytic converter on gasoline- 
driven vehicles, could be com- 
bined with their “maximum per- 
formance carburetor” to reduce 
all three gases. , 

But they indicated that reducing 
the principle of catalytic oxidation 
to practice, in the form of some 
type of converter, requires a great 
deal of engineering development in 
the future. 


Good Cleanup 
Cheers Dealers 


In Minneapolis 


MINNEAPOLIS. — Dealers here 
have pronounced their cleanup of 
1957 models a success. With few 
exceptions, dealers said that they 
will be all out of this year’s cars 
when the 1958 mcdels roll onto 
show floors. 

“Sales have been going very well,” 
Bill Boyer, president of Boyer- 
Gilfillan (Ford) said. “But when 
we're offering such attractive prices 
that they can hardly afford not to 
go,” he added in a comment typical 
of many dealers. 

The Chevrolet cleanup is going 
faster than last year’s, said Morgan 
Johnson, general manager of Down- 
town Chevrolet Co. Johnson ex- 
pected the last of his 1957 models 
to move last weekend (Nov. 2). 

Plymouth is moving steadily too. 

“If we get as good a reaction to 
the 1958s as we did during the 
cleanup period, we look for a good 
market,” Bill Johnson, general 
manager of Irving English Motors, 
Ine. (Dodge-Plymouth), said. 

Sales at W. R. Stephens Buick 
Co. are off from last year while the 
cleanup has been “pretty normal,” 
said W. R. Stephens sr., president. 

Most dealers checked in a spot 
survey agreed that their total sales 
for the year will be above 1956 
figures. 
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val Sam, the Medicine Man, Wonders: 


Why Gripe? They'll 
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Buy ‘em Anyhow 


By L. H. Houck 

Staff Correspondent 
FERSON CITY, Mo.—‘“Seems 
like between the buyers, the deal- 
es and the manufacturers, we 
might have a little dust up on the 
subject of autos, accessories and 
that baggage, higher prices,” said 
Sam, the auto medicine man, who 
has seen a few cars come and go. 


Sam remembers such bygone 
numbers as the Elmore, the Saxon 
and the Chalmers 6 but also 
knows his carburetors and valves 
when it comes to the new high- 
horse V-8s. 

“It’s silly to complain about high 
prices,” Sam said, “because if prices 
go up next year they'll buy them 
just the same. 

“It’s silly to complain about car 
lengths because if they make ’em 
longer next year they'll buy ‘em 
just the same — because today’s 
cars,” and Sam chuckled, “are not 
oly what the buyers and users 
have ordered but not one of them 
will ever go back to lower horse- 
power, hand-cranked engines, and 
no chrome.” 

Sam, being a factory representa- 
tive, knows something about what 
the dealer thinks. Being a house- 
holder and a home mortgage owner 

an average family, he also 
knows what the average family 
thinks as well as what the good- 
for-nothing, show-off, below-aver- 
age family that lives next door. 
= 


No Idea of Car’s Value 


Wh, bless my soul,” old Sam 
said, “I've found some dealers 
complaining about the chrome and 
the high prices who didn’t have the 
dightest idea about what a mag- 
nificent package they had to sell. 
“I gave one dealer a solution 


“So I recommended that he strip 
one, put it on display and sell it 
for the correct price less these 
accessories. 

“Well he did that and pretty soon 
& prospect came in to look it over. 
He walked around it and then 
looked at this dealer and said: 

“"‘What? No backup lights? No 
heater and defroster? Wow! Not 
even hub caps or wheel covefs. 
Straight gears, black tires and one 
fize under at that. Good gosh, is 
that the standard steering wheel 
that comes with this crate? Let me 
out of here, I'm in a spin.’ 

“Every one that looked at that 
stripped car asked for one or more 
accessories,” Sam said, “and this 
Was enough to give this dealer a 
new slant on selling. He discovered 


One Truck in 5 
Ruled Off Road 
In ICC Check 


WASHINGTON.—More than one- 
fifth of trucks given a complete 
inspection in the Interstate Com- 
Merce Commission’s fourth nation- 
wide safety road check were so 
“imminently hazardous” that they 
were marked out-of-service. 

The ICC said that of the 10,685 
vehicles checked, 2,232, or 20.9 per- 
cent, had faults which were likely 

cause an accident or a break- 
wn. 

The driver or vehicle was found 
to be deficient or defective in at 
least one respect in 87.3 percent of 
the vehicles which received a thor- 
Sugh inspection. 

Most numerous types of mechani- 
tal fault—found on 5,019 trucks, 
was a defective braking system. 

The ICC noted that when the 
volume of traffic was such that only 
a vce of interstate trucks could 

be given a detailed inspection, at- 
tention was focused on vehicles 
which disclosed readily visible or 
erdite indications of faulty condi- 
on, 

If it had been possible to inspect 
all vehicles, the report said, the 
number of violations found un- 





that people don’t always mean what 
they say. 

“When they say the price is too 
high it only means that the dealer 
has not been able to justify the 
price by showing the customer 
what he is getting for the money.” 

Sam said that he also made some 
one-man independent customer sur- 
veys. He discovered the man who 
first said that, before he would 
have an automatic transmission, he 
would walk, is driving a car with 
an automatic transmission. 

He said the man, who said he 
hadn’t got so lazy that he couldn’t 
shift gears, is driving a 300-horse- 
power job with automatic trans- 
mission and he’s saving time and 
energy in heavy, dangerous city 
traffic. 

He said that an automatic trans- 
mission and high horsepower al- 
lowed him to concentrate on his 
driving and a touch of the foot 
throttle would get him out of traf- 
fic jams faster than anything made 


up to now. 
* * . 


Who Would Switch Back? 


Bur the most important thing 
that Sam found out about the 
automatic transmission was that 
apparently no one who had ever 
owned a car with one would 
willingly go back to a straight 
stick. 

Sam found another man who 
had bought one of the Big Three 
for many years. He was a chronic 


making automobiles 
than General Motors and Chrys- 
ler combined. 
They had been doing such a bad 
job that his next car was going to 


Fabric Supplier 
Sees Trend to 
Woven Materials 


NEW YORK.—A trend toward 
woven fabrics may be in the mak- 
ing for 1959-model cars, according 
to Chicopee Mills, a supplier of 
decorative fabrics for the auto 
industry. 

Checking acceptance of woven 
fabrics in the 1958 lines, Chicopee 
notes a gradual “but significant” 
replacement of vinyls by more- 
breathable woven textiles, particu- 
larly for body cloth. 

Chicopee cites the 1958 Olds- 
mobile sales manual as an example 
of the new acceptance woven tex- 
tiles are finding. 

The Oldsmobile sales manual, 
20,000 copies of which are currently 
being distributed to dealers, fea- 
tures a woven fabric on the cover. 
The fabric is a three-dimensional 
saran and rayon combination, 
woven by Chicopee’s patented 
Lume-Loft process. The featured 
cloth is the upholstery for the 1958 
Oldsmobile 88 Standard Wagon. 

Claiming additional new accept- 
ance for woven synthetics, Chico- 
pee reports that a flat, or non- 
puffed, version of the same fabric 
has replaced vinyl on the sidewalls 
of that Oldsmobile wagon. 









be a certain foreign car. So he went 


and dusty, He was talking to the 


out to Los Angeles to visit his son | dealer 


in college there. By chance a fellow 
student had one of these fugitives 
from a gas pump that would do a 
100 m.p.h. on a straightaway and 
they jammed him into one of the 
bucket seats and put him through 
the Los Angeles traffic and then out 
on the open road. 


“Well sir,’ Sam said, “that fellow 
came back home and bought him a 
new American-made car that was 
a devil of a lot longer and wider 
than the American car he traded 
in. He had lost his enthusiasm for 
the foreign go-devil.” 

Sam nosed around and one of the 
man’s neighbors told him that he 
had said that he wasn’t going to 
spend his last days cooped up ina 
tiny automobile where he couldn’t 
move. What he liked, he said, was 
room, horsepower and big-car feel. 


Sam said he had noted the num- 
ber of one-car accidents, too, with 
cars leaving the road from high 
speed, or more correctly, from bad 
judgment. 

“But,” said “I remember 
also in 1910 a friend of mine was 
killed in a 1910 Pierce Arrow which 
had a 15 horsepower, two-cylinder 
engine and a gear-shift lever on the 
steering column. He fell out of the 
car just as it was passing a tele- 
phone pole at 10 miles per hour 
and it killed him. 

“In relation to the number of 
cars on the highways and the 
total mileage traveled annually 
I am of the considered opinion 
that we have about the same 
ratio of fools as we had then. 
The only difference is in the num- 
bers. 


“The fellow who fell out of the 
Pierce Arrow in 1910 was a much 
greater statistic in relation to the 
number of persons riding in autos. 

“In order to curb that sort of 
accident then there could have been 
a law to prohibit telephone poles 
where autoists wanted to fall out 
of cars, they could have passed a 
law to prohibit manufacturers from 
making doors on the same side as 
the telephone poles, or they could 
have passed a law making it illegal 
for a person prone to falling out of 
cars to drive unless accompanied 
by a keeper or a guardian.” 

* - 7. 


Can’t Legislate Sense 
pe said nobody today would 
want to go back to low-horse- 
power engines after they had en- 
joyed the acceleration of the new 
power plants, but he said he had 
strong feeling on the subject of one- 
car accidents and that is that you 
can’t legislate sense or judgment 
into a man’s head, 

But, according to Sam, the mar- 
ket affords almost every kind of a 
car a man could want. He pointed 
out that he can get short cars, low- 
horsepower cars, narrow cars, cars 
with tail fins and cars without, cars 
with chrome and cars without, so 
if the man who is displeased with 
one car will look about he can find 
one that suits his fancy and ideas. 

But the main trouble, Sam re- 
lated, is that few of the owners 


“Till show you what I'm talking 
about,” Sam said. “I was calling 
on a retail dealer that sells our 
particular make when a customer 
came in the door of the service 
drive with his car. 

“The trunk lid was up and he had 
been hauling some plants and ever- 
greens and the trunk was dirty 





Petersen Opens Rambler Dealership— 


Thomas I. 


Petersen, Inc., is the new Rambler dealership in Santa Barbara, Calif. 


The dealership, located at 606 Chapala, has a six-car showroom, a service depart- 
ment with 10 stalls, and 100-car used-car lot. Thomas |. Petersen, president, has been 
doubtedly would have been greater. | a new-car dealer in Santa Barbara for 18 years. 


“"I. don’t understand why the 
manufacturer of this car can’t 
make a trunk that can be cleaned 
out. I’ve brushed and puffed and I 
can’t get this stuff out.’ 


“The dealer agreed with the cus- 
tomer that the factory ought to do 
something about it,” Sam said, “and 
suggested what a time they would 
have if it ever got full of water. 

“Then they looked at me for cor- 
roboration. I told them they didn’t 
know what they had and how they 
had been provided for. I walked 
over and loosened the spare and 
took it out, telling them in the first 
place that the spare should be 
washed when it is placed in the 
trunk and told the dealer to get 
the wash boy to clean it up. 

“Then I asked the owner and 
the dealer to look in the bottom 
of the tire well. They looked but 
didn’t see anything. I reached 
down and pulled out the two soft 
rubber plugs that are placed 
there so water and dust can be 
cleaned out completely and when 
they saw the two big round holes, 
they both gasped. 

“The customer looked at the 
dealer and said: 

“*You didn’t know they were 
there, did you?’ 

o * e 


Need to Study More 
NOWLEDGE of those two 
plugs can close a deal,” old 

Sam said, “but so it goes. Few deal- 

ers know how much aluminum is in 

their cars, or how much of the 
costly stainless steel and where it 
is located and what it means in 
long life for the owner but they can 
tell you to a penny what the pay- 
ments will be and what their com- 
petitors offered for the last used 
car they took in on a Whoozis 8. 


“If they would study all the 
things that go to make up the car 
and how much better today’s car 
is than the one built yesterday, 
they'd have customers who'd pat 
the hood and say to a neighbor: 


“*Yep. She cost a pile of money 
but she’s worth every penny of it. 
Why I've got stainless steel trim 
that will last forever and chrome 
plated rings, a new fuel pump, non- 
rusting gas lines—ever so many 
things that either wore out or 
caused trouble on other cars I've 
had. Yes sir. This baby is worth 
what she costs and I'd buy her over 
again.’” 

“Instead of a car being too 
long,” old Sam snorted, “it’s the 
dealer who’s too short—on knowl- 

” 


edge. 

And then a dealer told Sam: 

“Take power steering and power 
seats with six-way adjustment— 
who wants them?” 

And Sam said: 

“Next door to me lives the nicest 
couple you ever saw. He weighs 
290 pounds and is six feet, one. His 
wife weighs 85 pounds and is thin 
as a rail as well as frail but never- 
theless the mother of three. 

“When he went to buy a new 
car, the salesman said he’d never 
have any use for power brakes and 
power steering much less a power 
seat. So the big guy had to almost 
use force to get a car with these 


things on it. : 
Feeling of Security 
“Now they have it, When she 
drives she can adjust the seat 
instantly to a comfortable safe posi- 
tion for driving and with power 
steering and brakes, her lack of 
muscle is no disadvantage. When 
he drives he slides the seat back 
for his position and he has a com- 
fortable riding position, whereas 
before they tried to comprise to get 
a seat in the middle that could be 
used by both. 
“Now he knows when he’s at 
work, that his wife is compara- 
tively safe because of a full-power 


“But the salesman,” said Sam, 
“instead of using these points for 
sales clinchers tried to get him to 
leave them off so he could sell them 
a car for less money. He now goes 
around telling people that his cus- 
tomers think cars are too high and 
he agrees with them. 

“I don’t know,” said Sam, “but 
it’s my guess that the industry 
could make a 1914 Ford, for in- 
stance, to sell for about what it 
sold for in 1914 if anybody wants 
that kind of a car now, or a 1916 
Flanders or EMF for about their 
original selling price. Anybody for 
a two-cylinder Maxwell or an 
Overland? 


BBB Filails Ads 
Of 2 Chicagoans 


Media Are Warned 
On Misrepresentation 


CHICAGO. — The Chicago Better 
Business Bureau has advised media 
in the area that further advertising 
by two auto dealers would not be in 
the public interest. 

Named were Sky Motor Sales, 
7610 S. Western Ave. and Dick 
Briggs Motor Co., 3443 W. Grand 
Ave. 

BBB reported visits by agents to 
Sky Motor which indicated that the 
outlet was really a part of Tim 
Kelly, Inc. The BBB had advised 
media in June that further Kelly 
ads would not be in the public in- 
terest because of “repeated, flagrant 
‘baiting.’ ” 

When asked for proof that Sky 
Motor was a separate business, the 
BBB said the firm did not furnish 
any. 

The action against Briggs Motor 
Co. was taken, the bureau said, 
after three representatives found 
that cars advertised “had been sold” 
just before the representatives 
answered the ads. 


New-Car Dealers 
Sought to Sell 
British Sailboat 


NEW YORK.—New-car dealers 
are being offered franchises to sell 
a two-berth cruiser sailboat made 
in England, according to Ferrier 
Marine, Ltd., American Sales, New 
York. 

Ferrier pointed out that there is 
no product-sales conflict and that 
the heavy selling season for boats 
is usually the light season for cars. 

Spokesmen for Ferrier said 
“every conceivable aid for selling, 
advertising and promotion will be 
given to each franchise.” 

Ferrier said the boat is a 17- 
footer that sleeps two and provides 
ample room for six while sailing. 
It has a 22-foot mast and a 75- 
square-foot mainsail with 45-square- 
foot working jib. 

The boat will retail for about 
$2,000, according to Ferrier. To 
eliminate warehousing problems, 
only one boat will be delivered to 
the dealer for demonstration and 
showroom purposes. The firm said 
it would doe the boats to the 
buyers. 


Tire Inventories 


Mount During 
Model Changeover 


NEW YORK.—Production of auto 
tires fell off in September but ship- 
ments dropped even more, giving 
producers an increase in their in- 
ventories, the Rubber Manufactur- 
ers Assn. reported. 

September production was 7,535,- 
425 tires, while shipments totalled 
6,564,375. The inventories amounted 
to 16,310,462 at the end of the 
month. 

In August, production was 7,800,- 
709 units and shipments were §8,- 
626,747, giving the manufacturers 
an inventory of 15,348,234 tires at 
the end of August. 

The association blamed falling 
shipments on greatly reduced deliv- 
eries to auto companies during the 
model-changeover season. 

The September shipments of truck 
and bus tires amounted to 1,158,586 
units, down from the 1,205,980 units 
shipped in August. The industry 
shipped 3,483,330 automotive inner 
tubes in September, compared with 
3,682,817 in August. 


Bausch & Lomb Offers 
"pupae seaming 


— A new 
program to aaa sodachiten firms in 
selecting the correct spectrographic 
equipment for their needs has been 
announced by Bausch & Lomb Op- 
tical Co, 

Under the plan, known as the 
analytical planning survey, spectro- 
graphic experts will make a com- 
plete study of a firm’s requirements 
and recommend suitable equip- 
ment on the basis of their findings. 
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All GM Divisions Soar... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 









































Week Week Output, Jan. 1 dan. 1 
Ended Same Ended Novem- To To 
Nov. 23, Week, Nov. 16, ber, Nov. 24, Nov. 23, 
1957 1956* 1957* To Date 1956* 1957 
AMERICAN MOTORS 3,300 .......... 3,255 10,429 91,578 97,533 
SUMNNNEIED Sncdedvecbisdetessicomesies ‘sidéccdecn videviovss_-«« esate «== eusewnbins 6,510 1,345 
NLT apdenislebwlieeceeutensabind sibel = teeeansen. «= scubensie =. eebuaaions 15,900 3,561 
TI: scesssssonabetsvesverees aa 3,255 10,429 69,168 92,627 
CHRYSLER CORP. ...... 23,700 19,333 22,800 75,525 734,861 1,131,967 
TE” kiiststoevennniestive 2,200 1,744 2,064 71,366 81,870 109,932 
i, 700 422 698 2,345 8,903 35,208 
DY: citédecvebseutisiensisiotes 2,200 2,663 2,414 7,685 87,376 111,479 
EE ee 5,800 4,335 5,856 18,610 171,083 271,516 
a 12,800 10,169 11,768 39,519 385,629 603,832 
FORD MOTOR. .............. 45,065 38,358 43,269 143,541 1,439,285 1,712,115 
IN, ctesediceticeds dius” . \eemmundin. duibeimicn. ~ saneoil 1,256 444 
EEE -Sidceithenininiciianeilosieatis en 502 Te  tesectens 52,094 
II sacasticaiiaaistlnianicnceaninabit 38,400 32,257 36,723 122,619 1,183,061 1,373,213 
IL Wiilindascniuhetionotents 805 820 197 2AT7 42,068 33,185 
A 5,400 5,281 5,247 16,337 212,900 253,179 
GENERAL MOTORS ..:. 81,366 59,373 71,139 231,617 2,709,828 2,459,726 
SII; shllbsscantiiinscsenacivcmiaieonion 12,772 9,456 10,946 35,374 467,169 358,213 
IID sbiinincpscedionsinneicn 4,000 2,329 3,311 11,017 122,090 137,089 
ae a 42,300 31,729 38,945 125,078 1,443,363 1,319,452 
Oldsmobile .................... 11,294 8,608 9,704 31,676 380,879 343,075 
en 10,500 7,251 8,233 28,472 296,327 301,897 
4 1,480 1,885 1,441 4,709 85,830 66,331 
ee | tenes 40 108 13,277 4,771 
Studebaker .................... 1,430 1,885 1,401 4,601 72,553 62,110 
Total Cars, U. S........... 154,911 118,949 141,904 465,821 5,061,382 5,468,222 
COMMERCIAL CARS 
(0, 8. PRODUCTION ONLY) 
Week Week Output, dan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 23, Week, Nov. 16, ber, Nov. 24, Nov. 23, 
1967 1956* 1957* To Date 1956* 1957 
CHEVROLET ................ 8,900 5,380 8,306 27,213 317,234 316,253 
DIAMOND T .................. 140 64 132 389 4,709 5,137 
i itis ainisiscaeltnial 60 48 3 70 3,209 2,546 
ES 1,626 1,714 5,399 81,178 70,571 
I itl racinaeiaiatineimmenttinn 6,100 4,663 6,053 19,231 273,540 309,934 
GMC .. saidiienintindiaasten: Ia 1,151 1,671 5,315 82,827 61,950 
INTERNATIONAL ...... 2,424 2,292 2,418 7,040 121,782 108,844 
i niacin tantiiibitiincicen 350 271 323 1,010 16,841 15,919 
REO . oi tinindabeaitl 110 51 103 316 3,536 4,336 
STUDEBAKER .............. 160 258 108 360 12,818 8,548 
es 235 236 234 782 15,725 12,900 
I can 1,530 1,170 1,510 4510 57,291 54,782 
MISCELLANEOUS*** 70 36 70 223 3,185 3,151 
Total Trucks, U. S....... 23,349 17,251 22,645 71,858 993,875 974,871 
Total Cars, Trucks, oe, ise 
SN Sateen tones seid 178,260 136,200 164,549 537,679 6,055,257 6,443,093 
Total Cars, Trucks, oe ee 
TOMI, * cs cotncncensssadsesee 8,900 10,744 8813 26,903 418,137 373,986 
Grand Total, a : 
Cars and Trucks, 


U. S. and Canada....187,160 146,944 173,362 


564,582 6,473,394 6,817,079 





“Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete. 


N. B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 





Byers Describes Technique .. . 


Supermarket Cleanup 


COLUMBUS, O.—Gecrge Byers, 
Inc. (DeSoto-Plymouth), of Colum- 
bus, O., reported a “cleanup” in its 
“supermarket” sale of 489 ‘57 units, 
compared with 248 and 240 for the 
two top dealerships selling low- 
priced cars. More than half of the 
cars sold were new DeSotos and 
Plymouths. 

Byers said more than 250 new 
units were displayed at his subur- 
ban warehouse in supermarket 
fashion, with each car lined up 
according to model and make. Each 
unit was given a stock number, he 
said, and was moved to a nearby 
area for immediate servicing after 
its sale. Thus, other shoppers could 
still move about*in an area of un- 
sold cars, he added. 

Byers kicked off the sale with 
full-page ad in a 
which showed the 
ith cars. Each car 
in the ad by stock number 


Hi 
# 


7! 


Ohio does not allow auto sales on 
Sundays, he said, but by early 
afternoon an estimated 1,500 per- 
sons were on the lot, many with 
ads in hand, examining the cars. 
Approximately 100 verbal deals 
were closed the first day, he added. 

Many persons who came to the 


lot liked the advertised model and 
price but not the color. Byers said 
he solved this problem by roping 
off a large asphalt area and allow- 
ing the potential buyer to take a 
test drive. 


“Many of these persons talked 
themselves into buying after a 
demonstration,” Byers stated. 


Byers, an auto veteran, said he 
personally supervised all deals. 
Finance arrangements were 
made on the spot, he added. 


After the big announcement ad, 
said Byers, daily advertisements 
kept potential customers informed 
of various models still on sale. 


More than 500 radio spots, plus 
the regular daily Byers TV news 
show, aided the campaign. Sales- 
men doubled their efforts with 
phone calls and personalized post- 
cards inviting buyers to the sale, 
Byers said. 

“We found out persons like to 
shop for automobiles in  super- 
market fashion,” Byers stated, 
“just as they do in buying house- 
hold needs. We tried to give them a 
varied selection to suit individual 
wants, and our sales results indi- 
cate the customer's feelings.” 


155,000 Cars in Week 
Set ’57 Output High 


(Continued 


units, and Cadillac, aided by an 

eight-hour shift on Saturday, jump- 

ing from 3,311 to 4,000 assemblies. 

am * * 

_— MOTOR’S output of 45,065 
cars last week was a 4.2 percent 

boost from the previous week’s 

43,269 assemblies. 

Although it was still hampered 
by a strike at its Louisville plant, 
Ford division, aided by six-day 
operations at 12 of its 15 car- 


assembly plants, jumped output | 


from 36,723 units a week earlier 
to an estimated 38,400 last week. 
Only Edsel division shcwed a 

deficit as it dropped from an output 


from Page 1) 


of 502 cars the previous week to 
an estimated 460 last week. 
* * * 

peer agg although working 

only a five-day week, climbed 
from 5,247 assemblies a week earlier 
to an estimated 5,400 last week, 
while Lincoln, also on a five-day 
workweek, edged up from 797 to an 
estimated 805 assemblies. 

Chrysler Corp. showed the 
smallest gain of the Big Three as 
it jumped its output from 22,800 
units a week earlier to an esti- 
mated 23,700 last week. 





| operations showed Plymouth up 


|from 11,768 to 12,800 units; Chrys-| 
‘ler division (excluding Imperial), | 





A breakdown of Chrysler Corp. | 





te 
up from 2,064 to 2,200; In periaj 
with 700 last week, as against 69 
a week earlier; Dodge off s ghtly 
from 5,856 to 5,800, and I ieSoto 
down from 2,414 to 2,200 uni‘s, 
* * * 


OTH members of the Littl. Two 


also showed output gain: lagt 
week—AMC up from 3,255 to 3,309 
on Rambler assemblies, and §-p 


up from 1,441 to 1,480 assemblies, 
A breakdown of S-P operations 

showed Studebaker with 1,439 

assemblies last week, compared 
with 1,401 a week earlier, and 

Packard up from 40 to 50 as- 
semblies. 

Truck manufacturers turned out 
an estimated 23,349 units last week 
to mark up an increase over the 
22,645 trucks assembled a week 
earlier and a sizable jump from the 
17,251 units assembled during the 


| week ended Nov. 24 a year ago. 


Canadian car-trucks operations 
totalled an estimated 8,900 units 
last week, up slightly from the 
8,813 vehicles rolled from the lines 
the previous week. 





ee 


Big Increase Is Seen in Aluminum Use 


WASHINGTON.—Spokesmen for 
the Big Three testified last week 
that use of aluminum in their cars 
has risen appreciably in recent 
years and predicted that the trend 
would continue. 

Their testimony was presented 
to a House Small Business sub- 
committee probing the aluminum 
supply outlook in relation to the 
needs of small business. 

The spokesmen said their firms 
were working on development of 
such innovations as die-cast alumi- 
num engine blocks and heads, alu- 
minum bumpers, radiators, brake 
bearings, heaters, air conditicners 

and wiring and battery cables. 

M. F. Garwood, Chrysler's chief 
materials engineer, said use of alu- 
minum in place of heavier metals 
has helped keep the corporation’s 


White Will Use 
Winslow Filters 


On All Engines 


CLEVELAND.—White Motor Co. 
has announced that all White en- 
gines will be equipped with spe- 
cially designed Winslow CP (con- 
trolled pressure) oil filters. 

Tests of comparative pressure 
losses prove that Winslow CP ele- 
ments have a useful life at least 50 
percent greater than other type fil- 
ters, the company said. Dynamome- 
ter tests on trucks operated more 
than 100,000 miles show no signs of 
undue wear on mains, connecting 
rods, wrist pins, etc. when pro- 
tected with full-flow filtration, ac- 
cording to the company. 

Savings to operators include 
longer engine life and substantially 
reduced costs of parts and labor 
for overhauls, lower lube oil and 
filter element costs and important 
savings in down time, because of 
— repairs and overhauls, White 

Winslow Engineering & Mfg. Co. 
holds the original patents on full- 
flow filtrations, and on the CP filter 
element. These elements continu- 
ally self-adjust the pressure within 
the filter and allow for a full 
stream of filtered oil without open- 
ing bypass valves, Winslow said. 


Maryland Signs 
Reciprocity Pacts 


BALTIMORE.—Maryland has 
signed agreements with two other 
jurisdictions allowing motor car- 
riers to escape the road tax im- 
posed by the 1957 Legislature, it 
was reported via the attorney gen- 
eral’s office. 

Agreements were signed with 
New Jersey and the District of 
Columbia. 

Concurrently, the pacts leave 
Maryland carriers free from actual 
or threatened taxes in the other 
jurisdictions, Four other states 
have taken primary steps toward 
like agreements, according to 
Theodore C. Waters jr., assistant 
attorney general. 

Enough such agreements would 
virtually confine the levy, based 
upon the fuel consumption of the 
carrier within the state, to carriers 
licensed in Maryland, he said. 





cars down to a “reasonable weight” 
during a period when many new 
equipment items have been added. 

He estimated that weight sav- 
ings through aluminum applica- 
tions amount to the weight of two 
average-sized passengers, around 
300 pounds. 

Garwood said aluminum usage in 
1957 Chrysler-built cars averaged 
| 100 pounds, more than double the 
estimated industry average of 45 
pounds per car. Although usage in 
1958 models is about the same, he 
said he expected ccnsumption of the 
metal to increase in future years 
as new aluminum applications are 
developed. 

John J. Cronin, General Motors 
vice-president in charge of the 
manufacturing staff, testified that 
aluminum usage in GM products 
rose from an average of 11.88 
pounds per car in 1951 to 43.82 
pounds per 1958 model. 

“We believe it is entirely p<ssible 


E average use of aluminum may 
increase to 75 pounds per (GM) 
automobile by 1965,” he said. 


Earl Ward, Ford purchasing 
vice-president, testified that the 
1958 Fords carry an average of 
48 pounds of aluminum, 50 per- 
cent more than in 1955, and that 
the company’s new medium and 
higher-priced models utilize 55 
and 73 pounds, respectively. 

He indicated that the aluminum 
content of the company’s 1959 
models may rise ten percent over 
1958. 


Aluminum Use Up 33% 
On Chevrolet Biscayne 


DETROIT. — Chevrolet has 
boosted its use of aluminum by 
more than 33 percent on some 1958 
cars, according to DuPont Yager, 
vice-president, Reynolds Aluminum 
Sales Co. 

Yager said the one-third increase 
is on a Biscayne four-door sedan 
with a V-8 engine and Powerglide 
transmission. Top aluminum pound- 
age (but not the top percentage 
increase) in the Biscayne model is 
44 pounds in cars equipped with 
Turboglide transmission. Compa- 
rable units had 39.5 pounds in 1957. 

By weight, the major aluminum 
components in the ’58 Chevrolet 
are the Turboglide transmission, 


Burd Elected President 


By Yakima Association 
YAKIMA, Wash.—Dee Burd will 

head the Yakima Independent Auto 

Dealers Assn. for the coming year. 


Other officers are P. L. Cheshire, 
vice-president; Harry Stotsenberg, 
secretary; Al Frank, treasurer; Ed 
Werner, sergeant at arms and 
Morrie Stotsenberg, Bill Harris, 
Clyde Shrewsberry and L. J. 
Schwaegler, directors. 


Truck Scales Increased 

TALLAHASSEE. — Three new 
truck weighing stations have been 
authorized by the Florida State 
Road Board. 

Rolfe Mickler, SRB engineer, said 
income from violations of weight 
regulations would bring in $200,000 
more than the cost of the operation. 





piston assembly and grille. The 
Turboglide case is the largest 
single die casting used in the auto 
industry, according to Reynolds. 

Reynolds predicts a 15 to 20 per- 
cent increase in the consumption of 
aluminum for passenger cars in 
1958. This amounts to more than 
one million pounds a week. 

In 1957, auto makers increased 
their use of decorative aluminum 
trim by 100 percent, Reynolds said, 
with Chevrolet boosting its trim 
applications by 300 percent. Chevro- 
let was the industry’s largest- 
volume user of such trim in the 
1957 model year. 


Ree 


For Rates, Etc., See Next Page 


HELP WANTED 





SALES MANAGER—The opportunity of 
lifetime is waiting for a responsible man 
who is qualified to guide the sales force 
of an authorized Chevrolet dealership, 
established over one-quarter century in 
the metropolitan New York area. Modern 
sales and service facilities are designed 
for a volume of over 2,000 units an- 
nually, Please answer fully giving de 
tailed statement of experience and send 
photograph, Your reply will be kept in 
strict confidence. Box 7672, c/o Automo- 
tive News, Detroit 26. 

SERVICE MANAGER. DeSoto-Plymouth 
dealer, 150-200 new-car, modern service 
department. Must be able to supervise 
and train mechanics and handle cus 
tomers, Excellent house for family avail- 
able January ist. Top salary plus incen- 
tive. Write: Sullivan Motor Co., Inc., 19 
Jay Street, New London, Connecticut. 


SALES 
REPRESENTATIVE 
Excellent Opportunity 


Well rated, 43-year-old, large volume seat 
cover manufacturer with national distribu- 
tion has certain territories open. 1958 line 
is very complete, low priced, and de 
signed especially for sale to seat cover 
installation specialists, accessory stores, 
car dealers, super service stations, etc. 
Right salesman can increase his earnings 
considerably. No objection to non- 
conflicting side-lines. 


R. M. Thomas Company, Inc. 
Muncie, Indiana 





GENERAL MANAGER: Exclusive truck 
dealership in southeast. Must have man- 
agement experience with a proven sut- 
cessful record, now employed and looking 
for advancement, young, aggressive and 
sober; capable of complete management. 
Very attractive proposition with buy-out 
privilege from share of profits. Box 7685, 
c/o Automotive News, Detroit 26. 


FOREIGN CAR MECHANIC—Also service 
manager. Top wages with liberal com- 
pany benefits. Box 7670, c/o Automotive 
News, Detroit 26. 


WANTED—GENERAL MANAGER for New 
England Ford dealership. Must be young, 
married and aggressive. Right man will 
get salary plus percentage of profits. I<eal 
community for family. Please state age, 
experience, enclose photo. Box 7671, c/0 
Automotive News, Detroit 26. a 

RETAIL SALES MANAGER for Ford deal- 
ership in fastest growing town in south- 
west, 600-700 new unit potential. Excel- 
lent opportunity for married man under 
45. Application must state education, ex- 
perience, references and photograph. 
Write: Farmington Motor Co., 124 East 
Main, Farmington, New Mexico 

PARTSMAN. Larry Dimmitt, Inc., Cadil- 
lac-Chevrolet Agency, 603 South Fort 
Harrison Ave., Clearwater, Florida, Write 
Walker Brewer, Manager. 
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perial HELP WANTED ae A EINE mea cee a cacti * 
t 698 3 ’5S5 CHEVROLET L.C.F, 5400 Series V-8 
ghtly $2,800. "50 GMC S.W:B, heavy duty Ash- 
800, ’ .W.B, vy duty 
eSoto cS R E D t T M E Ni ton equipped Telescopic Boom, C.O.E., 
s. $1,800. Lew’s Garage, Dayton, Ohio, 
OR 5339. 
Ecstern Company needs men experi- SHOP EQUIPMENT FOR SALE 
Two f ; Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive industry. 
1 enced in installment sales financing for 
ast RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, LIQUIDATION SALE BY FORMER 
a expansion program. Thorough knowl- Ile PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | |/-—iti\\tan/(s iam 
blies edge of discounting, collections and and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to years. 7 equipment, roe Re 
tions wholesale floor planning required. Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING tow tester ‘arver, pela ‘nd sk cook tank, 
1,489 | | Send resume, recent photograph and TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request able section of ‘mr shop. Tree, vinclyding 
ne 3 | various supplies ether with over $I, 
pared salary requirements to Box 7688, c/o Danae T AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH was of eae yyy in boxes, $2,000. Also 
and ; ‘ nf, sale Washmobile car washer $100—cost 
) as Automotive News, Detroit 26. $1,100 new, Undercoat machine, $45, Carbon 





blast out machine, SAC 








POSITION WANTED 


To encourage this classification for the 
enefit of those seeking employment, 
Wanted Ads are accepted at 
rotes namely lle per 
eoch insertion. $1.00 per in- 
Wr ee ee 
Half-rate does not apply 
in this section.) 
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display aas 


SALES MANAGER: Proven record of suc- 
cessful sales management in all phases 
of dealership sales, trucks, cars. Good 
organizer and instructor. Prefer location 
in New York city or New Jersey area. 
Box 7674, c/o Automotive News, Detroit 
26. 

















DEALERSHIPS AVAILABLE 


DEALER SERVICES 





DEALERSHIP HANDLING FORD. Over 
300 potential in good mid-south area. 
Profits consistent for over 30 years, 1957 
profit (10 months), including owner’s 
salary, over $50,000. Parts, accessories, 
signs and equipment will require $75,000. 
Will lease or sell buildings, Owner de- 
sires to sell by Jan. ist due to age and 
health, Reply Box 7687, c/o Automotive 
News, Detroit 26. 


AGENCY HANDLING FORD in the heart 
of Florida Citrus Belt for sale at inven- 
tory, approximately $16,000. Trade area 
population approximately 20,000. Dealer- 
ship consists of bookkeeper, two me- 
chanics, bodyman and salesman. Dealer 
retiring. Phone OWen 8-6251, Crescent 
City, Florida, 























MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 
MILITARY FINANCE CO. 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 


Berkeley 4, Calif, CApitol 6268! 
THornwall 5-2275 











CARS FOR SALE 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


AS LOW AS $390 


Avtomatic Transmission, Heater, De- 


froster, All Good Rubber, Some With 











30 West First St. 











H. R. SIVERS 
Fulton, New York 





MISCELLANEOUS 


BLUE ® CHIP 


TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net} 
$52.35 Fed. Tox included 





The | geRviCE MANAGER: Desire position as|| Modern Garage Building "Worldwide Financing for Military fewer Gaetan, THE FAMOUS 
rgest gervice manager in large dealership, or For Lease Personne!” 
auto as service representative for automotive Quantities from 5 to 500. M oO T Oo ‘ nA A T i c 
‘Ids. manufacturer. Ln a — = ‘aon Buick, G.M.C. or Foreign Car fran- 
years’ experience in automotive a B Y . / ; , 
) per- eck aavinaeteeh eight years as service chises available s ? “— dant a i ae itelp ae Straight Bodies, Good Grilles TOW ao GUIDE 
' manager for large GM dealer. High school 20,000 Pop.—50,000 in shopping to your competitors’ costs, ‘‘Auto Costs’ 
ion of and G.M.I. service management school crea is a complete, concise and accurate book EASY TO CONVERT Four Clamp Hook-Up 
irs in graduate, Will furnish best of references. ; containing factory invoice prices of all : 
than Will relocate or travel. Write 448 Harvest Nothing to buy—start small and 1958 automobiles and equipment. Dis- Wri wi DEALERS’ SPECIAL (F.O.B. Factory Net) 
Drive, Rochester 15, N. Y. grow cover how much your competitors’ cars rite ire—or Phone 85 Fed. Tax included 
§00D RIGHT MAN wants se & Minimum rent with option for ex- my = eet een a = Harold Peterfreund or $44. e e 
‘eased cate in Florida oroughly experience asion ea es to a em! Use y au 
j in all phases of dealership operation. Can pa ae : ' dealers throughout the nation. ‘‘Auto 
— relieve dealer of plenty of responsibility Includes lubritorium, lighting, Ex- Costs’’ is only $10.00 per copy, which in- Manny Mouber Liberal Quantity Discounts 
; Said, and pressure. You must be — or ecutone, air — —_ ——, ——s = To Distributors 
trim no deal. Box 7675, c/o Automotive News, 100-150 new cor successful opero- price changes and model revisions that FUTURE MOTORS INC. 
\eVToO- Detroit 26. r rs z occur throughout the model year. Send Write for Hlustrated Catalog 
rest GENERAL OB MANAGER— CHEVROLET. tion 17 yrs. —- —. oO - A ae and re- 37-01 Queens Bivd i 
Presently employed; prefer change tol] TIPTON BUICK CO., Inc. ~~ a A ee, BR age Factory Sales Division 
n the south. Minimum $12,000. References ex- 12.00." Bree au “es wethe on you Long Island City, N. Y. 
changed. Box 7676, c/o Automotive News, GARDNER, MASS. - oo : ~ oe re - - ow er 44m PILOT DISTRIBUTING CO. 
Detroit 26. Dept. 1R, New York NY > : BATTLE CREEK 9, MICH. 
~ | FOUNG, AGGRESSIVE MANAGEMENT| 1. ,LERSHIP HANDLING LINCOLN- MN. Y.'s Largest Volume Taxi Dealer Phone WO. 2-5257 All 0 
TEAM available December ist. Have suc-| “SreRcuRY in flourishing city af 40.000 one . 2- Dept's 
eessful record in the most competitive area . “Leaders in the Industry 
i country with “Big Three.”* Can offer conta with —_ A Inventory Service Since 1939" 
latest merchandising techniques success-| Fem ol "Goa for from 300 to 500 Buying or Selling a Dealership CARS WANTED 
=, ee SS ae cars a year. $25,000 will handle. Call eB Right © Sell Richt SEVEN PASSENGER CADILLAC limou- 
> in the black for 1958. Will consider buy-in | _ UNiversity 4-7886, Detroit. uy ig g sines. Ridgway-Baker, Belmont 4-6611.| BOAT FOR SALE—1957, 38’ Colonial Ex- 
if conditions warrant it. Box 7677, c/o| DEALERSHIP HANDLING RAMBLER— Parts—Accessories—Equipment 2836 N. E. Sandy, Portland 12, Ore. press Cruiser, twin Chrysler 125 H.P. 
Automotive News, Detroit 26. Twenty miles from ae oe © © A disinterested certified physical DECAL TRANSFERS ——s. Sleeps six . a ee 
GAR LEASING MANAGER AVAILABLE: health Box 7665, ele Mammumaee tame Inventory will save you money © @ | TRUCK DECALS: no charge for sketch; set dishes and cooking utensils; 150 Watt 
Thoroughly experienced in all phases buy- Deteett 26 , F DON’T GUESS—BE SURE durable, brilliant colors, Write for sam- ship to shore "phone; kept in boat house 
ing. selling, financing, insurance, etc. : = Colt or write fer service defelis ples. Allied Decals, Inc., 8456 Hough, and used one summer: fully sound new 
Also detailed knowledge of all types of DEALERSHIP WANTED » Cleveland 3, Ohio. beat condition, C approximately $22,000 
leasing plans. Capable of building new |WANT TO RETIRE GRADUALLY? If you Automotive Inventory PARTS WANTED —sacrifice $16,500, Write: Wm, Battaile, 
y of a organization or taking over leaders! vat have a new car dealership (‘Big 3’ only) Ss i Co WANTED: CHEVROLET OBSOLETE| c/o B & M Chevrolet Sales, Winchester, 
je man | Shier association with mew car dealer,| ‘hat can boast a good used car lot and a ervece VO. PARTS for export, 1928 and up. Passen-| Va. Phone: MOhawk 2-0333. 
e a a . 
wie | Aen 34. family man with excellent ref-| 1OP,neten service department, 2 ou tc | 10040 Prostond, Detrole 27, Mich, WE S-eas | er care and, trucks. Send lste for im- 
ury in oy juneee sen ae eo the dealership, keep you on oan 492 Main St., Fort Lee, New Jersey. 
fodern . and liquidate your 49% out of future T B Sal C 
signed — o 7662, c/o Automotive News,/ ronts. Factory approval —_— Drop CARS FOR SALE ow bar es UO. 
ts an- 7 ae a line so we can talk it over. x ’ Exclusive Distributors 
6 de | FORD PARTS MANAGER Top Aight call-| c/o Automotive News, Detroit 26. FOR QUICK RESULTS AS NEAR AS YOUR PHONE 
i send ber, with very successfu ckground, | yy a ; 7 . 
ept in best of references. Specializing in devel- ae a. as" Guater ae eee USE AUTOMOTIVE NEWS DE 2.0700 AN 3-8888 a BA 1-8717 
utomo- oping business in an organization, which York, New Jersey or New England pre- Call Collect = 
will stand the test of time. Have broad ferred Factory approval guaranteed WANT ADS on orders 
mouth knowledge of truck parts. Would like; ox 7649, c/o Automotive News, Detroit 40 So. Clinton St., Chic 6, il. 
service connection with exclusive truck dealer- 26 . . 
i 7 /o Automotive News, 7 ~ = = = —- 
perviee ——.—~ © BUICK, FORD, CHEVROLET OR CADIL- FO! R D S CARS WANTED 
; - - - : LAC DUAL in Florida, Texas or south- 
avail- | USED CAR gy 12 oa ao west. Have factory approval and cash. 
hy Sober “¥en peed worker Prefer Prefer single dealer point with a to a 
ut. Southern location but will consider any potential. Box 7653, c/o Automotive 





good deal. Write: 8 Mulberry Road, 
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EXPERIENCED PONTIAC SERVICE MAN 
desires position with reliable dealer. Out- 
standing Service Award. Box 7686, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP IN SAN DIEGO, California 
handling one of ‘‘Big Three’’ lines with 








News, Detroit 26. 

WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


BUSINESS OPPORTUNITIES 








PLYMOUTHS 


Four-door ex-toxis with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-cor Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


tial i f 1,000 Ww cars . . . ina. ; 
eae. High profits this year. oy Utica, Michigan Steering oat: eit Gian Dien tin a e 
tures and equip- igton Delawar 


only parts, furniture, 
ment on fair appraisal. Have good lease 
with excellent facilities. Box 7647, c/o 
Automotive News, Detroit 26. 





New building, over 6,000 square feet with 
showroom on main highway only 12 miles 





Don't wait . . . call, wire or write 
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Now used milion Car-a-year manufacturers 


N EW 


STAINLESS STEEL 
OIL RING 



















advantages carbon steel rings don’t have 


holds full tension at engine operating temperature 
highly resistant to corrosion 
won't sludge 


side-sealing because of axial 
pressure of expander 


conforms independently of ring groove depth 
——_—* Af e high radial pressure against cylinder wall 
4 4 assures maximum oil control 
U. S. Patent 


No. 2,789,872 


Chrome-plated steel side rails for more than 
double normal ring life 


Let our engineers give you full details—including exceptioncl performance data in cars of one of America’s largest builders 


Stauso POWER CORPORATION * MUSKEGON, MICHIGAN © ST. JOHNS, MICHIGAN * ROCHESTER, INDIANA © STRATFORD, ONTARIO | 
; eo OFFICE © 7-236 ee — manne * PHONE TRINITY 1-3440 


AMERICAS 
SHOWROOM 
IN PRINT 











WHY LIFE IS AMERICA'S AUTC 





LIFE creates excitement 


. . excitement akin to the unveiling of a new model in your 
showroom, because people read LIFE with a sense of discovery. 
They find adventure, action, new ideas on each page . . . color 
and drama that carry readers enthusiastically to each new 
page, to each new issue. 





MOBILE SHOWROOM IN PRINT 


LIFE has personal appeal 


... the same sort of valuable personal appeal you have in your 
showroom, because LIFE’s warm, human pictures—typical of 
its unique style of photo-journalism—establish a friendly, per- 
sonal relationship with its readers. 





WHY LIFE IS AMERICAS AUT( 


Sparks fly as a wheel grinds zirconium, the hard-to-handle metal found necessary for nuclear reactors. From LIFE’s series on technology, “Man’s New World.” 


LIFE 's special quality 


Whether it’s a major series like ‘‘Man’s New World” or a pic- 
ture report on the week’s news, LIFE is not only authoritative, 
but clear and exciting to read. People know they can expect 
consistent high quality in LIFE .. . and this feeling extends to 
LIFE’s advertising pages as well. 



















OBILE SHOWROOM IN PRINT 


LIFE reaches your best prospects 


... Car-owning households 


People who already own cars are really continually in the mar- 
ket, looking forward to replacing their present model with a 
new one. 


An average issue of LIFE reaches 30.4% of all 
car-owning households. 


and 


In a 13-week period, LIFE reaches 64.1% of all 
car-owning households. 


...New-car buying households 


LIFE has also determined the number of new-car buying house- 
holds that read LIFE. 


A single issue of LIFE reaches 39% of all new- 
car buying households. 


and 


In a 13-week period, LIFE builds up a cumu- 
lative audience of 73% of all new-car buying 
households. 


... The people in your community 


More people buy LIFE weekly than any other 
magazine, and every week LIFE is read by 
12,000,000 households. 


and 


In an average community, LIFE reaches 3 out of 
5 households in a 13-week period. 


Source: A Study of the Household Accumulative Audience of LIFE. 





... AND HERE'S HOW THE 1958 NEW 


THE NEW 1958 LINCOLN 





BOLDEST ADVANCE IN 56O YEARS 










Introducing NEW SWEPT-WING 58 
( So advanced it leaves the rest behind ! 
aa 


CAA DI LILAC 


-  -MOTORDIONMS MASTERPIECE 


FOR 1968! 









oo ene ee eee ne 


“Ail- NEW RAMB 


LER.. 


_. AMBASSADOR FOR ’58 


te ee eens ee ed 











\nnouncing lon I' HS ily trite mw v2 a  Rameter 


=) Announcing the greet new 58 FORO 
PROVED AND APPROVED AROUND THE WORLD 








LIFE dramatizes the news 


New car styles are in themselves big news. In LIFE, sur- 
rounded by exciting picture-news reports, immediacy, color, 
your advertising news is dramatized even more vividly. 





NICARS WERE ANNOUNCED IN LIFE 


Announcing the car that’ "AHEAD FOR KEEPS! 








OLDS mobility. OLOSmobiiity 4 
re EDSEL oe rr Suovwen nw cuarusae Con ts Sosaor ams 
A remarkat ew mobile the F fa y of fine car 
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men ip ib. Gute enn Gague om 2 OLDSMOBILE & 58 








MIGHTY CHRYSLER FOR 58 “axis, sens wns A sew 


LUKURY CAR IN A LOWER PRICED FIELD! 





New 1958 DE SOTO 


the exiting fou 
and feetot the future! 





58 CHEVROLET | 


fedby erm se me ery 





vol wn le pemees == 
and rude ll wrapped up om =: 
the bowen w wdens 

thee that ever said. = 
Cimon, lols get going alam 
Soon oes Se oe 
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A mon g al | mM ag a Zi ne S, PASSENGER CARS AND VEHICLES ADVERTISING REVENUE 


(First 10 months of 1957) 


LIFE ranks first with i et $7,185,019 


Saturday Evening Post 6,331,749 


‘ 2,189,473 
automobile manufacturers Look 


2,097,629 
Newsweek 1,035,515 


Source: Publishers’ Information Bureau 

















Business agrees... 


LIFE IS AMERICA'S 
SHOWROOM IN PRINT 


TOTAL ADVERTISING REVENUE 


(First 10 months of 1957) 
PUBLICATION REVENUE 


LIFE $112,348,425 
Saturday Evening Post 74,496,286 


Time 36,874,566 
Look 34,711,344 
Better Homes & Gardens 24,976,334 


Source: Publishers’ Information Bureau 









AN AMERICAN EPIC BY TOM LEA 


THE FABULOUS KING RANCH 


INCLUDING A PORTFOLIO OF COLOR PHOTOS 


TRADING STAMPS. A CRAZE 
TaTaa Res 


EDL Ne 


SUL ee 


WEL ee Oe D, 








people respond to 


